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Right in the heart of the European diamond market we have our own offices constantly 
combing the markets to bring you the best vaiues in fancy cut diamonds avaiiabie. 
That is why hard to find diamonds are always in stock at William Levine with 
prices that defy competition. Marquises, emerald cuts, pear shapes, triangular cuts 
and neart shapes all colors every quality in the sizes you want, to be 


shipped to you on memo at once. Phone, wire, or write. 


WILLIAM LEVINE COMPANY 


Importers Cutters 


29 EAST MADISON STREET + CHICAGO 2. ILLINOIS « PHONE: ANoover 3-7447 
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THE COVER 


The growing importance of chine 
and glassware to the retail jeweler's 
business is pointed up in this issue. 
(See pages 44-45.) It also will be 
emphasized during the three Pitts- 
burgh shows: Pittsburgh Glass and 
Pottery Exhibit, Jan. 11-18, Hotel 
William Penn; Cariton House China, 
Glass and Gift Show, Jan. 10-17; 
Keystone China and Glass Show, 
Jan. 10-18, Hotel Fort Pitt. This 
month's front cover photo shows a 
plate by Joeger, of Bavaria, and 
crystal goblet by Kosta, of Sweden, 
both imported and distributed by 
Ebeling & Reuss Co., Philadelphia. 
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Brace throughout the earth 
what better Christmas wish could we 


offer for all men, everywhere. 


THE CATAMORE COMPANY 


231 PINE STREET, PROVIDENCE 3, ®. ! 
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The world’s largest manufacturers of rings and 
ring findings 


the amazing, new 
diamond settings 
that perform a 
diamond -enlarging 


miracle! 


10, 11 OR 12 MELEE SURROUND 

THE CENTER DIAMOND TO CREATE 
THE ILLUSION OF FOUR TIMES 
THE ACTUAL WEIGHT AND 
ABOUT TWICE THE SPREAD! 


Now ... the crowning achievement of dec- 
ades of development in the highly precise 
craft of creating settings that glorify dia- 
monds ... Spectaculight! Here is a setting 
that works magic, one that is so effective, 
so truly spectacular, that it brings excited 
enthusiasm wherever shown. Far more 
than a mere cluster, more than an illusion, a 
Spectaculight is a thrilling accomplisliment ypertnibiiter 
ix K&B art of come the most of DIAMOND “eaeces ee 

everything desirable in a diamond. SETTING 
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Mounting No. JPR Wed. Ring No. 
1195/4706 Grids as 45/4706 


4" - 
Available >; 
in a wide , 
variety of ring ‘ 
styles including 
lock sets. 


f tee. e+ complete, ready-to-run 


newspaper mats tor retailers! 





Distributed through 
Leading Wholesalers 

















TAG ON THE WINNINGESIDE... 
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AYE 
« DAVIS 


n business, the game of tag is no child’s play. 
It’s an adult game of profit or loss, and winning is pre-determined 


by the reliability of brand names. 


A piece of jewelry tagged with the Whiting & Davis name is genuine. 


Its imitators cannot keep up with its unfailing high quality. 


That’s why the Whiting & Davis tag has marked the winners for 79 years. 
WHITING & DAVIS COMPANY, INC., Plainville, Massachusetts 


HAND IN HAND WITH FASHION-—SINCE 1876 
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BAKER OFFERS MORE THAN LIP SERVICE IN SETTINGS 


If you've seen the BAKER line of settings, you know what we mean. 
If you haven't, you owe it to the future of your sales to see them now 
BAKER SETTINGS embody every practical and fashion innovaticn... feature 


distinctive style advancements... reflect traditionally fine craftamanship 


SERIES 733 — a brand new style concept for small settings. Prongs have appearance of wire soldered to bezel to achieve a handmade 
look characteristic of custom work done in high class shops. Available in a complete range of email setting sizes from 14 to 20 points. 
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The complete BAKER line of fine settings is die-struck in 
10% tridium-Platinum, Jewelry Palladium and Gold 


PrRecIOUS / 
MIETALS 113 Astor Street, Newark 5, New Jersey 


FOR DECEMBER, 1955 


R. F. Simmons’ new Silver Star tray. 
Six handsome Simmons’ men’s sets in Sterling 
Silver, attractively packaged and displayed 
in their own tray. Sets shown $7.50 


keystone. Yes, the Silver Star tray is all ready for 


your di spla Y case and ready for sales. 


#4 Silver Star Tray —- Shown 


S& S (left to right } 
1 — MSS 54 $7.5 
co. 1— MSS 154 ia 
ATTLEBORO, MASS. gh 0 dina soon 


1— MSS 154 7.50 
MAKERSG OF QUALITY GOLD FILLED JEWELAY FOR OVER 8O TEARS ; 
SOLO THROUGH A SELECTED LIGT OF WHOLESALE JEWELERS l —T MSS 2444 7.50 


Canadian Distributor; JACK W. LEES, 44 King St. West, Toronto, Ont. 1 — MSS 1824.2 7.50 
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#1405/201 





Every jeweler’s ring profits depend upon bis 
making an important ring sale. Bristol now 
makes it possible for you to make that sale @asier 
and more frequently with their exceptional 
new line of beautiful wide diamond wedding rings. = 


Here’s why: ae 21 Diamends 
Bristol’s prime manufacturing facilities i 


mean lower prices for really fine quality 
diamond wedding rings. 


Bristol's high quality standards and original 
styling mean easier sales and long-lasting 
customer satisfaction. 












"Mats available on request. 


In 14K Gold, Palladium 


and Platinum 
ore ‘ BRISTOL BRISTOL SEAMLESS RING COMPANY 
ee “7 71 Nassau Street, New York 38, N. Y. 


FOR DECEMBER, 1955 


Rings enlarged to show detail. 
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NEW! Here are some additional types and styles of Universal Chains 
for you to choose from. Of special interest are numbers 9800U and 
9800/1U, unsoldered chains which prior to this could only be made 
soldered. These chains are now lower in cost. Each chain shown is 
available in all metals and in any quantity for immediate delivery 


























Universal products are sold 
to Manvtacturers only 
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Manvtacturers of jewelry are quick to utilize the new types 

and styles of machine-made chain we originate. In doing so, 

they frequently create an entirely new and profitable end-use 

for chain. it is, nevertheless, an inescapable fact that the 

new application which the manufacturer conceived does not 
pan out. Maybe the type of alloy used for the wire, or its temper, 
gauge, or price were not suitable for the particular application. 
In any case, let's put our brains together in the design stage 

of the finished product. Here at Universal, we know the technology 
of metals. Hence, if we know the function of the end-product, 

the chains we produce for you will have the built-in qualities 
you require for the pre-determined purpose. 


UNIVERSAL CHAIN COMPANY, INC. 
92 Burnett Avenue, Maplewood, WN. j. 
Branch: 61 Peck St.. Providence, ®. |.—N.Y. Office: 489 Fifth Ave 
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This new side-locking bracelet clasp Gold — Sterling — 1/20 12K — Nickel 
No. 130 Length "4 — Width %” 


No. 131 Length %" — Width 
No. 132 Length "%' — Width 
No. 133 Length 4” — Width 4” 


has found instant favor with the trade. The 
side lock has a uniform snap action entirely 
independent from the wrap-around, It is 
secure, but easy opening, always with the 
same tension. No necessity for careful form- 
ing when being attached. Made with a full 
riveted joint. 


FINDINGS 
B. A, BALLOU & CO. INC., GF PECK ST., PROVIDENCE 2,8. f. 
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For the Big Excitement... 


Man! what a New Year 
it’s going to be! 


Ask your JB distributor 
salesman—you'll be glad you did! 


JACOBY-BENDER INC.., 
Northern Boulevard & 62nd St., Woodside 77, New York 


find out what's 
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VAICHED WEDDING KING SETS 


for everlasting loveliness 
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24-Hour Service on all Special Order: 


BRIDAL RING COMPANY. ING. . 
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SERIES 485 SERIES 800 


Write for Free Illustrations 


a of Various Styles 
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25 West 47th St. © Phone JUDSON 23095. 
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WRITE FOR OUR CATALOG 
All imports are shipped: 
F.O.B. Geo. Z. Lefton, Chicago Warehouse or 


F.0.8. Lefton-Pacific Inc., Los Angeles Warehouse 
% 
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famous HAKATA dolls ; 











COAST-TO- COAST 
REPRESENTATION 


SHOWROOMS 
CHICAGO—Merchandise Mart 
NEW YORK-—225 Fifth Avenue 
LOS ANGELES—Brack Shops 
DALLAS—Merchandise Mart 
‘MIAMI—46 SE Eighth St 
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For over 350 years Japanese 

craftsmen have been making these ceramic fig- 

ures depicting the everyday activities of their 

people at work and play. The true Oriental 

colors and extreme attention to detail brings a 
| life-like quality to each. Sizes range 








from 5° to 10%"... Prices average 
ro $6.00 each. Write for complete prices 
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GEO. ZOLTAN LEFION, Imports 





NEW YORK SHOWROOMS MAIN OFFICE and SHOWROOMS 
Suite 1129 1550° Merchandise Mart 


225 Fifth Avenue Chicago 54, Illinois 














FILL THE oe Vie BUSY we NOW WITH AN ABUNDANCE 
OF EXCITING DESIGNS, EYE-CATCHING ST SALES AIDS 


AND PROMOTIONS WITH POWERFUL SALES-PITCH 

... ALL CALCULATED TO MAKE YOUR CASH REGISTER : | RING 
LOUDER THAN EVER. W: PLEDGE ff OURSELVES TO STEP UP 
OUR DELIVERIES TO MEET THE EVER-INCREASING DEMAND FOR THESE 


WORLD-FAMOUS CROTON NIVADA GRENCHEN WATCHES IN 





CROTON NIVADA GRENCHEN 


CROTON WATCH CO., 404 FOURTH AVENUE, N. Y, 16, N.Y. 


FOR DECEMBER, 1955 
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AND WATCHMAKERS OF AMERICA 
Season's Greetings 
and best wishes 
for a prosperous 
New Year 
from your friends, 





THE WATCHMAKERS 
OF SWITZERLAND 








At Christmas time...at gift-giving 


times the year round—this 1s the 
message that we want your customers 


to know and believe... 


“FOR THE GIFTS YOU'LL GIVE WITH PRIDE— 
LET VOUR JEWELER GE YOUR GUIDE.” 
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World Capital of Fine Watchmaking 


19S6! 


May it be your happiest and most prosperous year of all! May it advance 
even further the long and friendly relationship we have had with you 
Bulova jewelers ... since 1875! 


1955 was a great year! Our sales were greatly increased over the previous 
years. Your response to Bulova precision masterpieces was never drama- 
tized better than in recent months. We introduced through you the finest 
ladies’ 23-jeweled diamond watch value of the century... the Bulova 
La Petite. Never before has there been such immediate and enthusiastic 
acceptance of a ladies’ prestige watch. We are deeply grateful to you and 
your customers for Bulova La Petite’s overwhelming success. 


During the coming year, Bulova pledges to you even more new advances 
in watch styling, precision craftsmanship, and irresistible value. We will 
continue the industry's most consistent and most powerful advertising 
schedule. All this gives promise of the largest volume of Bulova sales in 





your history ...in the year 1956. nae 
Cordially, 


bella 


oh 


/ 
i 
are designed and manufactured under the ‘@ lll 


highest standards of precision craftsmanship BLULOVA WATCH COMPANY 


in the world, the finest 21 and 23 jeweled 


Home of American high precision. Here 


watches in history. BULOVA PARK, NEW YORK 
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FOR TOP SALES PERFORMANCE. .. 


s 


- YO 
Jewelry 
Store 


Advertise? 
IN 
LIFE 


~~ 
t. 


For bigger sales, feature all three in your advertising and 
store displays: (1) the name of your store, (2) famous 
brands advertised in LIFE, (3) material that shows the 


products are advertised in LIFE. Used together, they rep- 





resent the most powerful sales combination in history. 


PEOPLE READ LIFE EVERY WEEK THAN ANY OTHER MAGAZINE 
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The Gruen Watch Co., Time Hill, Cincinnati 6, Chio. Gruen The Precision Watch” — 
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Truly, this has been a milestone year for Gruen. Style experts, 





jewelers, consumers—all have hailed The Newest Look in 
Time as the most daringly different, exciting achievement in 


watch design in decades. 


But creating a success like The Newest Look in Time takes 
more than just the tireless efforts of the people of one com- 
pany. It takes encouragement, support and enthusiasm. You, 


the jewelers of America. gave us those things. 


So in the largest sense, our achievement is yours. Your sup- 
port has firmly charted the future of The Newest Look in 
Time. On this... its first yuletide season . . . we want to 
extend our warmest wishes for your holidays. May they be 
happy and heartful, and herald prosperity and health for you 


all through the coming year! 


... THE NEWEST LOOK IN TIME 


Watch For This All-out Gruen Advertising ... working for you 
right now! All during December . . . the biggest Gruen pre-selling 
campaign in history is telling your customers about The Newest 
Look in Time in Life Magazine, TV Guide, and on coast-to-coast 


NBC Television and Radio! 


Official Watch of Trans World Airlines Precision” —The Most Important Trade-Mark in Watch Making. 
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SINCE 1866 


A CROWNING ACHIEVEMENT... 


THINNEST 


WATERPROOF and DRESS MODELS 


UNBREAKABLE MAINSPRING 
Functionally Elegant 

Highest Precision 

Timepieces 








Ref, 169 A3 | Ref. 137 AS 


Ref. 137 A? 


A COMPLETE SELECTION OF 
FINE QGUREOLR WATCHES AVAILABLE AT 


2 i ere WAT @ 2 0.5 = 
580 FIFTH AVENUE, NEW YORK 36, N. Y. 
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Brill « Colmes 
“5S West Se, 
New York, aon . 


PEEKING 


INTO THE 
digni oa 
te 
e Our appreciat 
tell you about the — auctioneers.” 
The ut sale, 
well satisfied, yoy Cleaned out and aoe how successful 
Omers have bes Re you don't know ig thet aa mt? were 
Since the sale-<re, anew customers that we many Of the cust. 
8dditiona) merchandise never san before. 


[- RIVA! E more aot sana tr 
ae ot Jou for your help. 0) 
Colmes and Brill to other retail jomery agg 


Sincerely yours, 


FILES 


Jewelers across the nation have written in gratitude for the tasks 
performed by Colmes & Brill, New York auctioneers. The above letter from 
Budd Jewelers, Bradford, Pa., is just one example. 


If you wish to raise cash immediately—and profitably—contact 


COLMES &© BRILL 


Auctioneers 
JUdson 6- 2334 


45 West 45th St., New York City . 


Wee. Wire 
% Dignified auctions will keep your reputation high. 
% Receive full value for your merchandise 
% Gain new customers 
% If you prefer, we will purchase your entire stock for cash 
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LLOYD'S BY 


POLISHOOK 


REDUCES YOUR INVENTORY, 


INCREASES 


YOUR 


OFITS! 
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WEDDING RING 


INVENTORY | 
iS iisia RESULT Y our Customer dar 7 wh if } F W firit The ¢* we ley Ve j eh ual frav contain: it) 
OF MANY YEARS CSPpeci ily in wedding rin, We have solute con pli (te selection in your bread 
OF RESEARCH put together a wedding ring tray for md butter retail price range from $/.9! 
| you that acts as a wlesman and a (to $37.50. Stvwl we exchangeable, ¢dararteed 
4 tabulated merchandiser all in one! Her we lia fo move out ef your fore e we will exch ipo 
; iif) i are j 5 
actual over-the unt ef ol the best-sellers in wedding rin, the inactive numbers tor faster moving weddin 
experience ft hundred Wy iti t c Ifi Size he mitifull pr rings YO! Ak} Vi} l FR STUTC i, air ce | » Lined 
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that will sell! 3¢ STAMP AND THE COUPON BELOW ~ AND YOU'RE IN THE WEDDING RING BUSINESS ~ RIGHT! 





x. POLISHOOK 4 $On CORP 


yar. East 45th Street att mefouft i7 WwW Yr. 
,er.t | emer 
a C 0 RP. a 'ease send ° A Blake duit’ at: le 


7° sf wedd ng fia j tray 


MANUFACTURERS OF “EVERYTHING IN RINGS’ SINCE 1898 ens : 
216 East 45th Street, New York 17,N.Y. VAnderbilt 6-1664-5-6-7 nae 
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IF YOU’RE SELLING ~~ a7 
WATERPROOF \ — 
-— “~~ | WATCHES... \ 
» 





follow America’s leading watch 
manufacturers — feature I. D. 
water-proof watch cases... 
exclusively! 


Take the best-seil ng watches fn any 


mm jeweiry x; r¢ cr : examine ne Cases Ir 
c 


‘ 


10. Watch Case Partory most cases you will fifid. they bear the 


the mest modern, fully 


, 


trade mark of certitied water or: ofing 
SO a a gimest ! 


tavare by fhe int bige 


the 1.0). name 


here's why! 


a 

‘ whether if s the tine, water-thin.case or 2 
heavy duty Hang Hac is precision 
made by |.D. expert craftsmen in one of 
the most mogern. superbly ¢ quipped plants 

2 in the U. S$. Every style and there are 
hundreds, ig mirrofr-tar ned : ale lale Me elel 

tt shed and de ed e;ther woter resis 
font or woterprooTt cases tested unde 
Federal Trade Commission Per viations 


T hes is your guarantee frma? ti ey are worry 
proof 


1.D. WATCH CASE CO., INC. ~ 


re) oe a i ee 2 


| features cases.in chrome, steel back; 


all stainless steel: yellow aluminum. steel 


GENERAL OFFICES AND FACTORY . | back: 10K Rolled Gold Plate. steel back: 
137.11 90th Avenue, Jamaica, l.!. « JAmaica 3 8700 7 10K Gold Filled. 


steel back. and in all 


NEW YORK OFFICE. Joseph Dinstman, Pau! Korman, 580 Fifth Aw fel PL 27.4373°'°* CHICAGO 14K Gold 

OFFICE William Bart 279 Ff Madison 5! * 105 ANGELES OFFICE eonard j. Ravven, ¢ 15 We D * 
; lf you now sé waterproof watches that 

Sesh St. *fASTERN AND { ANADIAN REPRESENTATI VI [ 7. y i> le 7;) Sea a ek Pes P 
a do not carry the |.D. quality trade mark, 
write to the manufacturer and teil him to 
get the |.D. story, Youll be getting 100%, 
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LIKE ee wenDERS OF LIFE 


and DAVE GARROWAY'S 


2,000,000 
TELEVISION VIEWERS 


will hear about and be shown 
Gold Filled from coast-to-coast 
... in 52 major markets —— your 
markets. Again this series will 

> be timed for the Christmas 


buying season. 


SATURDAY EVENING POST 


YOU CAN CASH IN ON THIS pose an 


How? Simple! This larger-than-ever Gold that gets to the heart 


Filled advertising campaign is making mil- of America. 
lions Gold Filled conscious. 
Make sure your clerks know Gold Filled* 
It’s a golden opportunity for you to trade 
up one out of every two Christmas sales. 


FART monte ets ome, NS RS EN EYL NS NY OO CN SNS ES RR Si NY NN a NE 


*Be gure you arrange to have them see 
“The Gold Filled Story”. 


Gold Filled Manutacturers Association, Attleboro, Mass. 
COOK, DUNBAR, SMITH CO. + £. N. COOK PLATE CO. «+ GENERAL PLATE DIVISION — METALS AND CONTROLS + WORTON ANGELL CO. + IMPROVED SEAMLESS WIRE CO. 
LEACH & GARNER CO, + 0. E. MAKEPEACE DIVISION — UNION PLATE & WIRE CO. + 1. STERN & CO. INC, « STANDARD METALS CORP. + A. T. WALL CO. + 4. A. WILSON CO. ING” 
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“Hello, again!”” The lady was 
from Chester, So. Carolina, where 
we had conducted a sale two and 
a half years before. Now, visiting 
friends in Charlotte, No. Carolina, 
she had dropped in at another sale 
and recognized our Edward Gor- 
don as he conducted the auction. 
She waited for him, greeted him 
like an old friend, and by the time 
our J. B. arrived at the store, it 
was like old home week. It was 
nice meeting and chatting again. 
The diamond she bought that day 
was a beauty and a value. A few 
days later, delightful surprise, she 
was back again, this time with a 
group of friends who remembered 
the former Gordon Brothers sale 
and thought another was worth 
traveling 75 miles to attend. One 
of the nicest things about these 
“Hello, again’s” as we travel 
throughout the United States is 
they show, that not only do we 
and the store or stock owner 
benefit in a transaction, but every 
last customer! Yes, it takes three 
to make a happy Gordon bargain. 




















Stories from our 52 years’ experience with truths of just as great significance today. 












PALLADIUM 
win 
1955 DIAMONDS U.S. A. AWARDS 


... dramatic acceptance of PALLADIUM by the jewelry industry 





Ladies’ diamond and cultured 

pearl watch styled in 
palladium with 105 diamonds 
and 36 cultured pearls. 














Men’s diamond and 
sapphire watch with 
matching cuff links and 
studs, all created in 
palladium, 128 sapphires, 
24 baguette diamonds, 17 
round diamonds used in set. 


This tasteful sign identifies you as a source 
of palladium jewelry. Send for it today. 





PLATINUM METALS DIVISION ¢« THE INTERNATIONAL NICKEL COMPANY, INC., 67 Wall Street, New York 5, N. Y 
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Everybody knows where Grant’s Tomb 1s... 4u/ 


do newcomers in town know where to find you... or what prod- 
ucts and services you offer? 

Tell them the quick, easy, ‘Yellow Pages way. Your advertising 
messages in the ‘Yellow Pages of the telephone directory give you 
two important sales advantages: 


(1) The ‘Yellow Pages’ go into practically every home, office 
and factory in town. They're everywhere your prospects are 

(2) The ‘Yellow Pages’ work for you every day, all day — when 
ever a prospect is in a buying mood. 


Turn newcomers into new customers... and remind old ones 
by having complete coverage in the ‘Yellow Pages’ — display ads 
and listings where prospects will be looking for you 





‘Yellow Pages’ 











Advertisers of branded products are using this 
embiem to tell prospects how to find their dealers. 





MORE INFORMATION? Call your local telephone business office. 
There's a trained representative ready to help you. 
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This booklet is a necessary selling tool. 
Used every day by jewelers across the 
nation, it contains actual-size illustrations of 
virtually all the sterling silver flatware pat- 
terns made by manufacturers in this country. 
In addition, this valuable reference book 


has a complete index which lists: 


the manufacturer's name 


the pattern name 


the current status of every pattern 
@ With binder $27.50 @ Witheut binder . $17.50 
; 


FOR THOSE WHO ARE ALREADY USING THE INDEX, 
THE 1955 REVISED SHEETS WILL BE SUPPLIED AT $6.50. 
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Morse than i300 exact-size 


llustrations and pattern names 


Now in the newlv-revised 


sterling Flatware Pattern Index 





Increase your Sales and Profits by having ALL 


the Sterling llatware Patterns at your fingertips 


Handsomely printed on heavy coated stock, 
the book is also conveniently prepared in 
loose-leaf form. It will receive insert revi- 
sions for years to come. 
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THE JEWELERS’ CIRCULAR-KEYSTONE 


Chestnut and Séth Sts.. Phila. 39. Penna. 


Enter our order for a copy of THE STERLING FLAT- 
WARE PATTERN INDEX. 


ee eeceeeeeeeeeneunaeeecaaaad 


With binder $27.50 Without Binder $17.50 
Revised sheets $6.50 
Check or Money Order for $ is enclosed 
Name 
Pn: “Ce phune soho 6edbn6oe0e er beriatad cecnencbecei 
Ea ccovenecbdecesecsbasvedsoses i eee 


PSSSSSSSSSSSSSSSSSSSS48SEE 
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and Columbia TruFit's famed Guardian Angel 
is proudest of all... proud and pleased for the 
outstanding reception you've uecorded her! 
So...to all of you, from all of us, ." 


our sineere ‘wishes foe a very merry Christmas 


anal : | > 
4) and a happy New Y ear. Se 


/ aa ie Axel Brothers, Ine. J E) rs re) ‘«) -O'@ 


| wach : 


, 
ye. L / 
(Ax 66 .. 
: Columbia Ceisflt the only diamond ring with Guardian Angel protection! 
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can win more diamond 





























Makes “first-time” diamond 
ring sales easier 


Artcarved’s Permanent Value Plan builds con- 
fidence with couples buying their first ring, be- 
cause it ends all doubt about the diamond’s true 
value, Artcarved’s P.V.P. means your customer 
can apply the full current retail price (less tax) 
of her Artcarved ring toward the purchase of a 
larger Artcarved diamond at any time... as 
specified in the guarantee. And, most important, 
she can do this at any of the thousands of 
Artcarved jewelers anywhere in the United States. 








Creates more new diamond 


ring customers for you 


Thanks to Artcarved’s P.V.P. budget-conscious 
young people can start with a $50 diamond ring 
and make it “grow” into a larger one from year 
to year. These young customers, who might fore- 
go an engagement ring because of interest in 
other non-jewelry items, can now purchase an 
Artcarved diamond ring from you with complete 
assurance that Artcarved’s P.V.P. will protect 
their investment, regardless of where they may 
be living in the future. 


NOW your customers are seeing P.V.P. in more advertising than ever before! 
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exclusive 





Value Plan 


ring sales faster for you! 





Helps you “run rings around 
your competitors” 


No local competitor of yours—in fact, no in- 
dividual retail jeweler anywhere—can give the 
confidence that Artcarved’s nation-wide P.V.P. 
creates in your buyer’s mind. Your customers 
won’t want to look further when they learn only 
Artcarved offers the P.V.P. This plan will end 
your customers’ interest in “shopping around,”’ 
or in getting appraisals from other jewelers. 
Artcarved’s P.V.P. assures greater customer sat- 
isfaction — greater sales for you, 

















Designed for Young America 


on the Move 


Today’s young people no longer stay settled in 
their home town. This year, you can expect 30 
million people to move. ‘Thus local jewelers’ old- 
fashioned diamond ring trade-in plans are not 
enough! Young people need, and have been look- 
ing for Artcarved’s P.V.P.... the only plan that 
assures them of nationally recognized diamond 
value — wherever they may live. And every 
Artcarved sale made in the U.S. is a potential new 
sale for you... all Artcarved’s jewelers are work- 
ing for each other! 


weweeen 
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“A 4 7 OPERATION CHERUB. Aricarved joins the hundreds of fine jewelers 
lp le, Nas ry and suppliers in “Operation Cherub’’-—the dynamic promotion de- 
. : y signed to help you sell more jewelry as Christmas gifts. Don't mine 
EA] » ro this opportunity to tie in! “Operation Cherub”’ is sponsored by the 
, / Jewelry Industry Council, 
— , 
—<— tg 
J.R. WOOD & SONS, INC. 
corr ees *® wooo #8 sone 


216 East 45th Street, New York 17, N. Y. 
































Greetings To 


Longines-Wittnauer Jeweler Agencies 


The biggest holiday advertising campaign in Longines-Wittnauer history is 
paying off for Longines-Wittnauer Jeweler Agencies. Longines-Wittnauer’s 
National Magazine Campaign was the largest in the industry. Three hour- 
long network Television Spectaculars packed tremendous selling punch. 
Kight Longines Symphonette and Longines World News programs on the 
CBS Radio Network sold Longines-Wittnauer seven days every week, A major 


campaign to sports fans powerfully influenced the important youth market. 


Retail sales of Longines-Wittnauer watches have responded handsomely to 
this all-media advertising program. Our thanks and appreciation to 


Longines-Wittnauer Jeweler Agencies everywhere for fine cooperation. 


_ i, 


SINCE 1866 MAKER OF WATCHES OF THE HIGHEST CHARACTER 
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© WHILE MOST of us were busy 
reading the front pages of our news- 
papers to learn whether Princess Mar- 
garet would or wouldn't, a significant 
news item from the jewelry world was 
generally ignored by the press. 

We refer to Tiffany's first reduced. 
price sale in years. 

The sedate jewelry store announced 
its tradition-shattering sale quite dis- 
formal cards that 
mailed to customers. 

Price cuts were not played up, but 
the 118-year-old firm offered some 
absolute “steals.” Among them were: 
a brooch marked down to $29,700, a 
cigaretie case reduced to $800 and a 
tea set slashed to $5,000. 


creetly on were 


* DINING ROOM furniture, an al- 
most forgotten item in the post-war 
buying boom, has begun to sell in 
creater volume, says Furniture Re- 
tatler, 

The taken 
furniture retailers, manufacturers and 
they 
underestimated consumer readiness to 
buy more gracious dining furniture. 
The Retailer credits the boom to the 
fact that families are tired of eating 
and living in cramped quarters, and 
now with more money to spend they 


are seeking larger homes and apart- 


increased sales have 


decorators by surprise; have 


ments, 
For the jeweler, the dining room 
furniture boom is equally exciting 
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Speaking OF THE JEWELRY TRADE 


news. It is bound to mean an im- 
portant increase in sales of china, 
glass and silver-—accouterments of 


gracious living. 





* DURING 


THE 
U.S.A. Awards presentations, designer 
Raymond Loewy, one of the judges, 
was asked how he felt about diamond 
jewelry. 


recent Diamonds 


His reply: “Jewelry which seems to 
say, ‘Look how many diamonds | can 
afford!’ is all wrong. A woman might 
as well pin 2,000 shares of General 
Motors stock to her lapel.” 


°* ADD TO USELESS INFORMA. 
TION: Continuing our policy of keep- 
ing readers up to date on items which 
have undergone the “glamor” treat- 
we advise that it is 
sible to buy metal dog leashes finished 
in gold and platinum! 


ment. how pos 


* THE IMPORTANCE of the nation’s 
jewelers to the annual $4.5 billion 
bridal service market receives a bow 
of recognition in the winter issue of 
the new bridal magazine, Bride-to-Be. 

The lead article, “It All Starts With 
a Ring,” cites the etiquette involved 
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in the giving and receiving of the en. 


gagement ring-—-and suggests ways 
and means of arranging festivities at 
the ring can be 
displayed with fanfare to friends and 
relatives, 

A second article, “The Diamond in 
Your Life.” is designed to acquaint 
the bridal couple with today’s diamond 


shapes, traditional and new settings, 


which engagement 


and matching wedding bands which 
are coordinated with engagement ring 
designs. 

Any look at it, 
issue 18 good news to the jeweler, 


way vou the new 





Caldwell of 


Clyde 
Homestead, Florida, recently got the 


* 6-YEAR-OLD 


surprise of his young life when he 
bit 
begged from his mother. 

The cookie, baked and prac kaged by 
a Chicago baking concern, had some 
startling ingredients, Inside was a 14K 
white gold engagement ring set with 
valued 


into an oatmeal cookie he hed 


three small diamonds—later 


at $75 by a local jeweler. 


© SOMEHOW OR OTHER, a bit of 
our Yankee impetuousness has made 
its way to the British Isles. 
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Wefferling Berry is known for the 
high quality of its emblematic 
jewelry and for its extensive 
selection. We manufacture the 
finest Masonic, Shrine, Scottish 
Rite, Knights of Columbus, Ek, 
Moose and other lodge and fra- 
ternal jewelry. 





Write Dept. CKI2 for our 
latest 60-page catalog of 
fine emblematic jewelry. 


NUMBER PRICE DESCRIPTION 


305 $140.00 i0 diamonds 
30684812 270.00 4 boquettes, 12 round 
306010 210.00 9 diamonds 


305-1 200.00 i6 diamonds 
306-1C18 260.00 6 diamonds 
306 1316.00 10 diamonds 
30687R11 210.00 3} baguettes, |! round 
30607 146.00 9 diamonds 
306-1 146.00 i6 diamonds 
306-1C10 200.00 6 diamonds 
307 $0.00 4 diamonds 


wenmweer AMERICAN 


NUMBER 


307-5 
307-9 
306-1 
309 
315-3 
315-4 
315-5 
*315-6 
315-8 
316-10 


For sheer luxury, nothing can equal diamonds. Your cus- 


DIAMOND SHRINE BUTTONS tomers will appreciate the beauty 


(PLATINUM) 





and value of these fine quality diamond Shrine but- 


show their pride in their organization. 


PRICE DESCRIPTION 


80.00 5& diamonds 
70.00 % diamonds 
35.00 3 diamonds 
160.00 i2 diamonds 
106.00 & diamonds 
66.00 4 diamonds 
76.00 §& diamonds 
80.00 & diamonds 
90.00 6 diamonds 
100.00 10 diamonds 
(keystone) 


Wrerrertine Beery & C€O. 


sociertry 


tons, and they'll realize that wearing one of them is the ultimate way to 





Actual size illustration reproduced from our letest catalog 


PLATINUM FACED 


(single stone buttons) 
NUMBER PRICE NUMBER PRICE 


137-105 $42.00 140-1012 84.00 
137-107 50.00 140-1015 100.00 
140-105 48.00 140-1018 120.00 
140-107 56 00 446-104 40.00 
140-1D10 72.00 446-1D6 50 00 


All diamonds ore fine quality white goods 
All sites 03 and over ore full cut 

All buttons have 14K yellow gold backs 

* Not illustrated 


THE NAME THAT MEANS 


@ ROGE STREET, NEWARK 6B, N. J. 


—EE 
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At least, the actions of a janitor in 
North Elmham, England, make it seem 
so. When the town’s 18th century clock 
stopped recently, experts said it was 
beyond repair and advised the pur- 
chase of a new one—at a cost of $742. 

The janitor, one Sam Yarham, had 
ideas on the subject and 
climbed the tower to have a look at 
the faulty mechanism. When he came 


his own 


down a few minutes later, the old clock 
was running as good as ever. 

Sam’s remedy? Nothing more than 
a well-placed kick! 


© THE MONTH of December is a sad 
one for us. for it marks the end of lost 
diamond ring season. 

Traditionally, the season gets unde 
way in mid-April with an occasional 
discovery. By July, ring finders are in 
full swing and lost diamond rings are 
being found in nearly every hamlet in 
the country. 

Invariably, the rings have been lost 
for 15 years and are discovered in a 
cabbage patch. This year, as if to 
forestall criticism that ring finders are 
an unimaginative lot who spend all 
their time searching through cabbage 
patches, an enthusiast in lowa found 
a ring in the dirt beside a newly-dug 
gopher burrow. 

We can’t help admiring the folks 
who delight in finding lost rings for 


“Now, here is our newest model. 
high tides and the day your payment is due!” 
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their friends and neighbors. Every- 
one should have some sort of hobby; 
theirs seems to be harmless enough. It 
is neighborly, provides liberal quanti- 
ties of fresh air and affords countless 
hours of wholesome entertainment. In 
short, ring finding can be fun for 
young and old alike. 

Now, with December upon us, ring 
finding activities are at a stand-still 
until spring. We don’t know what ring 
finders the cold 
months, but we presume they keep in 


do during winter 
shape with some other busy, though 
less sensational, pursuit while waiting 
for the spring thaw to reveal a new 


crop of rings. 


o 





®* LAST MONTH, we ran an item 
here on the most famous clock in the 
world, London's Big Ben. Now comes 
the news that the old clock’s renown 
made 


recently it the stage for some 


mighty strange goings-on, 
Police and firemen’ were 
clambering up the 320-foot tower to 
an irate young fellow 
The head. 


strong young man was dissatished with 


sent 


ad | 
bring down 


perched atop the clock. 


it tells the weether, the 











his living conditions and said he 
planned to stay up there until the Min- 
ister of Housing agreed to meet him. 

Nonsense, my boy. You'll never get 


the blighter that far off the ground! 


® WHEN GE recently applied for a 
patent on its synthetic diamond proc- 
ess, it ran smack into a Defense De- 
partment ruling that its diamond-mak- 
ing technique has military value, 

That decision automatically placed 
a“ cloak ol secrecy ovel the operation 

and GE is now forbidden to dis- 
close any more information on how it 
produces the diamonds, 

This isn't nearly security, 
saves The Wall Street Journal with its 
\ better way, il 
suggests, the 


ment to buy up all the diamonds in 


enough 


tongue in its cheek. 
would be “for govern: 
sight and arrange with the Messrs. 
De Beers to quit digging ‘em up!” 


© NOW WE'VE HEARD EVERY. 
THING: The gold mining town of Kal- 
goorlie, Australia, is paving the main 
runway of its new airport with $73,000 
worth of gold! 

Hold on, there is an explanation. 
The paving material is actually quartz 
ore, which assays 18 grains of gold to 
the ton—-which is too low to make it 
economically worth refining, 

Just to be on the safe side, though, 
the government is strictly prohibiting 
gold prospecting on the runway, 


® BACK IN THE good old days at 
the turn of the century, jewelers had 
time for such whimsical pursuits as 
the writing of poetry. A sample of 
their talent is this “Help Wanted” ad 
from a 1904 issue of JC-R: 
I} this should meet the eve 
OF} a watchmaker out of a job, 
lle can call at Main street, 73, 
Provided he isn'ta slob. 
| don’t want to hire a tinker. 
I don't keep a hardware store. 
i don't want to hire a drinker, 
hor then he'd like to soar, 
| want a man to work at the bench 
ind then he'll be nearer the floor. 
ld like a first-class man. 
One with good balance and spring, 
ind a horological graduate 
To me is a horrible thing. 
So come along you fellows 
l} a job you're trying to seek, 
ind if you're the man I’m looking for 
Pll pay 20 dollars a week! 
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Drawing made especially for JC-K by Gordon Hake 


Photograph through the courtesy of McCall's magazine 

















Renewed 


graciousness and formality 


mean an upsurge in china and glass 


business for the alert retail 


jeweler. 


COMES HOME AGAIN 


* bor jewelers who recognize a trend when they see one 
and know how to make the most of it, the resurgence of 
more formal dining and entertaining can mean more 
profits in the china and glass departments. 

After a decade of emphasis on simple living, marked 
by meals in skimpy “dining nooks,” served in the kind 
of sturdy and inexpensive dishes and glassware appro- 
priate to the kitchen, American families are returning 
to a more elegant and elaborate style. 

The accouterments of formal entertaining happily 
are a joy both to the hostess’ sense of graciousness and 
the jeweler’s sense of profit-good china and delicate 
stemware, 

Lvidence of the growing strength of the trend toward 
renewed elegance is shown in press surveys. THE 
JeEweLers’ CinCULAR-KEYSTONE, in its 1955 survey on 
china, glass and giftwares, showed that 80 per cent of 
the retail jewelers maintain a china and glass or gift- 
wares department, or both. For three out of four of 
these jewelers, sales of china and glass already add up to 
10-20 per cent of the total sales volume. Five per cent 
reported such sales made up over 20 per cent of their 
volume. 

The emphasis on elegance starts in the dining room. 
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This part of the house, ignored by builders for most of 
the past decade, is returning from limbo, The magazine 
Furniture Dealer reports, “Dining room furniture has 
begun to sell in greater volume, Sales of dining room 
suites have picked up in regular, as well as in junior 
size.” 

Why has the pendulum begun to swing back toward 
dining-room meals, more lavish entertaining and formal. 
ity for more occasions? 

An economic reason, as almost always, tops the list. 
The nation is going through an unprecedented period of 
prosperity. Not only is the total national income at a new 
peak, but more families are sharing in the good times, 
When the supply of money is good and the outlook for 
the future bright, families will spend freely because they 
enjoy the luxuries of life and because by their generous 
spending they can manifest their standing in the com- 
munity, 

American families have grown bored with the casual 
approach to entertaining. They have found that attractive 
table settings make dining at home more interesting and 
more pleasurable. 

Dinner parties, becoming increasingly popular, require 
attractive table arrangements, the elements of which can 
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On thie formal table, Grecian pattern 
on Iirieh linen damask contraste with 
the dramatic dinnerware. Photograph 


of | he 





lrieh Linen Culld 
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Serving In More Lavish... 
@ As home builders add dining space to new houses, 
families stay in to entertain and want lively, 
attractive table settings. 
. And Jewelers Can Profit By This Trend 
@® Store owners can use holiday table settings 
to stress family dinners and show real table 
arrangements inside their places of business. 
@ They can talk up the accent on formality and 
lavishness, show how buffet and sit-down 
service can be combined and emphasize glass 


and china in making up the bridal registry. 


CONTINUED FROM PRECEDING PAGE 


be purchased from the retail jeweler. 

The uptrend in traveling abroad has exposed many 
persons to new modes of living. Wine makers, for ex- 
ample, credit the rise in their business to European 
influence, Jewelers too can turn such influence to their 
advantage. 

ven in small homes and apartments, lacking dining 
rooms, hostesses are able to strike a more pretentious 
note by setting elaborate buffets, then seating their guests 
at a large table or on formally-set bridge tables scattered 
around the living room. 

All this activity means that the retail jeweler has an 
inestimable opportunity to expand his china and glass 
business. He can start immediately, for Christmas is the 
most appropriate time to promote tableware sales. The 
traditional holiday dinner can be the springboard for 
the housewife who wants to dress up her table, not only 
now but throughout the year. 

Manufacturers who understand that the new emphasis 
on elegant living is a glance backward to a more leisurely 
and mannered time and way of life show their perception 


in their designs of china and glassware, Many of the new 
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patterns show a warmer line and an outcropping of 
detail and restrained elaboration that mark a definite 
trend away from postwar simplicity that sometimes 
verged on severity. 

Whatever the relative importance of these many rea- 
sons for a new style in American home living and enter- 
taining, the retail jeweler is in a position not only to go 
along with the trend but to lead it with aggressive 
promotion, 

In their advertising, their window displays, their wall. 
cases and their floor tables, they should emphasize 
strongly their knowledge of formal table settings, com- 
plete with fine china and stemware. Now, it can be keyed 
to the holiday season, but this profitable merchandising 
message and the vocabulary of the salesmen and sales- 
women should be aimed at a long-term trend. 

By constantly stressing the pivotal position of his store 
in the nexus of all the formality, elegance and pleasure of 
home activities, the jeweler can make his china and 
glassware department an even more important source 


of profit. THE END 
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1. Giant-sized scarabs, like the 
striped and rhodenite, one of a 
kind, create the color spectrum 
needed for the '56 silhouette. 
The 14 karat gold bracelet by 
Church & Co. Newark, N. J. 
keystones for $90. 


By Jerry Gewirtz 


leads the way to January Sales 


There doesn't have to be a January sales valley for retailers who under- 
stand the power of fashion in the month immediately following the lush 
Christmas season. Gold jewelry, in particular, a significant factor in bolster- 
ing sales during the gift-giving weeks, can have a persuasive appeal for those 
women who have received cash bonuses in business or sizeable gift certifi- 
cates from the family. 

January, traditionally a month when sales-stimulating ideas are sought 
out by anxious jewelers, is the natural time to move some of the exciting 
new gold fashions into the store window. 

Psychologically, mid-winter provides the jeweler with another natural 
advantage. Customers are growing tired of wearing the same heavy apparel 
and are looking for accessory changes. Fashion-wise, karat gold jewelry, 
more than any other jewelry in the store, lends itself to post-holiday mer- 
chandising this year. 

Fashions in gold are enjoying a widespread and unprecedented popu- 
larity in consumer style magazines, a trend that promises to remain through 
1956 when there will be no great change in either the silhouette or colors, 
but rather in textures of various fabrics to come. 

Elegant and polished fabrics, luxurious evening fashions, the ascendance 
of gold and brilliant colors all complement the recent turn to Far Eastern 
influence, 

Gold jewelry makers, fully aware of these trends, have designed their 
karat gold pieces so they are equally vivid, at the same time satisfying a 
growing consumer demand for jewelry as well as for clothes that can fune- 
tion throughout an entire day. 

Typical of this is the more prominent use of diamonds with yellow gold, 
the design of many more multi-purpose pieces, an emphasis on precious 
jewelry for day that becomes, with an added pendant, an extravagant jewel 
for the evening. 

The shape of the jewelry and its importance in the over-all silhouette 
are also on the jeweler’s side. Jewelry is larger in dimension, with bracelets 
wider, more massive, tailored or jeweled, many in yellow gold, The single 
pin that adorns the otherwise unrelieved straight silhouette is important not 
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lA SHION (continued ) 


alone because of its jeweled brilliance but by virtue of its size. 

Necklaces are important, contrasting with a strapless formal evening 
gown, worn as a collar high on the neck or like a scarf to cover the bareness 
under the throat, 

Yellow gold is seen more often with diamonds, with turquoise, with 
pearls, with emeralds, sapphires, rubies, The metal itself offers many sur- 
prises. Sandblast technique, engine-turning combined with polished sur- 
faces, free-form shapes, braided chains that hold clusters of jewels are just 
a part of the picture. 

There is, of course, always the dissenter who refuses to admit to the 
element of fashion in karat gold jewelry. There are few of these left. 
Jewelers realize that while a karat gold creation is made to last for many, 
many years, it is its fashion newness that helps sell it in the immediate. 

Make certain, then, first that you have a wide selection of style-pre- 
scribed karat gold jewelry for the holidays (and there’s still time to add 





good numbers), and then keep it in full view for those January customers 


who can be traded up. 


2. An eye-catching accent to beige and brown tweeds 
that are surprisingly elegant with their fur trims 

is this imported karat gold buckle bracelet. From 
England, this 1'4-inch bracelet is available at 
Objects Big and Small, New York City. The retail 
price is $110. 
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3. Diamonds, yellow gold and platinum form an exquisite 
partnership in this ring from Granat Bros., San 
Francisco. It has yellow gold encircling the finger 

and strands of platinum with baguettes sweeping up 

and around to encompass brilliant-cuts in the dome 

of the ring. 

4. Norma Jewelry uses Universal Chain strands of 

14 karat gold to fashion a style-right wide bracelet 

that flows gracefully to end in chain tassels. The 


bracelet keystones for $300. 


Diamonds are used more emphatically with yellow gold. 
Turquoise, sapphire, ruby, emerald, pearls enliven new precious pieces. 


French creators are showing many more items of pink gold. 
Black pearls set in yellow gold are on the style horizon. 


Gold jewelry dimensions are larger, more brilliantly jeweled. 
Beige to golden brown fabric colors will lead in new Spring styles. 


The Far Eastern influence continues, with gold jewelry benefitting. 
Silhouette stays simple, with accessories adding the accent. 


Pine are longer, bracelets wider to relieve the severe silhouette. 
Necklaces are as luxurious as the fabrics for evening. 


Flowers, birds, other motifs from nature are being revived. 
Tailored gold jewelry has the same textured look as popular tweeds. 


Bracelets are worn in pairs, trios, for fashionably bare arms. 
Rings are in the spotlight, with new size and elaborateness, 





1 braid of 14 karat gold, enhanced by rows oa! 
cultured pearls, makes this necklace and bracelet 
ensemble appropriate for the most elegant evening or 
for the new lavish tweed day ensembles. The creator 
is Jerome Richheimer, New York. The necklace 
keystones for $364, the bracelet for $230 
6. For now, and especially suitable for V alentine’s 
Day, are the two gold hearts by Goldstein4-erson 
Co., Inc., New York City. The heart pendant in 14 


karat gold with one diamond retails at $39.75; the 


scalloped pattern in two-tone gold with slightly 


larger diamond, for $49.75. 

Tailored gold jewelry complements the textured 
look of tweed fabrics. This bracelet by Sloan & 
Co... New York, is made of engine-turned links and 


14 karat yellow gold surface. Keystone is $150 
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FASHION concluded 


8. Color creates the style excitement 
in both men's and women’s rings, with 
a toned-down simplicity to contrast 
with an important-looking stone. Left, 
fishtail type setting of 10 karat 

gold holds a genuine intaglio hematite 
that retails for $15. Right, the 

onyx, available in 12 colors, has a 
rich look against the 10 karat yellow 
gold mounting for women. Stern M{g. 
Co., Newark, N. J., is the maker. 

9. The longer line to offset the 

severe silhouette, the use of clusters 

of rubies and pearls in the twin 
leaves, the influence of nature in 

the leaf motif are all highlighted 

in this 14 karat gold pin by Imperial 
Pearl Syndicate, New York City. 

10. Bracelets continue to be important 
with charms to add size and style sig- 
nificance. Byard F. Brogan, Phila- 
delphia, introduces this new music 
charm of 14 karat yellow gold with 





three cultured pearls. Keystone: $30. 

11. Fashion mentors have decided that 
this is the year of the basic black 
dress. Honora Jewelry, New York, 
designed this diamond and pearl pin, 
set in white gold, to contrast with the 
many black costumes. Keystone 

is $850. 

12. This cherub charm of 14 karat gold 
by Charmcrajft Corp., New York, is suit- 
able especially this year as a tie-in 
with Operation Cherub. Keystone: $12. 
13. Valerie Clare Bout, designer of 

the Radio City angels this Christmas, 
fashioned this karat gold angel for 
Gutenstein Bros. New York. The use 
of diamonds in yellow gold, combined 
with star sapphires and rubies, give 

the pin a current style. Keystone 

is $550 to $650, depending on the 
stones used. 





14. Jones and Woodland, Newark, N. J. 


have created a series of pins that 


emphasize the design feeling of the 


long bird sweep that gives importance 
to the jeweled pieces. The one, set 
with cultured pearls, keystones for 

$75. The jeweled brooch, available 

in a choice of stones such as topaz, 
amethysts and tourmalines, comes with 
five diamonds accenting the sweep of 
the spiralling strands. Keystone 

price, depending on the stones, 

ranges from $150 to $200: without 

the diamonds, from $80 to $130. 

15. Yellow gold is at home and most 
appropriate with any costume this 
year. J. M. 8. Jewelry Manufacturing 
Co., Bloomfield, N. J.. uses cultured 
pearls as a delicate white contrast 

to the 10 karat gold pierced drop ear- 
rings. Earrings come individually 
boxed. Keystone is $16. 

16. Illustrating the new importance 

of diamonds combined with vellow gold 
is this ring by the Schimp/ Studio, 
Bloomington, Ill, one of the winning 
designs in the Diamonds U. 8. A. 
Awards collection. Brilliant-cut 
diamonds set in platinum, interwoven 
with streamers of yellow gold, are 
reminiscent of the strands of grass 
that actually inspired the designer, 
another example of nature's influence 

n jewelry designs this year. 

17. The impact of nature is felt again 
in this gold flower clip, which appears 
to have had its petals dipped in 
diamonds. A cluster of diamonds in 
the center completes the brilliant 
design. Worn on a gold chain as a 
necklace, the flower was created by 
Coleman Adler & Sons, New Orleans, and 
was a winner in the Diamonds U.S. A. 


Awards collection. 
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In October, we discussed the physical equipment so 
necessary jor the successful selling of diamonds. We sug- 
gested that you make an honest appraisal of your 
“tangibles,”” 

Perhaps you are satisfied that your windows, your 
store housekeeping, the location of your diamond depart- 
ment, its props, your appearance and that of your em- 
ployees are all the best you can make them. Yet, you 
admit to yourself if to no one else, there 1S diamond 
business that passes you by. To find out the reasons, we 
must appraise the things that the customer senses rather 
than sees—what we referred to in the last article as 
“intangibles.” 








®* KNOW YOUR DIAMONDS 


First and foremost: Do you know your diamonds? The 
customer may be standing at your diamond counter be- 
cause your store and all of the “tangibles” suggest, “Here 
is a man who knows.” But do you? If you don't, you 
ean still fool some of the people some of the time, and 
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ARE YOU READY TO 


it will give you a few diamond sales. But to get the real 
business, the important diamond business in your locality, 
you have to sell with confidence. To sell with confidence, 
you must possess it; and you cannot possess it, you can- 
not speak with authority, unless you know diamonds. 

Nothing is more evident to the customer than a lack 
of confidence. Every customer who comes into your store 
is, in effect, a professional buyer. Both men and women 
spend many hours each week, year after year, shopping 
for their needs. Some of their social and business suc- 
cess depends on their ability to shop well. In time, they 
become shoppers on a professional level. Their success 
depends on their ability to sort out and discard mediocre 
merchandise. Don’t underrate either the intelligence of 
the customer or his intuitive sense. He may not know 
diamonds but he will know whether you know them. 

I called on a jeweler in a city where | was lecturing. 
I showed him a 12-carat rough diamond in blue ground 
that | had with me. He called a young couple, customers, 
to the diamond counter to see it. 

While we were all talking together, he said, “You know, 
this is most interesting. I never knew that diamonds 
were found in this way. When you sell diamonds, you 
don’t have to know a thing about them but the price and 
that is on the tag.’ 
ious of the startled expressions that crossed the faces of 
the two young customers. I doubt very much if he ever 
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Apparently, he was completely obliv- 


sold them a diamond and | surmise that many a 
potential customer went elsewhere for his diamonds, 
Anyone who comes to you to buy diamonds expects 
that the purchase price includes sound knowledge on 
your part. If you don’t know your diamonds, you are 
short-changing him. 
Only you can appraise your own knowledge of dia- 
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monds, but you should never be satished with it. Even 
a lifetime is not enough to learn all there is to know 
about diamonds, 
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°* THE FOUR C'S 


Ke able to explain and demonstrate where possible the 
factors that affect price. Use the four C’s in explaining 
quality. Enough has been written about these and you 
should be thoroughly familiar with them. If you are 
not, write The Reuben H. Donnelley Corporation, 230 
Last Sandford Boulevard, Mount Vernon, New York, 
for the booklet “More Dollars From Diamonds.” 

The untrained eye of the customer cannot detect slight 
variations in color and he is a little suspicious of the 
differences in price brought about by color. If you use 
a set of master stones in color-grading the diamonds 
you buy, they can be a great asset in selling. Show them 
to the customer and show him also, by comparing the 
stone in which he is interested with the master stone, 
how you graded it for color when it arrived in your 


store, 
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SELL DIAMONDS? 


Gladys Babson Hannaford 


Explain how cutting affects the beauty and brilliance 
of the diamond, Periodically, we seem to have a wave 
of poorly cut merchandise in the market. A substantial 
amount of it is used in so-called “bargain” jewelry. 
Mounted pieces with these poorly cut diamonds are sold 
cheaper because they are cheaper goods. When the cus 
tomer understands this, the inferior pieces of diamond 
jewelry no longer look like bargains and cannot compete 
unfairly with carefully selected diamonds, 

One word of caution: don't be over-technical in your 
explanation. You can scare away a very good but non- 
technically-minded customer. However, every simple, 
direct word of explanation you can give the customer 
(and you can even be technical with some) emphasizes 
your standing as an expert. It will give the customer a 
warm glow, too, because he'll feel that his judgment in 


coming to you was pretty good! 








®* SELL ROMANCE 


Don't be afraid to add a touch of romance. The 
diamond occupies a unique niche-——for centuries it has 
heen considered the most romantic of all gems. To the 
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DIA MON is continued: 


girl looking at her first diamond, the fact that the dia- 
mond was exclusively male property for more than 2000 
years and that women have worn it only for 500 is an 
enchanting bit of information, 

Romantic, too, is the fact that the diamond, hardest 
known substance, symbolizes enduring love in the en- 
gagement ring. Young men and women love knowing 
that diamonds for centuries were worn only by royalty 
whereas today anyone with the down payment in his 
jeans can have the diamond of his choice. Choose your 
own stories but use them often, and don’t be afraid of a 
little glamor, All the world loves glamor. If it didn’t, 
Hollywood would just be another Los Angeles suburb. 


°* LOVE THOSE DIAMONDS? 


Next, how do you personally feel about diamonds? 
Before you answer that, take out three or four of the 
choicest stones in youl stock, Lay them out before you 
under good light in your office or your diamond room. 


i} 


Look at them. Do you enjoy seeing them? Do you wis 
someone was seated opposite you to whom you could 
show these lovely things? Or are they just part of your 
stock to you, stock you are proud of owning, but stock 
nonetheless 7 

There are some very successful salesmen who have no 
feeling whatsoever for the items they sell, It is the act 
of seliing, a challenge, that spurs them on, For every 
success{ul salesman of this type there are probably a 
hundred who sell successfully because they love what they 
are selling and their enthusiasm for their product is an 
infectious thing. When the customer has accepted the 
man behind the counter as an expert, he consciously or 
unconsciously makes an effect to see the diamond through 
the expert's eye. You probably have seen this happen 
in your own store many times, 

lt also works in reverse. | went once to a special 
exhibition of fine diamond jewelry that was being held 
by a jeweler. There were beautiful diamond necklaces, 
brooches, rings, bracelets, soft music, cocktails and 
smooth salesmen. |! watched one woman in particular 
who seemed drawn to a certain necklace. She wandered 
around the room, looking at many things and talking to 
different people, but time and again, she stood before the 
ra klace. 

Then, while she was with some of the other guests, 
| saw a shocked look come over her face. Turning to 
see the reason, | saw one of the salesmen swinging the 
necklace in circles as it hung from his raised right fore- 
finger. Then, turning to look at the woman again, I saw 
reverence and desire die in her eyes as she watched, 









































She could have bought that $150,000 necklace then 
and there. Needless to say, she did not. Maybe she 
found another she liked somewhere else at a later date. 
| wonder, though, if any diamonds, no matter how fine, 
will mean quite as much to her as did the necklace 
before she saw it so carelessly, so brutally handled. She 
may even have felt embarrassed at her earlier awe and 
reverence for the lovely thing. Its treatment at the hands 
of this alleged “salesman” must have created in her some 
doubt of the soundness of her own judgment in the dia- 
mond field. If he had any respect for diamonds at all, 
he could not have treated them so shabbily. 

If you love diamonds, it becomes automatic for you 
to handle them with respect and loving care. Just the 
way you present them to your customer can make them 


desirable without a word being spoken. 
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°* SELL BEAUTY TOO 


A salesman for a fine old diamond cutting firm is 
constantly telling the jewelers he calls on, “When you 
show a diamond to a customer, show it as a most beauti- 
ful thing that you yourself love to look at. Say to the 
customer, ‘Isn't it beautiful? Did you ever see anything 
as lovely?’ ” 

A jeweler | know argued with him that a customer 
did not want that sort of “flowery” talk. While they 
were arguing, a customer came in, a woman who had 
looked at diamonds several times. More to convince the 
salesman that his approach was wrong than anything 
else, the jeweler showed her a diamond in a slightly 
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dramatic manne: and said in a hushed voice, “Did you 
ever see anything as lovely?” 

His customer's warm response surprised him. He con- 
tinued in the same vein and found that he was able to 
consummate the sale that had been hanging fire for quite 
a while. Of course, he really loved diamonds and there 
was sincerity in his voice. He had simply hidden this 
fact from his customers. From then on, he generously 
shared his love of diamonds with his customers and 
found it most profitable. 


®* LAST BUT NOT LEAST 


The last and most important part of your appraisal 
THE CUSTOMER—by whose numbers you measure 
your success—without whom you could not survive. 

Do you regard your customers as a necessary evil? If 
you do, hie to the hinterlands. Run a fire look-out sta- 
tion atop some mountain. Operate a lighthouse. Retail- 
ing is not for you-—sell your store or have someone run 
it for you. 

To be successful in selling, you must love the customer, 
individually or collectively. Cultivate a strong and honest 
desire to serve him, for in serving your customer you 
best render service to your store and yourself, 


With World War II, there came into being in many 
stores a belligerent tolerance toward the consumer and 
his money, A great service was done when his money 
was accepted in exchange for inferior merchandise! 
Plentiful dollars on one hand and scarce merchandise on 
the other permitted this attitude to flourish much too 
long. So long, in fact, that it became a part of the 
thinking and selling habits of too many people in the 
retailing world. Currently, there is no place for it. The 
customer treated rudely or even indifferently can, hap- 
pily, take himself and his dollars where they are more 
appreciated, 

If you have an honest affection in your heart for the 
customer, you cannot help approaching him with an 
interest that he will feel. This is the all-important start- 
ing point, 

Much has been done about typing human beings from 
infancy through old age. Customers can be typed, too, 
and undoubtedly an understanding of the mental proc- 
esses of the various types can help. 

For example, there are the Purchase Planners, the very 
systematic, very conservative men and women who are 
never given to impulse buying. To these you show dia- 
monds much as you would plant a seed——hoping to 
harvest later. You will not sell them until diamonds 
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become a part of their plan. Thank goodness, this type 
is sometimes very susceptible to “planting.” 

Then there is the Belligerent Buyer who uses his con- 
tentious attitude to cover his lack of knowledge of the 
product he is purchasing. He will browbeat you in the 
hope of scaring you out of any temptation to give him 
anything but a good value. Don’t be put on the defensive. 
He will want information on quality of diamonds just as 
much as anyone else, information which will influence 
his buying. Just build up his assurance by prefacing 
everything you say with, “Of course, you know . . .” or 
“Not everyone would understand as you do that “4 
But never be subservient. Let your tone of voice carry 
the feeling both of equality and of authority. Watch his 
belligerence melt! 

The Know-It-All Customer, to be found in generous 
quantities among both men and women, can be handled 
in much the same way. 

The Perennial Youngster, usually a woman, is easily 
influenced. Regardless of age, she has the classroom 
habit of accepting as fact everything she is told, She is 
easy to sell. For that very reason you need to “handle 
with care.” Never sell her extremes in design, for 
example. In reality, when you sell her you must please 
all her friends. She will be as easily unsold by her 
friends as she was sold by you. She is a great “returner.” 

There are, of course, many other types, too numerous 
to mention. Compile your own categories together with 
any information that will aid you in the future, 
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® PEOPLE ARE AS INDIVIDUAL AS DIAMONDS 


But through everything remember that customers are 
individuals, You undoubtedly have diamonds in your 
stock that look very much alike, and customers will bear 
as much similarity. But just as no diamonds, under 
close examination, will prove to be identical, so it is with 
customers. It is these small differences that you must he 
sensitive to when you are serving them. 


(Please turn to page 79) 
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The pear! bracelet, a most ver- 
satile piece of jewelry, can be 
worn from noon to midnight 


and aiways be in good taste. 


by MARIANNE OSTIER 


All the world looks to Paris as the 
center of creative thinking. There, 
authoritative and influential trends are 
determined in the closely related fields 
of women’s jewelry and fashions, A 
jewelry designer who regularly 

visits the City of Light, functioning in 
her dual roles of style-setter and style- 
observer, brings back this detailed 
report for J] C-K readers. On the basis 
of her practical knowledge of the 
industry, as well as her designing 


skill, she forecasts 


SCULPTURED JEWELRY FOR '56 


* The strange thing about Paris is that it seems unchanged upon arrival, But this first impression 
is wholly untrue, Streets, buildings and familiar sights have not changed, but people have. Paris is 
and will remain the city of constant evolutions and new creations. 

My visits to Paris have to be scheduled to be in time with the fashion shows. Only after | have 
seen many of them can I concentrate on jewelry, Styles are interrelated in the different fields more 
closely than one would think, 

My luncheons are spent in a small cafe which has always been a meeting place of jewelry designers. 
Old friends gather here including my beloved former teacher, now the undisputed “doyen”! While 
sipping our aperitifs and talking about world affairs, invariably the theme changes to jewelry, the 
subject closest to our hearts, 

Soon the dishes are impatiently pushed aside and on that old, white marbletop table everyone 
starts to sketch feverishly without realising it. A drawing appears, a hand with a new ring, a new 
hair-style with a new earclip. Trends are enthusiastically discussed, styles disputed, new showings 
criticised, But, only with one object in mind——jewelry! Usually there are about 10 designers at 


(Please turn to page 5B) 
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movie to promote 


your diamonds 


it’s yours FREE- 


to show in your town 


/\ a dramatic 


Ad professional 
|) production 


25 minutes of 
entertainment and 
information 


Produced just 2 years ago, this spectacular diamond film 
in sound and color is a popular audience attraction, has 
already been seen by nearly 10,000 school and club groups, 
been presented more than 400 times on TY. It's yours to 
use, on a free rental basis, to promote your diamonds, 

Titled “A Diamond Is Forever,” it’s ideal for showing 
before high school, college and club groups, for presentation 
as a sales-training aid, and for your TV program. 

A romantic story, fast action and magnificent color pho- 
tography make it a really memorable diamond film, There's 
an authentic sequence on diamond cutting, photographed at 
a leading New York cutting house...an interesting tour 
through the diamond mines, taken on location in South Africa. 

For details on how you may obtain the film, “A Diamond 
Is Forever,” to show in your town, write to the exclusive 
distributors, Association Films, Inc., at the address nearest 
you: 

347 Madison Avenue. New York 17, N. Y.; Broad at Elm. 
Ridgefield, N. J.; 561 Hillgrove Ave., La Grange, HL; 351 
Turk Street, San Francisco 2, Calif.; L108 Jackson Street, 
Dallas 2, Texas. 


*- 


Tie in with the national diamond promotion 


—keep diamond sales coming your way 


De Beers Consolidated Mines, Lid. 
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SCULPTURED JEWELRY continued 


the tables, everyone thinks he has the key to the trends for next year. 
Everyone argues, trying to prove his point. 

Suddenly it occurs to me that all of these roughly sketched ideas, put 
together, will set the trend for the next year. 

However, there is no feeling of rivalry. The exchange of ideas keeps 
them productive and is inspirational, There is an unwritten law to which 
all adhere meticulously-—to respect ownership of an idea and give freely 
credit where credit is due. They create not for the sake of money or 
fulfilment of an ambition, They serve art! In most cases the designer is 
not even known to the public, but he is driven by the urge to create 
objects of lasting beauty. 

So, what will next year bring? | predict--Seulptured Jewelry 

The trend for the past few years has been three-dimensional jewelry, 
which | am humbly proud to say I introduced, No more flat-looking clips 
or brooches, but movement. No static form. The modern jewel looks as 
if it were sculpted rather than designed. 

There will be two very distinct kinds of jewelry. The jewelry worn by 
day and the one at night. The day jewelry is of gold and all created of 
wire, twisted and plain, and highly polished, no massive goldpieces. Every- 


(Please turn to page 80) 


The sculptured look in jewelry 
a gold bracelet for daytime wear, 
highly polished and full of movement 


The black pearl ring (above) te 
rightfully back in fashion, 

with ite air of mystery and 
luxury. For use with today's 
simpie dresses, the elaborate 

ting etudded with stones (below) 
adds a flattering note of 

richness and sumptucusness 
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A Mid-Western Jewelry Store finds profit in... 


selling by the Book! 


8 The Mace Jewelry Co., 933 Kansas Ave., Topeka, 
Kansas, is being widely talked about by customers——and 
substantially increasing its profits-—-because its owners 
do their selling by the book! 

Most of the customers who talk about Mace’s highly- 
personalized method of merchandising are unaware of 
the book, Yet, it is the key to the firm’s successful selling 
program, Actually, it is not one book-—but three little 
black notebooks carried by the three owners, F. F. 
Prichard, Gib Blair and William R. Reed, each of which 
contains a wealth of information on customers. 

Here's how the all-important data gets into the books: 
Mr, Prichard, for example, introduces himself to a custo- 
mer and asks if he can be of service. The customer 
usually responds with his own name and indicates his 
interest in a particular jewelry i'em, While furnishing 
product information and prices, Mr. Prichard asks a 
number of questions which generally bring out such 
information as where the customer works, what he does, 
the names and ages of his family, birth and anniversary 
dates, clues to his tastes and his likes and dislikes of 
styles. 

By the time the customer leaves, he and Mr, Prichard 
have struck up a friendly relationship which in most 
cases is permanent, As soon as he has left the store, Mr. 
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Prichard enters all the pertinent information in his little 
notebook for future reference. 

The next time this customer comes into the store, he 
will probably ask for Mr. Prichard. If he is busy, one 
of the other partners casually converses with the customer 
and begins showing him the merchandise he has indi- 
cated an interest in. As soon as Mr. Prichard is free, he 
comes over to the customer and the other partner fades 
into the background. This is because Mace’s has found 
that a much higher percentage of sales is made when 
the original salesman deals with the customer. 

The firm emphasizes that merely having a notebook 
full of customer information is not a guarantee of sales. 
It must be diligently applied before it pays off. Mace’s 
salesmen, for example, make it a regular practice to call 
their notebook-listed customers shortly before their an- 
niversaries, birthdays or other special occasions to sug- 
gest gift items based on their taste and style preferences. 
In addition, they often suggest companion pieces or 
coordinated items to go with previous purchases made 
at the Mace store. 

With a careful check of their notebooks, the salesmen 
find that nearly every shipment of merchandise contains 
some items which are natural gifts for their customers. 


(Please turn to page 112) 
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Winner of “Diamonds, U. S. A.” Award for outstanding achievement in Jewelry design. 
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For prompt attention please address all inquiries Dept. K-36. 
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A JC-K aid to selling fine JEWELRY 
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by 
DESIGNS 
TECHNIQUE 


The color and 
| tang of autumn 
' grains and fruits 
: are suggested in 
' these free-flowing 
: pieces, combining 
grace and beauty 


: in modern designs. 
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Original creations designed exclusively for THE JEWELERS’ CIRCULAR-KEYSTONE 


Many precious jewelry sales can be made by capitaliz- practice should give you the necessary confidence. Cut out 
ing on the customer's interest in design. By becoming and save these pages. They can be kept in a filing folder 
familiar with these designs you will be able to sketch sug- for quick reference or they can be shown to those “hard- 
gestions that will impress your prospects, You need not be to-please” customers, They can even be framed and dis- 
an artist to do this; a pad of tracing paper and some played in your store. 
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IMPORTERS AND CUTTERS OF 


DIAMONDS 


608 FIFTH AVENUE 


NEW YORK 20, N.Y. 
London: 32/34 Holborn Viaduct 
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DIAMONDS 
Emerald Cut 


and | larguis c 


SAPPHIRES 





JEROME RICHHEIMER 
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BARROWS 


1366 (Shown Left) 6” 
Becutiful two-tone 


Sterling Silver brace- 
let with hand engrov- 
ing and lovely signet. 
$7.75 ec 

Also 5'/2" site. 


1599 (Shown Right} 
6" Pretty pattern, joint 
end catch with con- 
cealed safety querd, 
1/20-12K yellow Gold 
Filled. $6.50 ea. 

Also §'/," and 7” 


sizes. 
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GOLD FILLED 


Better for your purpose - - - SALES. 


Thies PITMAN & KEELER Gold Filled Set with its beautiful hand engine 
turned design ortracts not oniy your attention but thet of your cus 
tomers. Set 12K G.F. $11.60 Retall, Cuff links $6.78 Retoi! 

stock thi fumber 


PITMAN & KEELER inc., 104 County Street, Aftiebore, Mess. 
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Remembrance Bracelets 
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design 





Available in 
Sterling Silver * 1/20-12 K.GF. 
“a, 10K and 14K 














b) elected and Serviced hy Leading Wholesalers 


10K GOLD 


Here is a highly 
polished !0 
Karat Gold set 
that will make 
handsome gift 
item with deli- 


cately engraved 
initials. 


La Mode sets 
like this retail 
for $40.00 
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: 


la 


RIPLEY & GOWEN CO., INC.-Aftieboro, Mass. 
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NEW EMBLEM RINGS 


Illustrated: Masonic 
Blue Lodge ring with 
heavy 10K yellow gold 
shank with trowel and 
level on sides, LOK 
white gold sun ray and 
emblem. 


No. R-811 
$48.00 each Keystone 
IRONS & RUSSELL CO. 


PROVIDENCE + RHODE ISLAND 


Emblems since 1861 
through your Whelesaler 
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Your Wholesaler will be 
showing you the Profit Pack- 
age Put-up for $peedy $ales 
of BDA Birthstone Rings for 
Toddlers, Teens and Ladies. 


Order the Profit Package Put-up from 
our BDA Wholesoler. 
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...a@ profitable sideline: by Hoyt Hurst 


® If you're looking for a profitable sideline for your 
store, it might pay you to consider the success the Lowell 
O. Dixon jewelry store, Oakland, California, has had 
in selling photo equipment. 

The new line has meant a tidy profit for the Dixon 
store—yet it was added three years ago without a thought 
to the profits it could bring. 

“We invested $5,000 in photo equipment,” explains 
Mrs. Dixon, “merely to get our son, Lowell O. Dixon, 
Jr., interested enough in our store to keep him around. 
He was never here because his interest in photography 
kept him around stores selling photo supplies and equip- 
ment.” 

Not only did the addition of the photo supplies have 
the desired effect of keeping young Dixon in the store, 
but it also brought new customers into the store and 
increased the sales volume of the store's other mer- 
chandise. 

The most important factor in the firm’s success with 
photo equipment, says Mrs, Dixon, was their son’s inter- 
est in photography and the subsequent interest taken in 
the field by the salespeople. This interest is graphically 
illustrated by the fact that someone from the Dixon store 
is always present at the weekly meetings of the local 
camera club. 

During these meetings there is considerable discus- 
sion on new equipment, new techniques and on the 
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recent photos taken by club members. These discus- 
sions benefit Dixon's in two ways: (1) they make mem- 
bers more enthusiastic about the equipment they have 
already purchased and (2) they create new customers 
for equipment carried by the store. 

A member who has been getting bad lighting in his 
photos, for instance, is a natural prospect for a light 
meter from Dixon's. A movie camera fan who has his 
films projected at the club by a salesperson from Dixon's 
is a good prospect for a projector, A member who has 
a few bad spots in his movie film can easily become a 
customer if sold on the necessity of editing equipment, 

Another important factor in Dixon's success is the 
friendship they have earned at the club meetings; most 
members look on the Dixon store as an old friend. An 
illustration of how strong these friendly ties can be is the 
recent letter from a soldier in Korea who had purchased 
a camera at Dixon’s. He wanted to know whether he 
could obtain film in the U, S. for a certain foreign 
camera, Dixon's wrote him that he could buy film for 
the camera. The fact that of all the photography stores 
in the Oakland area, he chose to ask Dixon's for advice 
shows its stature in the community, 

The photo equipment carried by Dixon's doesn’t re- 
quire much space. Most of it is stocked in a wall case 
with glass doors, with the overflow stocked in a glass 


(Please turn to page %) 
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by Dr. Frederick H. Potigh—Gem Consultant to JC-K 






VERSATILITY: 


The Stones of Baroque and Cabochon Jewelry 


* In last month’s article there was an 
account of a new trend in jewelry, an 
interest in stones that have been pol- 
ished by tumbling about in a drum, 
creating what are known as baroque 
gems. It was mentioned that a num- 
ber of the stones are identical with 
those used in facetted forms when the 
original rough is relatively free from 
flaws. Fractured and flawed roughs, 
previously regarded as nearly worth- 
less, are now being processed in this 
way, at a low cost, and are finding 
acceptance in inexpensive jewelry. 
The jewelry has the virtue of being 
set with natural stones, including com- 
monly such things as tourmaline in 
pink and green, pale aquamarines, 
amethyst, crystal, topaz 
quartz as well as precious topaz. We 
will find some garnets, an occasional 
peridot, and now and then an un- 
usual stone like a Mexican opal or 


rock and 


yellow apatite. It is not necessary to 
go into statistical detail on the prop- 
erties of most of these stones, since 
they have already been adequately 
covered through the years in previous 
articles in the JeweLers’ CrmcuLar- 
KEYSTONE. 

More important, they are not sus- 





CORRECTION 


Recause of a typographical error in 
the subhead of Dr. Pough's October 
article, Starilian was incorrectly called 
a new “mineral.” Of course, it should 
have been called a new “material.” 
JC-K apologises to ita gem consultant 
for the error. 


ceptible to ordinary testing in any 
case, for they will usually have no flat 
face to present to a refractometer. So 
it should be profitable to take them 
up in turn, to discuss the various 
stones that have been or are likely to 
be used, We shall follow the conven- 
tional order of hardness and rarity, 
with special reference to the sources 
and the appearance of the material 
that is available at suitable prices to 
the makers of this sort of jewelry. 

Before commencing that, it is best 
to point out that many of the tumbled 
baroques are also used in regularly 
shaped cabochon stones, in inexpen- 
sive genuine stone jewelry, particu- 
larly, in recent years, for men’s wear. 
So our category must now be expand- 
ed to include rounded or flattened, un- 
facetted stones of the types known 
variously as buff tops, octagons, oval 
cabochons, or round cabochons. 

The rounded shapes are very famil- 
iar, for they are essential to the proper 
development of phenomenal stones, 
like catseyes and star stones and are 
commonly used for any stone in which 
fire and brilliance are not the first 
requisites, Hence there is nothing new 
about cabochons, by any name. They 
have long been used in jewelry, from 
the days of the Greeks and Romans 
right down to the present, rising to 
prominence from time to time as taste 
and originality grow sated with the 
conventional brilliants and seek new 
jewelry designs and applications. 

As with the tumbled baroques it 
has been the amateur lapidary who 


has been responsible for the latest 
resurgence of the cabochon, and his 
efforts in this country have consider- 
ably enlarged the craftsman’s stone 
palette by collecting and fashioning 
native stones of some merit but little 
fame. 

From the standpoint of importance, 
quartz outnumbers all the other stones 
used in this way so tremendously that 
to the average amateur, often called a 
“pebble polisher” by collectors of 
minerals who do not themselves cut 
and polish (their immunity to the 
beauties of agate is not necessarily 
permanent, many eventually succumb) , 
there is no other stone worth his time 
and effort. Many collectors, especially 
those of the West, are simply pebble 
polishers as charged, while some even- 
tuaily progress to real prowess. A 
visit to one of the regional or na- 
tional displays of the mineral clubs 
would be both rewarding and eye- 
opening for the average jeweler. If 
he were to ask the prices of some of 
the mineral specimens offered for sale, 
he might be tempted to try to get some 
of that business for himself. 

To take up the stones in approxi- 
mately the order of the “Short Course” 
that ran last year in the JeweLens’ 
CrrcuLar-Keystone, we should begin 
with the sapphire and ruby family, the 
corundums. Even these find a place 
in the baroque field, though not really 
in the cabochon class proper. 

Tremendous numbers of fairly large, 
flat, opaque and deep red ruby crystals 

(Please turn to page 76) 
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Supplying large watch firms 
for their diamond needs, 
We wish to serve you to. 
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Memorandum selections 


a aad sent upon request. 


CENSOR BROS. & ROSENBLUM 


Diamond Importers & Manufacturers 


71 West 47th Street New York City 
i» “Ge i deus 2-4184-5 





ror Decemper, 1965 









An Aid to Retail Sales? ... By Benedict Kruse 





... trading stamps 


© The young man served recently by jeweler A. L. 
(Bert) Brown of Montrose, California, was pretty typical 
of a newly-married husband buying a watch for his wife. 

He was all thumbs and uncertainty in handling the tiny 
feminine timepiece, Despite the usual signs of hesitancy, 
the sale was closed in surprisingly short order, The 
reason for the easy sale came to light as Bert began to 
wrap up the gift. 

“Be sure to put in the Green Stamps,” the man re- 
quested, “When my wife sees them she’s bound to like 
the watch.” 

This is, of course, an extreme case, but it is just one 
of a number of daily incidents proving the importance 
of trading stamps to Bert Brown. 

In this particular instance, Brown attributes the sale 
of the relatively expensive watch to the fact that he is 
the only jeweler in his community giving S & H (the 
initials of the sponsoring company, Sperry and Hutchin- 
son) Green Stamps, 

Dating back more than a half century, trading stamp 
plans are among the country’s oldest forms of promo- 
tional merchandising. The use of trading stamps has 
grown during the past five years into a nine-figure 
industry. From a retailer’s-eye view, a trading stamp 
program works something like this: 

The Sperry and Hutchinson company, for example, 
furnished Brown with an assortment of point-of-sale 
promotional material, newspaper mats and direct mail 


literature. With each purchase made, and for the value 
of payments against budget accounts, the customer 
receives one stamp for each 10 cents of merchandise 
value. The customer collects these stamps by pasting 
them in specially-provided books. 

In addition to the usual catalogs of redeemable mer- 
chandise, the larger stamp companies have stores in cities 
and larger metropolitan communities where stamps can 
be brought in and redeemed on the spot. The value of 
these stamps is usually in the neighborhood of $3 of 
retail purchasing power for each $120 of purchases in 


the sponsoring stores. 

For the retailer, the total overhead of carrying a 
trading stamp program is approximately 3 per cent. 

Usually, a trading stamp company blankets a com- 
munity, signing up a number of non-competing mer- 
chants. The theory is that each consumer who begins 
saving stamps issued by one trading stamp store leans 
toward other stamp distributing stores to increase his 
stamp collection. 

Brown kept track of customer preference for a full 
month by asking each customer if he saved Green 
Stamps. During this period, only two people, both men, 
declined the stamps. This proven consumer fascination 
of collecting stamps also helps a retailer to beat the 
competition of discount houses, The average consumer, 
Brown believes, would rather do business with an 


(Please turn to page 78) 
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New York Chicago Detroit Los Angeles Tokye 
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December l, 1955 
Office Of the Presiden 


To America’s P 





rogressive Jewelers; 





You've done it again! 


You've helped Imperial] once more to smash ali Previous records 
set a new high on the sale of Imperial] Cultured Pearls, 
You have Proven agai 


ed, carefully devised Promoti 
extra traffic and » 






and 











nm that well-plann 


one 


ubstantially in- 


an ever——azg 
national advertising lied-in with your effec 
“Imperial” has | 


tive local Promotions 
recome synonymous with 
United States, 


cultured Pearls” in the 


Cordially, 


IMPERIAL PEARL SYNDICATE, INC, 


At, 


Joe Goldstone, 
President 


0 ae er is 


0d cultured pearls.... 
—the world’s most wante 
IMPERIAL 
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* Favorable customer reaction, the most desirable of all evidence, 
has convinced the owners of a Sheboygan, Wis., jewelry store that 
their ideal of a “showcase on the street” has been realized. 

Two years ago, brothers Milton and Dr. Charles Rudnick (he’s 
an optometrist) embarked on a remodeling program that would 
show off their china and glassware department to best advantage 
Their new window area, reaching down to pavement level, is flexi- 
ble enough to handle everything from individual place settings to s 
small table, spotlighted in the center for maximum effect. Milton 
Rudnick credits the new entrance, equipped with day and night 

A 'meweese on the street” lighting, with bringing increased business to the dinnerware, glass 
was the ideal of the brothers , 
ware and gift departments. 


Rudnick in remodeling their ‘ ; , : 
The emphasis on china and glassware is carried through to the 


china and glass department 
rear of the store, where the Rudnicks have set one large and one 
small table in front of displays mounted against a dark background 
The steady growth of this department over the past fiye years was 
a major influence in the Rudnicks’ decision to remodel the store 
front as a quality china and glass show place. 
With their architect, the brothers chose red and white brick for 
the new store exterior and decided on an unconventional open area 


above the store 
(Please turn to page 85) 


When their china and glassware business began to grow steadily, 


the proprietors decided to spotlight the selection 


in the display window. The move paid off handsomely. 


A GOOD FRONT FOR PROFITS 


by A. F. NELSON 


Ther pavement level window 
ie flexible enough to handle « 
emall set table. Curtains are 


removable for mere depth. 














Write for latest catalog and point 
of sale aids. 














A JC-K Series by Bess Ritter 


GETTING ALONG so 6 WITTE CHPLETEES 


* When you give an employee an order, does it result 
in the most effective action possible? 

The knack of giving orders properly to personnel has 
a direct bearing on success in business, You'll agree with 
this statement if you take a minute to recall the kind of 
“hard luck” that can afflict any retail jewelry merchant 
as a result of unheeded, forgetten, or misinterpreted 
orders. Sometimes something more drastic can and does 
result-—like clerks finding themselves in hospitals, treated 
for injuries caused by their own hands, 

You can avoid costly errors of this nature if you know 
how to give orders that are easy to understand and insure 
quick translation into desirable action, Some of the 
factors involved are so obvious that you may forget them 
when you impulsively bark a quick command at a person 
you employ, Others are points that you may not think 
important until you take the time to weigh them for 
their value, 

|. Plan thoroughly and carefully before giving 
an important order by making sure that all possible 
angles have been considered and that you've allowed 
for avoidable bottlenecks, Is what you want done 
practical? Are you sure that the men, materials, and 
space are available? Have you made allowances for 
the time involved, after considering other orders 
and duties that have priority rating? Be sure as well 
that this new order doesn’t contradict previous ones 
or with any basic business policy. 

2. Pick the right time and place to give the order, 
or you won't get full attention, Try not to interrupt 
a task requiring concentration and whenever pos- 
sible, avoid giving orders just before or after any 
distracting occurrence. Don't give directions in 
noisy locations, or when customers are present, or 
when other unusual circumstances make hearing and 
understanding difficult, 

3. Be clear and exact by specifically stating the 
desired result. Supply every detail that just might be 
important, 

4. Try to give the recipient advance notice when 
you can by saying, for example, “Let's discuss next 
month's inventories tomorrow morning.” This will 
give your associate a chance to prepare facts, figures 


72 


and questions for your meeting. It will also put him 
in a frame of mind to expect suggestions from you. 

5. Make very sure that you are understood. If 
there is any doubt, ask your man to repeat the order 
you've just made. Ask for questions also, and answer 
them patiently, searching beneath them to evaluate 
the acceptance of your directions. 

6. Try to insure clear reception by winning your 
man’s interest. Explain why what you're going to say 
is important to him. Give specific reasons for 
changes, goals, or unusual assignments. Relate the 
“why,” when you can, in terms of some benefit to be 
gained by the man who must exert his efforts toward 
the success of a project that you want completed. 
This is especially important if the procedure is in- 
volved, complicated, and time-consuming. 

Two other factors are worth mentioning here, since 
giving an order is, by itself, only part of a full cycle 
of influences that should be considered in attempting to 
create a high average of successful “missions accom- 
plished,” 

After an order is given, it must be followed up and 
careful observations made in regard to its ultimate suc- 
cess or failure. Following evaluation, pains should be 
taken to reward the man who carried it out to the best 
of his ability. Provisions should also be made to take 
corrective action when there's proof of failure in ful- 
filling the request. 

Naturally, every employee knows that part of his job 
consists of taking orders, But there’s a big difference in 
results between the routine attention that he'll give to a 
task under uninspired direction and the special effort 
lavished on every detail if it is assigned under the guid- 
ance of the man who knows how. 

That's why effective order-giving means so much in 
business management. Fortunately, however, the factors 
involved can be acquired and practiced until they're al- 
most second nature, Start to move in this direction, and 
you'll get closer to the point where you'll win acknowl- 
edgement from the people on your payroll as an in- 
spiration leader instead of earning the reputation of 
being the kind of employer who is just a humdrum 
“driver.” 
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Kastenhuber & Lehrfeld, Inc. 


Refiners of Precious Metals 


21 West 46th Street New York 19, N. Y 
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Another patch won’t make 


LeAK-PROOF tube 










































































You can’t improve an old tube with patches. 
No matter how you patch it, you can’t make it 
a modern, leak-proof model, Neither can 

you get maximum protection at minimum 

cost with several policies for limited amounts. 


Get leak-proof insurance with a Saint Paul 
Companies’ Jewelers’ Block Policy, the most 
inclusive jewelers’ insurance available. 


The Saint Paul Companies provide this broad 
coverage to give you, the jeweler, the maximum 
in protection, individually written for your 
particular operation. 


End your worries brought on by several policies 
for limited amounts. Get the most inclusive 
protection you can havea Saint 

Paul Companies’ Jewelers’ Block Policy. 


SEE YOUR SAINT PAUL AGENT OR BROKER 
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HOME OFFICE. . 


EASTERN DEPT. 
90 John Street 


New York 38, N. Y. 
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111 W. Fifth Street, St. Paul 2, Minn. 


N. Y. SUBURBAN DEPT, 
99 John Street 
New York 38, WN, Y. 


PACIFIC DEPT. 
Mills Building 
Sen Francisco 6 








Swiss Window Display Specialist 


Puts Emphasis on Simplicity 





No. |—Arranging the cut-out snow flakes. 


+s 


To back-up his belief that “simplicity will be the key- 
note for Swiss watch windows this Christmas,” A. Huber, 
window decoration specialist in Switzerland, has de- 
signed a simple, low-in-cost (about $10) window for the 
holiday promotion of watches. The display is guided by 
the principle that the merchandise itself is the most 
important element to be seen, 

The following photographs show how Huber’s display 
can be constructed by anyone with a minimum of display 
experience : 

Photo No, 1 
or fabric (preferably felt) into a kidney-shaped form 
for the base of the unit. Second, staple a piece of the 


First, cut out a sheet of black cardboard 


same material to wood or cardboard upright. Third, cut 
out snow flakes and place them at random on the up- 
right. Fourth, cut out silver stars and string them on 
wire or silvered artificial ferns. 


Photo No, 2 
upright, about one-quarter of the way up from the base. 


Fix a cluster of the silver stars to the 





No. 2—Hanging Christmas tree decorations. 
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No. 3—Bending wire into cubic forms. 


Next, attach a tag-like card containing cut-out letters to 
the upright with a velvet cord. Third, arrange ordinary 
Christmas tree decorations at varying heights by means 
of ordinary thread. 

Photo No, 3—¥irst, bend some heavy wire into cubic 
forms for display stands. Second, place window glass, 
which has been cut into geometric forms, on top of the 


cubes to hold the watch boxes. The watches shown—not 





more than a dozen—should include men’s, women’s 
formal, informal, sports watches, chronographs and spe- 
cial-purpose timepieces. 

Photo No, 4—A view of the finished window, with 
merchandise distributed casually on stands. Nylon mesh 
netting (in a subdued color) is worked informally 


through the wire frames. The lighting should be con- 


cealed, with the watches spotlighted, if possible. 
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No. 4—The finished window. 
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Rubies, Star Rubies, 
Sapphires, Star Sapphires 
Emeralds, Catseyes .. . 
Loose or in Platinum 
Diamound Mountings 


of Exclusive Design .. . 


BARNETT ROBINSON, Inc. 


Formerly Robinson & Sverdlik 
610 FIFTH AVENUE, Rockefeller Center 
New York 20, New York 


Over 35 Years of Service to the Leading Jewelers 
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Versatility : 





have been found in Vadagas ar, and possibly elsewhere, 
The mineral dealers have been selling surprisingly hand- 
some crystals for $1 to $10 or less. These could be 
tumble-polished and may show up in this form soon; at 
present manulacturers who use them have been content 
lo mount the crystals just as they come from the soil in 
which they oceur, They are quite flat and six-sided, 
Many have a considerable spread for their thickness; 
thin plates may be an inch across and but ‘ath inch 
thick 

Another ruby oecurrence is found in India, and inex- 
pensive beads and rough have been coming from there. 
Although ii is not yet in use in common baroques, the 
day is probably not far off when we shall see some of 
this material in less expensive jewelry, but genuine ruby 
none the less, 

A third ruby occurrence, American this time, is a 
combination of red to pink corundum in a bright green 
rock called smaragdite, found in North Carolina, This 
does not lend itself to tumbling and is hard enough to 
polish even into ordinary cabochons (because of the 
diflerence in hardness between the two minerals) but 
this can be overcome with a plastic impregnation and 
some will doubtless appear on the market. (Plastic im- 


pregnation of friable materials will be discussed in more 


The Stones of Baroque and Cabochon Jewelry 


(From page 66) 









detail under turquoise, where the practice has reached 
a very commercial significance. ) 

Sapphire in the form of translucent to really opaque 
blue masses is even more common than low quality ruby. 
It is found as loose crystals in India and Africa. Some 
are very gray and opaque, but others are quite blue with 
transparent sections. Indian necklaces of the latter type 
are becoming more common, as necklaces are gaining 
in popularity, and it is to be expected that American 
manufacturers will make some use of them too. 

Members of the beryl group are already widely used 
in the baroques and cabochons. Low quality and badly 
flawed emeralds, particularly Russian and African stones, 
with an occasional lot from Bahia, Brazil, have proved 
sufficiently abundant and inexpensive to be used in this 
way. Last month's illustration showed two Russian 
emerald bracelets of this quality material. 

The amateurs have been cutting emerald matrix speci- 
mens from North Carolina, in which relatively small 
green crystals are embedded in a white feldspar asso- 
ciated with black tourmaline. Supplies of this material 
have not recently been exploited for the commercial gem 
market, but it is quite likely that sufhcient poundage 
could be obtained if an effort to find it were made. Hence, 


it should be included, for it could well appear at any 


— oe ee tee - cone = - -_— Smee eg cme me - 
Ne eR nn et em 


re 


——— oR ee en aeneee _ — _ =3 





Menilectivinn Jowell 
2 Garden Street, Newark 5, New Jersey 


* 


COMPANY 


Trade Mark Registered in 
Uncted States and Canada 


THe JEweLers’ CIRCULAR-KEYSTONE 














time in cabochon jewelry other than the strictly com- 
mercial amateur type. 

The value of the rough emerald material, even when 
it is flawed, is sufficient to prevent its use in the wire- 
wrapped broken-stone jewelry which has now about 
run its course. However, aquamarine has been used in 
some abundance, but it has been a pretty pale aqua- 
marine, made even lighter in color by the numerous 
flaws that send light back to the viewer before it has 
made half the distance through the stone. In contrast 
to the whiteness of rock crystal it can readily be seen 
to be blue, but by itself one might confuse it with the 
quartz, 

Other stones of aquamarine, usually with a little more 
blueness, have been tumble-polished and will sometimes 
be seen in lovely pastel combinations with tumbled rose 
quartz. All, or practically all, of the aquamarine for 
this use has come from Brazil. Morganite of a pale pink 
or apricot color has also been found in the Minas 
Geraes region, but little of it has been used in baroques 
as yet. Small pieces lose the richness of color that char- 
acterizes the larger masses, hence they may not often 
be suitable. 

lf Madagascar rough could be obtained it would be 
a different story, for Madagascar morganite seems to 
come in much deeper tints. Until now the tumblers, who 
have obtained most of their rough from Brazil or the 
U. S., have not had any. Golden beryl has not been used 
to any extent either, for topaz quartz is so much more 
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common that no effort has been made to use the brown 
beryl. Tumbled or rough they would be hard to identify. 

Topaz, the true mineral, not the brown quartz stones, 
is used in both a rough and a tumbled form, The most 
popular material is the brown Brazilian material. lt 
occurs in the Ouro Preto district in elongated four- 
sided brown crystals, characterized, surprisingly, by 
elongated cracks that follow the prismatic direction. 
With a cross cleavage it is surprising for the cracks to 
take this direction, but they are so consistently present 
that they identify the material. Unpolished examples will 
show most, or all, of the four crystal (prism) faces, and 
they are bluntly terminated at the ends by flat cleavages. 
The prismatic faces are marked by prominent striations 
that add to the luster of the examples, 

Tumbled topaz crystals are equally easy to spot. They 
are generally elongated, as one would expect from the 
outline of the crystals, and they have a richer and livelier 
color at the ends than through the sides. They have also 
a clarity and a brilliance that marks them at once as 
topaz, a quality of precious topaz gems that makes them 
easy to recognize. Flawed, non-gemmy crystals are very 
abundant in Brazil, though fine quality stones are very 
rare. As a result, precious topaz baroques are no more 
expensive than the others of this group, even though a 
facetted stone of any size is most costly, 

Tumbled blue topaz resembles aquamarine so closely 
that it is hard to tell them apart. Very little is used as 
broken fragments, for most of the smaller and bluer 
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White, hard and highly resistant to corrosion, Rhodium 
Electroplate is a precious metal, available at relatively 
moderate cost. Its characteristics make it advantageous 
for use in the manufacture of Jewelry, Giftwares, Acces- 
sories and many other applications. Consult us about your 


specific plating problems. 
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pieces have been found in gravels, and they have ac- 
quired a dull and unattractive surface during the weath- 
ering. The perfect basal cleavage make the fragmenting 
of these pieces into equi-dimensional pieces very difficult. 
Hence most blue topaz will be tumble-polished water- 
worn fragments. 

The mineralogist identifies the stone by its somewhat 
greater specific gravity (the stone feels a little heavy) 
and by the indications of a flat cleavage plane, sections 
of which reflect back to him from two directions in the 
rough stone, and that are likely to make their presence 
known by flashes of greater intensity even in the 
polished bits. 

Since heating of brown precious topaz tends to turn 
it pink, we would expect to see some pink pieces of 
tumbled topaz too, but so far it has not been a common 
item, Pink stones are more likely, however, to be tour- 
maline, and next month we shall take up tourmaline and 
others of the common stones to see how available they 


are in a less precious condition, 


Trading Stamps—Aid to Retail Sales? 
(From page 68) 


established retailer than in the cold atmosphere of a 
discount house. In many cases, the trading stamps are 
enough to satisfy the bargain-hunting side of the con. 





















sumer and thus swing the sale to the local retailer. 

Retailers everywhere, however, have not accepted 
the trading stamp plans as enthusiastically as does 
Brown. These opponents base their criticism on two main 
points : 

(1) The issuing of stamps constitutes price cutting. 

In answer to this, retailers using stamp plans call the 
programs part of their advertising budget. This is 
especially true for retailers in relatively small com- 
munities where it is impractical to take on high advertis- 
ing budgets in metropolitan papers, on radio and TV. 
The cost of the stamp plan easily fits within a legitimate 
advertising appropfiation. 

(2) The jeweler is competing with himself because the 
merchandise given away by the stamp companies is 
identical with the items he sells in his store. 

Retailers reply that this is true in principle, but 
actually the volume of business lost is infinitesimal in 
comparison with the sales-building potential of the 
program, At most, the jeweler gives only $3 in retail 
value for every $120 in purchases—and the stamps are 
just as likely to be redeemed for hardware, toys, furni- 
ture, clothing or household goods as jewelry. 

The plain fact of retailing life today, Brown believes, 
is that the jeweler is facing a bargain-hungry market. 
He has found trading stamps a painless and profitable 
method of meeting this condition. 


te Kt. Gold Colored Stone Jewelry 


MAURICE SPAIN & SON 


85 Chestnut Sirect, Vewark 5, 7] B) 





Seasons Greetings 


May your Holidays be Merry 


. . and the year 


ahead filled with Happiness and Prosperity 


Mid-west 
ROBERT B. STAFFORD 


Pacific Coast 
ARTHUR E. BRODIE 





New York City 
MAURICE SPAIN, JR. 


East 
RICHARD SPAIN 


14 Kt Gold and Platinum Novelties 


CLIFFORD A. MILLER CORP. 


64 West 48th Street, New York 36, 1. Y. 
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Are You Ready to Sell Diamonds? 


oo 


(From page 55) 


They do, however, have certain things in common. 
They are all interested in merchandise you carry or 
service you render when they come into your store, even 
the “just looking” variety. They would be “just looking” 
elsewhere if this weren't true. 

Most of them want your help and advice, but they 
don't want it given to them in such a way as to make 
them feel abysmally ignorant, even though in the matter 
of diamonds they may be. 

A customer can show a preference for merchandise 
with which you know he will be unhappy later. For one 
reason or another, it is not right for him. Then comes 
that very handy little word “but.” Show him what he 
.. . have you ever thought 
.?” This 


same word also works equally well when you don’t have 


asks for and say, “Yes, but 
of ...?” or “Mmmmmmm,but have you seen . . 
what the customer asks for. “No, but ’ opens the 
way for a substitution. 

This is also a good little word for the customer. Take, 
for example, the woman who never expected to own 
diamonds and has said in a loud voice that she cares 
nothing for diamonds, that they leave her cold. Sud- 
denly, her husband is in a position to buy her a nice one, 
“But” is her word too. She can say, “I always said | 
never liked diamonds BUT that was before | knew much 
about them. When you get to know them, they are 


fascinating.” 
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jewelry available 





| _,. we make them all! 
THE OLDEST NAME IN FINE JEWELRY 


Actual sire Established 1641 


ron Decemperr, 1955 
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Charms that sell mean profit to YOU! 
expertly handcrafted are truly unique. Here you will find the widest 


selection of the most dramatic, the most unusual items of 14K charm 


Write for those you see on this page . . . and for those you don't see 





Finally, be imaginative. When any customer stands 
before your diamond department, say to yourself, “What 
would this customer really like if he knew what to ask 
for?” Be his guide and friend. Imagine for him in a 
field where he has little imagination himself, 

You and you alone can make diamonds come alive for 
him. You can do it only if you really know your dia- 
monds, love them, and have the strong desire to serve 


the customer above everything else. 


Razor Blades Useful in Many Ways, 
Experienced Watchmaker Finds 


Safety razor blades can be useful in a variety of ways, 
R. B. Russell, jeweler, 1126 College St., Bowling Green, 
Ky., reports on the basis of many years of watch repair. 
ing experience, 

The most common use is for sharpening peg wood, 
Russell says, but he also uses blades for cutting slots 
in screw heads, cutting slits in brass plates where small 
wire springs would fit, cutting or filing brass pins after 
repinning the hairspring, opening hairspring pins when 
they become too close for proper adjustment and remov- 
ing a lug pin when it cannot be removed conventionally 
because of lack of space for a regular file. 

Russell cites the very high temper razor and their 
cutting edge, much like saw teeth, visible under high 


magnification. for their usefulness in his trade. 
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“What are you worrying about... 
it’s a Flex-Let Band! Ain't it?” 
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@ Write tor booklet — tells the 
“inside story” of stopwatches, 
iMustrates patented spore ports compartment Shows what 
to look for in o timer. Complete, thorough, interesting. 
Must reading for users of stopwotches. 

@ Grend new Clebar catalog . . . iustrotes ond dexcribes more 
than @ wore of stopwatches ond chronographs for every 
timing purpose. Write for your copy today! 





CLEBAR WATCH AGENCY: 521 Fifth Ave Se See 
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Seulptured Jewelry for ’56 


(From page 58) 


thing will have height, depth. Rings will be enormously 
large, dome-shaped set with diamonds and many colored 
stones. Coral and turquoise are sometimes used to give 
a Byzantine touch. 

Pins and clips have a lot of movement and many levels 
with one exception: the feather pin (Boucheron has a 
full window of it.) I consider this jewel perfect for day- 
time. It is very natural, Diamonds and rubies with other 
colored stones dress up the design. Matching earclips 
will be shown in all sizes. | predict a great future for 
this design in all variations, It will be worn on cashmere 
sweaters, with tweeds and even on some cocktail dresses. 
It is always in good taste. It is timeless. 

With dress designers bringing out fashions with a 
very severe and plain look, the accent is on jewelry. 
Jewelry has taken on the flattering lines of Oriental folds 
and richness, Gold-studded with diamonds, rubies, 
emeralds and other precious stones give this effect. The 
extremely simple dresses emphasize the preciousness of 
jewels, The severe lines of the dresses are softened and 
made flattering by the sumptuous look of the jewelry. 

Bracelets are also made of twisted and plain wires, 
and many look more like a crocheting design than 
destined for gold wire. The lacelike motifs make the 
jewel light and flexible, but they require great crafts- 
manship and perfect execution. They will be one inch 
wide or more. Many will be studded with precious 
stones. Their height and daintiness will add softness 


and richness never before achieved. 


1956—-The Year of Necklaces 

Necklaces of gold with and without diamonds and 
multi-colored stones and necklaces in platinum and 
diamonds. Necklaces and not chokers. It will take exact 
fitting by an expert jeweler because few other jewels 
can do as much for a woman as a becoming necklace. 
Some necks are too thin and long, others too wide or too 
short, all of which can easily be improved by the right 
necklace. For instance, a three-quarter inch in width 
lacy gold necklace edged with diamonds or rubies will 
do more to enhance the beauty of the decolletée and skin 
than any fabric or fur. The lustre of the stones on the 
skin give it a radiant look. 

Of great importance is the color of stones which one 
chooses for a necklace. It can do tremendous things for 
the complexion. There is an entire color scheme in 
precious and semi-precious stones for the blonde, dark- 
haired or redheaded woman. If she chooses the right 
color combination she will be able to perform a miracle 
with her appearance. She will probably have to re- 
adjust the color of her lipstick, as well as take into con- 
sideration the color of her eyes. 

The one-sided hat is beginning to become a sensation 
in Paris. So, that phase of fashion came under discus- 
sion during our “designing” luncheon. One side of the 
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hat is built up to show the hair and the profile to best 
advantage; the other side is drawn flat down over the 
ear, reaching to the cheek. The challenge was the design 
of an earclip which would accentuate the profile but 
which could also be hidden on the opposite side of the 
face under the hat. 

Being the only woman present | came up with the 
answer, “Let's make an adjustable back part so that one 
earclip can easily be converted into a dressclip to be 
worn on the hat or as a dress or suit clip.” The men 
were enthusiastic! It was immediately adopted as a 


main feature for the coming trend. 


The Use of the Black Pearl 


[ am happy and enthusiastic that the neglected black 
pearl is coming back to its rightful place. Since ancient 
times the gray and black pearls were the most desired 
of all pearls. Probably because women used to spend 
more of their time in front of mirrors. They knew the 
magic of this black gem when it is placed next to the 
skin. 

There is something mysterious in the glow of a dark 
pearl embedded in diamonds, reflecting its lustre mani- 
fold. It was an old cosmetic trick to wear gray pearls 
to make the skin look luminous. Gray and white pearls 
have a most striking effect when worn together. A ring 


with a black and a white pearl is one of the most royal 
looking combinations and can be seen in crown jewels 
exhibited in the Old World. A very unusual way of dis- 
playing a black pearl is wearing it in one earclip and 
wearing a white pearl one on the other earclip. This, 
worn with a black and white pearl ring, would make a 
beautiful set. 


Unusual set combinations consist of rings and earclips, 
bracelet and clip, ring and clip, necklace and bracelet. 

However, | strongly advise against a complete parure 
of earclips, clips, rings, bracelets and necklaces of the 
same design. This obviously shows lack of imagination, 
although the type of design should always blend to- 
gether without competing. 

While speaking of pearls, | should like to stress the 
importance of a pearl bracelet in the jewelry collection, 
This is the most versatile piece of jewlery. It can be worn 
from midday to midnight and will always be in good 
taste. It will enhance other pieces of jewelry that might 
be worn at the same time, 

So, ‘round the table in the little cafe, as the afternoon 
sped by, we lost ourselves in dreams and discussions, 
As we left, | glanced back and there was the busboy 
clearing the tables, washing the white marbletops——wip- 
ing off with one stroke the visible evidence of the dreams 


and ideas of creative artists. 





master” is a recognized trademarked name 


quality cuff link lines. 
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CUFF LINK ACTIONS * 








The Name That Means 
TROUBLE-FREE, "NO-RETURN” SALES 


To Jewelry Buyers and Retailers 


FOR YOUR GREATEST PROTECTION AND PROFITS, “Caff- 
the patent-protected 
cuff link back by Niash, the finest cuff link action ever made. 
The superiority of “Cuffmaster” is widely appreciated by keen 
buyers. They demand it because of its convenient cufl-link ae- 
tion, its durability of construction, its popularity with custom- NOW! 
ers. In “Cuffmaster” there’s EXCLUSIVE, SMART DESIGN : 
ALWAYS! and no breaking or plating leaks. 

These big “Cuffmaster” talking points are used again and again 
by retail sales people in stores the country-over to sell their 


Practically every type of cuff links you buy from your manu- 
facturing sources can be made with “Cuffmaster’ actions. 


REFINING CO., INC. 


PRECIOUS METAL ALLOYS AND SOLDERS 
116 Nassau Street, New York 38, N. Y. 





Pat. Design 

156.535. Pot. 
Construction 

2,471,848 


(lafringers 
will be 
oresecuted) 


Available in all metals. Get 
to know Niash “Cuffmasters” 


If you are not familiar with 
“Cuffmaster,” ask your man- 
ulacturers. Or write us for 
information and for names 
of manufacturers who can 
provide “Culfmasters” on 
their cuff link jewelry. 
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LANTERN 
CLOCK 


#1118 


To Retail 
at $29.95 


Spring wound movement. Has attractive silver dial with raised 
gilt numerals. Clear, unbreakable plexigioss on 4 sides of 
brass case has fine engraved design. Handle on base of new 
safety lock releases and starts pre-assembled pendulum. 


Send for 1956 Catalog and Price List 


HENRY COEHLER CO., INC. 


101 FIFTH AVENUE NEW YORK 3, WN. Y. 
1524 Merecheandiae Mart, Chicage, Iii. 
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A NEW DESIGN SERVICE 


> Provides jewelers each month with three 
hotographic sheets strikingly illustrating the 
est ideas in modern jewelry designs. 


» Covering various items, such as earrings, 
clips, watches, necklaces, etc., this monthly ser- 
vice provides jewelers with the most modern 
design ideas with which he can sell more pre- 
cious jewelry. 


> Released monthly on a yearly subscription 
basis, this new design service is available at 
$3.00 per month. 


Write today, enclosing $3.00 for the latest 


issue and subscription form. 


DESIGNS TECHNIQUE 
62 W. 47th St., New York 36, N. Y. 
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Making All Fiesta Week Jewelry 
Benefits San Antonio Firm 


While San Antonio’s Fiesta Week is more than four 
months away, the planning for its jewelry, worn by the 
(Jueen and her retinue, is already underway. 

One firm in the Texas city, McNeel Jewelry Company, 
223 East Houston St., has created Fiesta Week jewelry 
for more than a quarter century. This work can be 
credited at least partially for McNeel’s following among 
many San Antonio families, descendants of the old 
pioneers. 

It is these traditional families, members of the Order 
of the Alamo, who select a queen to reign over Fiesta 
Week. To commemorate the event, they give her the 
“Queen's Jewel,” to be worn during and after the 
coronation, 

For 1955, the Queen’s pin was hand-wrought from 
platinum and set with diamonds, sapphires and pearls. 





The Queen's Jewel, designed and created for San Antonio's 

traditional Fiesta Week, has been made by the McNee!l Jewelry 

Company for more than o quarter-century. The firm also makes 
20-25 pins for members of the Queen's court. 


One year, the ornament was stolen, whereupon the Queen 
had McNeel’s find the design and re-create the pin. 

In addition to this pin, the San Antonio firm makes 
the gold souvenir pins worn by all of the Queen's retinue 

from 20 to 25 each year. These pins, of 14-karat gold, 
are die-cast. They show two winged griffins supporting 
a shield bearing a Texas star in enamel. The pins are 
kept by the court members for souvenirs. 

Fiesta Week, always held the week of April 21, origi- 
nally celebrated the Battle of San Jacinto, in which Texas 
gained its freedom from Mexico. The week is now cele- 
brated by a series of events, opening with a parade on 
the San Antonio river during which King San Antonio 
is introduced, and ending with the Fiesta parade and 
the coronation of the Queen. 

The McNeel firm acquired its unusual account when 
Mrs. P. J. McNeel, former owner (current owner is Max 
Moses, of Little Rock, Ark.) , was one of the first Queens. 
The celebration association turned to her each year to 
create a new Queen’s Jewel, and later, when the Fiesta 
was taken over by the Order of the Alamo and the Texas 
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Cavaliers, McNeel’s continued to be chosen to handle 
the jewelry assignment. 

The old firm also made the crystal crown and sceptre 
for the Queen and keeps them in its vaults throughout 
the year, until Fiesta time comes again. 

McNeel’s promotes extensively the fact that it is 
“purveyor to the Fiesta Queen and her court.” Before 
and after the event, the store places the pins in its display 
windows and advertises widely its part in the week's 


activities. 





Well, How Was She to Know? 











® An elderly lady came into Jacobitti Jewelers, 88 
Branford Pl., Newark, New Jersey, and angrily asked 
to speak to the manager. 


She claimed that her $100 watch, purchased only 
a few days before, wasn’t any good—and she wanted 
either a new watch or a refund. As the manager took 
her watch, he noticed that it had run down. He 
wound it, and the watch ran perfectly. | 


“Oh,” exclaimed the astonished lady, “are you 
supposed to wind it?” 


She then took out an old cylinder watch, with the 
assertion that “she had never had to wind this one.” 
Puzzled by this, the manager questioned the lady. He 
quickly learned the significant fact that the old | 
watch had “stopped running” the day after her hus — 
band had died two years before. | 


With the mystery solved, the manager explained 
to the lady that undoubtedly her husband had been 
winding the watch for her. After recovering from her 
surprise, the lady was quite pleased with the news. 
After all, she was then the owner of two watches, 
both of which were running. 


Write us a note about your unusual business experience 
(literary style is unimportant). $5 will be paid for each 
story published. Address JC-K Editorial Dept.. Chestnut 
& 56th Sts., Philadelphia 39, Pa. No manuscripts returned; 
all become property of JC-K. Jeweler's name and town | 
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Centennials 


When a town or city can celebrate a centennial, this 
is always a sure fire event which will draw big crowds, 
for folks are proud of the age of the communities in 
which they live. Menasha, Wis., a small pulp paper manu- 
facturing city, recently celebrated its 100th anniversary 
with a four-day round of festivities. Oldsters who had 
lived there for 70 years or more headed a parade, which 
included more than 100 units. Industries and organiza- 
tions entered floats representing specific eras or events 
in Menasha’s history. 
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_ will be used in story unless request is made to omit it. | 


RUNNING A 6 
SUCCESSFUL SALE | 
IS AN ART 


by Manny 
Silverman 








| AM MUCH TOO BUSY CONDUCT- 
ING TEN SALES RIGHT NOW 10 
WRITE A COLUMN. 


INSTEAD I'LL LET TWO JEWELERS, FOR WHOM 
~4 ARE NOW CONDUCTING SALES, SPEAK FOR 
M 


g Odells 


November 7, 1955 
Deer Mr. Silverman 
We have completed sixteen days of our sale, and have 
a net sales of the following figure (confidential), for 
which we are very pleased. | know this will continue 
and | know thet we will come out in very good shape. 
| want to further thank you and tell you how pleased 
my mother and | are with Mrs. J. Harris, as supervisor. 
She is very efficient, and most friendly in every way. 
She certainly hes our interest in mind, as she conducts 
the sole. | think she is a great asset te your concern, 


we think she is one of the best. 
Again | want to thank you for all , Se 


your past courtesies. jounicy Dave 


gee 


BARSTS SSUES 


November 2, 1955 
Dear Mr. Silvermen 
We appreciate more than we can express your full 
cooperation in the recent sale you conducted for us 
We are 100% satisfied with the results. Our Row lon 
hes over tripled as «@ result of our sale and we feel 
thet it will continue to increase right on through 
Christmas. 
As for Mr. irving Gleason, we cannot express in words 
our deep feeling for him. He came in this store and 
worked from 12 te 14 hours a day rearranging this 
store ond he performed «a miraecie. You could net heve 
sent anyone down here that we enjoyed working with 
as much as we did with him. We consider him « most 
honest and conscientious mon in bis work and we feel 
thet he was worth twice his salary. We only re- 
gret thet we could not keep him here through Christ. 
mas. You con be proud te heve such a mon connected 
with your organization. aie seein 
Again we want to thank you for run- 7 4 














ning our sale and we are 100% satis- a eee ce 
fied in every way. Cipte @ Reiley. 


WRITE! WIRE! CALL! 


SILVERMAN SALES ENTERPRISES 


580 Fifth Avenue—New York 36, N. Y. 
Telephone: Plaza 7-4693 














ARLEN TROPHY CO 


FISHER COMPANY, Attleboro. Mas: 


THE WORLD'S LARGEST AND FINEST 
SELECTION OF TROPHIES 
AND AWARDS 


@ GENUINE PEDRARA ONYX 

® BLACK & GOLD ITALIAN MARBLE 
@® FINE WALNUT WOODS 
e 


“MARBLETTE” — THE GEM 
OF PLASTICS 


“RICH-GLO” FIGURES 


ARLEN’S NEW, 
ECONOMICAL “OSCARS” 


Write for sew, copyrighted “Trophy 
Selection Guides” with your im- 
ye ~- & Streamlined selling sid 

increase trophy orders and to 
reduce customer time in “‘select- 
ing” trophies. 


’ ’ 











Novel Pendants Prove Popular As 
Gifts for Brides-to-Be 


It's a “bride’s world” at Deuble’s jewelry store in 
Canton, Ohio, where the blending of a traditional 
marriage custom and an artist’s imagination has resulted 
in a substantial increase in bridal business. 

The Deuble store has for years been placing con- 
siderable emphasis on its bridal merchandising. Brides- 
to-be who registered in Deuble’s Bridal Room, for 


Deuble's 
novel 
bridal 
pendant 
is a 
blend of 
custom 
and 


artistry. 





| example, have been presented with a good luck token 


an old English coin, in a handsome leather case. 

A few months ago, Mrs. Marjorie Brown, gift and 
china department buyer, decided that the firm should 
consider presenting a new and more appropriate gift. 

“| felt the coin was either casually tossed into a hand- 
bag, or hidden away in a dresser drawer,” she declared. 

To remedy the situation, Mrs. Brown called upon 
Cleveland artist Gerte Hacker, creator of original and 
colorful jewelry, decorative gift accessories, trays, bowls 
and cigarette boxes. After hearing what Mrs. Brown had 
in mind, Gerte decided the best bridal gift should be in 
line with the traditional custom of the bride’s wearing 
“something old, something new as 

It didn’t take her long to come up with a new gift 
item for Deubles—a porcelain enamel keepsake pendant, 
colorfully decorated with a spray of pink blossoms 
against a blue background, 

The novel pendant met with everyone's approval and 
Deuble’s ordered 100 of them as an experiment. They 
were presented in a small white leather case—-with a card 
reading: “Something old, something new . . . something 
borrowed, something blue ... A bit of loveliness for 
you. With best wishes for your happiness from Deubles.” 

No two of the keepsake pendants are alike. With 
each being an exclusive design, Gerte is able to auto- 
graph them with the phrase: “Exclusively Yours.” 

The colorful pendants proved so popular with the 
brides-to-be that the original order was soon depleted. 
In addition, Deuble’s found, to its surprise, that sales 
of bracelets increased; recipients were buying them so 
they could use the pendant as a charm. 
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A Good Front for Profits 


(From page 70) 


The left-hand window is given over to jewelry, with 
the emphasis on watches and diamonds, while the right. 
hand “showcase on the street” is planned for a series of 
china and dinnerware displays. Lach display area has 
16 spotlights for daylight illumination. Other lights set 
in the entrance ceiling focus on the terrazzo floor ex- 
tending from the sidewalk to the door, 

Practicality was a criterion in the designing of the 
china and glass window. The space is adjustable—light 
green drapes conceal an 18-inch walk-in space that runs 
the length of the showcase, so that window trimming is 
facilitated. If more depth is needed for a mass display, 
the drapes can be removed and the walk-in space incor- 
porated into the exposed area, 

Just inside the main entrance, the Rudnicks have set 
up a 10-foot wall display of gifts——brass and silver items, 
lamps, vases, electrical appliances. Additional articles 
are set on small tables on each side of the center aisle. 

Standard jewelry cases and counters run deeper into 
the store, on both sides, back to the dinner and glassware 
department that complements the entrance display case. 

The Rudnicks go a step farther than most retailers in 
their bride-to-be preference list. If she wants an item 
that the store does not stock, they note the fact on het 
card, although the sale will be made by a competitor, The 
proprietors naturally prefer that all the gifts for a bride 
come from their store, but they accept the fact that this 
is not always possible. In any case, they make the best 
of the situation by means of a good-will gesture that 
brides-to-be and newlyweds will remember—to the store's 
future advantage. 

The brothers count on both major factors to help keep 
their business growing-——a remodeled china and glass 
department, with the emphasis on a new and unconven- 
tional front display window, and the equally important 


accent on service. 


Oh, That Monday-Morning Wash! 


® One day a woman entered the store of Theron 
Hicks, 866 “BB” St.. Hayward, California, to have 
her watch repaired. Three weeks later she was back, 
claiming that her watch had stopped running. 

Mr. Hicks took the watch and examined it. A 
moment later, he remarked: “It looks like it has 
been through a washing machine!” 

“Well, yes,” the woman replied, a bit surprised 
by his comment, “but it was one of the new auto- 
matic washers—and they are not supposed to hurt 


Seek 


anything! 


Write usa note about your unusual business experience 
(literary style is unimportant), $5 will be paid for each 
story published. Address JC-K Editorial Dept.. Chestnut 
& 56th Sts., Philadelphia 39, Pa. No manuscripts returned ; 
all become property of JC-K. Jeweler’s name and town 
will be used in story unless request is made to omit it. 
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Pacing the Progress 
of the World. .. 


For Over 65 Years RACINE 
has specialized in FINE 


‘ay, 
‘Secong Accu oty 


GALLET TIMERS 
GUINAND TIMERS 


GALLET CHRONOGRAPHS 





JULES RACINE & COMPANY, INU. 


(ae WES! 4/t STREE! NE V¥ £e, 4. ‘Re - y 





85 





Exclusive 
,) HEART O’ DIAMONDS 
Bridal Sets . . . the most 


spectacular sale-success 


See them 


at your wholesaler today! 


*Pat. Pending 


CG oldstein- CSersan of o Pra iat om 


YORK 





















153 East 70th St. 








St. Joseph of Copertino 
Flying Medallion 


designed by 


C. Paul Jennewein 





This medallion, not limited to 1 single creed, and made fam- 
ous during World War Il as a special guardian of air travel- 
ers, is available again for the first time since 1946. 


Comes in dime, quarter and dollar sizes in bronze, sterling 
silver, gold plate and 14Kt. gold. 

5.5. medallion and 14Kt. gold medallion on 5.5. and 14Kt. 
gold Horseshoe key chains. 

5.8. medallion and 14Kt. gold medallion on 5.5. and 14Kt. 


© Write for price list @ 


AIRBORNE MEDALLION CO. 


New York 21, N. Y. 


BU. 86-2718 
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Helzberg’s Head Takes Full-Page Ad 
For Personal Anniversary Message 


“My work is my adventure,” B. C. Helzberg explained 
to readers in a full-page advertisement in the Kansas City 
Star, published early last month. 

The president of Helzberg’s Diamond Shops Inc., 
Midwest jewelers, chose the 40th anniversary of his 
company’s founding to bring his credo to the public. 

Helzberg said in part, through the advertisement, “| 
am grateful that I am one of those fortunate few, who, 
because the work to which I am dedicated is my ad- 
venture, is able to live in a constant enjoyment of what 
he spends his life doing. 

“The jewelry business to me is an adventure, filled 
as any adventure should be, with excitement, creation, 
action, drama and romance! | have learned, after a life- 
time spent in the business of my choice, that being a 
jeweler can involve far more than an exchange of goods 
for profit. | have learned that being in business can be 
a beautiful and a thrilling experience. 

“A man finds adventure when he does what he loves. 
Personally, | find the jewelry business a consuming out- 
let for whatever talent and emotion | possess! | am a 
man without a hobby other than my business. 

“Yes, business that brings others beauty is perpetually 
rewarding. | feel that | am a lucky man because my 
greatest, my only adventure is my business. It is this 
oneness of purpose and interest that has earned whatever 
right | possess to serve you always to the best of my 
ability,” Helzberg’s message concluded. 

The message occupied the bottom half of the page. 
The top half was a photograph of Helzberg at his desk. 


Photo Equipment 
(From page 65) 


display case nearby. A display of cameras and equip- 


| ment is kept in one of the windows at all times. For 


_ the most part, the store handles only equipment—giving 
| little attention to supplies such as film, developing mate- 


_ rials, special papers and other darkroom necessities. The 


store will handle orders for large quantities of film, how- 
ever, for customers going on trips or vacations. 


Advertising of the photo department is done largely 


| through the local newspaper, which has a special Sunday 


| section on photography—including the activities of local 


camera clubs, tips on taking photos and a review of 


new equipment. Dixon’s advertises its photo equipment 
_ each week in this section. The store also participates in 
sponsoring photography exhibits and competitions 


| offering prizes to the winners. 


Most of the equipment is sold on a cash basis. This is 


| because the management feels that there is a great danger 


ern - 





that a novice will damage the camera—with a subse- 
quent reluctance to continue payments. 
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Harmon 
Plastic Molded Boxes 
Set New Sales Records for 
atelalthiclai lacey 
] Importers § 
and Jobbers! | 


HUNDREDS of 
Stock Plastic Boxes 
Te Choose From 


NO MOLD CHARGE 


For Special Boxes 


Custom-made bores made to meet 
your specific requirements without 
mold chorges. Sead ws your prod- 
uct for a model, at ne obligation. 


Priced Lower Then 
Most Other Boxes 


Stimulate Your Promotion 


Give your seles program @ new 
lease on life with plastic 
moided boxes. They're re-usable 







































Dept. D, HARKIN AFFILIATES 


H an WOW Com pany 
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© A lady recently entered Ficara’s Watch and Jew- 
elry, 40 Clinton St., Springfield, Vermont, with what 


seemed like an ordinary request. CAN YOU TOP THIS 
“¢ ‘shot’ clock?” she asked, lain- || 
ing aa ‘aa aS san Gaia old pen pare ae FO i A M 0 N E Y M A K | %s G 


be beyond repair. 
anata, fateh, toe eae ap sende ta e COLLEGE RING BUSINESS? 
clerk found himself joining in, though he had no 


idea what was so funny. Ne investment... ne 


In due time, however, the lady calmed down and oe ne nom. _ 4 
handed over the clock. In an instant, the clerk with College Beal's wing- 
realized what he had been laughing about: the speed delivery service you 
+ ” ’ balld more business by 
shot” clock wasn’t merely in poor condition—it giving VOUT customers 
actually had been shot by a boy doing some target what they want prec- 
shooting near her home! tieally overnight! Rings 

Despite the old clock’s severe “wounds,” Ficara’s —, ~é piles 2 
was able to put it back in working order. the U. 8. A. Neo tnvest- 


ment te start cashing in 
on thie bigger-than-ever 








Write us a note about your unusual business experience college ring business... 

(literary style is unimportant). $5 will be paid for each here's how... 

story published. Address JC-K Editorial Dept., Chestnut 
| & 56th Sts., Philadelphia 39, Pa. No manuscripts returned; Yours with our compliments... 
| @ll become property of JC-K. Jeweler’s name and town Our brand new Special College Ring catalog just of 
| will be used in story unless request is made to omit it. the press... packed with profit pulling ideas. Send 
| fer your complimentary copy which you can show te 
) students and slumni... plus... free sample eve 
ees ——— _ catching counter display. Send your request te the 

address below... 


, ‘ Order one ring or @ dozen... 
Recreation Stressed Ne minimem quantity! Ne die charge! 


Business men of Ames, lowa, through their Chamber Dept. J1256 


of Commerce bulletin, stress the part which recreation 





plays in a growing city. They point out that many musi- 


cal organizations in the city are willingly supported by 











the businessmen as worthwhile community services. 
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Le/t-—Hollandia Co., Inc., 630 Fifth Ave., 
New York, introduces Marvin’s newest ladies’ 
watch, the “Du Barry.” 14K gold with 
matching 14K gold bracelet studded with color- 
matched cultured pearls. For $250. 


Right-—-New Haven Clock and Watch Co. intro- 
duces this all-purpose timepiece. Will serve 

as pocket watch, desk or table clock. Set 

into ring frame which unfolds to hold it 
upright. For $3.95; radium dial, $4.95. 


Le/t-——This is one of the new 8-day wall 

clocks from Semca Clock Co.’s “Tourist Medal- 
lion” series. Three models available, in 

a variety of colors, finishes and styles. 


Retails for $29.95. 


Righi—This ensemble from Forstner, Inc., 
Irvington, New Jersey, features a leaf cluster 
motif. Genuine Snake Chain. All pieces 1/20- 
12K gold filled or sterling silver. Necklace, 
$17.50; earrings, $7.50; brooch, $7.50. 


Le/t—Hamilton’s new “Stormking I” features 

a sterling silver dial with flush gold arrow 
markers at 3, 6, 9 and 12. 18K gold hands 
are luminous on underside. 18K gold case with 
stainless steel back, For $175, retail. 


Right——This Junghans Five Year ATO Mantel 
Clock from Henry Coehler Co., 101 Fifth 
Ave., New York, operates five years on a 
single battery. Raised gilt figures on 

a silver dial. For $39.95, retail. 


Theyre new... theyre 
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Left—These new watches are from 50 new styles 
featuring cultured pearls and precious stones 

in the Jean Sybé line introduced by Chester- 
field Jewelers, Inc., New York. 17-jewel 
movements. 14K gold. $100 and up, retail. 


Right—This new “Sentinel” ladies’ wrist 
watch is from The E. Ingraham Co., Bristol, 
Conn. Guaranteed for a full year. Shock- 
resistant, jeweled movement. Silvered metal 
dial with applied numerals. For $9.95. 


Le{t—This necklace, bracelet and earring 

set is introduced by Harves Fifth Avenue, 
New York. Set with washable rhinestones. In 
satin-lined box for $31.50, retail. With- 

out bracelet for $25. 


Right—The new “Date Minder” calendar clock 
from Lux Clock Manufacturing Co. tells the 
time, day and date. “Glance visible” dial, 
black calendar panel with gold windows. In 
six colors. For $9.95, retail. 


Left—This new “Golfer's Watch” from Lucien 
Piccard Watch Corp. is actually a belt 
buckle. A finger-tip release reveals the 

face of the watch. 17-jewel movement. In 
sterling silver for $59, retail. 


Right—This is the “President Hayes” from 
Longines’ Presidency series of men’s watches. 
14K gold with 18K gold hour-markers. Genuine 
alligator strap with 18K gold buckle. Sweep 
second hand. $135, FTI. 


yours to profit by. 
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Lejt—-Mido Watch Co. of America, Inc., 580 
Fifth Ave., New York, introduces this new 
“Dagmar” ladies’ diamond wrist watch. Its 
diameter is less than that of a dime. In 


23 different case styles. $375, retail. 



































Right—This new men’s self-winding, water- 
resistant watch is from Eterna, Matic. Ball- 
bearing wound, sweep-second hand, gold 
Dauphin hands, recessed crown. 14K gold with 


stainless steel back. $145, FTI. 


Left——Westclox introduces its “Clock of 
Tomorrow,” featuring push-button chime alarm, 
luminous dial and hands, sweep alarm indi- 
cator, non-breakable crystal, quiet tick. 

Two color combinations. $12.50, retail. 


Right—This new “Ever-sharp” Shefheld stain- 
less steel slicer and boner set is from 

Kirk’s Ltd., 65 West Broadway, New York. Full 
tang mirror blades are hand-honed, Pearlex 
handles, With hardwood holder for $10. 


Lef{t—These new stainless steel stcak knives 

are from P. R. Myers & Co., 118 West Boston 
Post Road, Mamaroneck, New York. Simulated 
Stag handles. Hollow ground blades, serrated 
edges. Two qualities: 6 for $2.50 or $3.20. 


Right—This is No. 3HB5001 in Anson’s new 
series of sterling silver cuff link and tie 
slide sets. Original designs are hand 
engraved, In sterling silver gift box for 

$10. Others range from $7.50 to $17.50. 


Theyre new... they re 
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Left—This new lapel watch from M. Walzer, 
61 Atherstone Road, Scarsdale, New York, 
is accented with semi-precious stones and 
simulated rhinestones. Velvet band and 
gold-plated pin. $7.95, retail. 


Right—18A7 Rogers Bros. introduces this 
new chafing dish in its “Flair” pattern. 
Has completely-adjustable wick and 1'/- 
quart capacity. Rattan finish decorates 
and insulates. $65, retail, 


Left—This new punch set is part of the 
“Masterpiece” series of silverplated hollow- 
ware from Webster Wilcox division of Inter- 
national Silver Co, Chased tray is 2342” in 
diameter. Footed cups. For $550, FTI. 


Right—This new “Geneva” wrist watch from 
Gruen features a unique black suede cord 
which criss-crosses to form a loop design all 
around the wrist. Two interlocking ovals 
hold it in place. $71.50, FTI. 


Left-—Charles Gold & Co., 36 West 47th St., 
New York, introduces these novel “Cross-Word” 
charms in 14K gold. “I Love You” retails for 
$53 plain and $97 set with precious stones; 
“Noel. Noel” for $53 and $90. 


Right—These small wrist watch emblems are 
part of an extensive line from A. Sauer & Co., 
8th and Broadway, Cincinnati, Ohio. In LOK 
white or yellow gold with regulation colors 

in hard enamel, $9 and up, per dozen. 


yours to profit by. 
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Stainless with style... in 

the newest pattern by the oldest 

flatware manufacturers, Over a year of 
planning and designing by master — 
craftsmen brings you the ultimate in 
beautiful, functional stainless .. . 

Sabrina ... manufactured 

by the Stainless Division of Reed & Barton. 





Sabrina’s lovely, sculptured 
forms will complement the most elaborate 
formal dinner and its fluid lines are 
“at home” in a casually modern setting. 


Here is stainless flatware with sell-on-sight 
appeal. Write today for descriptive literature and full information 
on our Special SABRINA Introductory Offer. 


Exclusive distributors : 
Scientific Silver Service Corp., 690 Broadway, New York 12, N. Y. 


Imported from Sweden 


Luxurious Stainless Serving Trays... 
... for those who appreciate beauty 

in design and the ultimate in craftsmanship 
for those who insist on utility and function. 
These extra heavy weight serving platters 
are made of the higest quality 18/8 
Scientific Stainless, flawlessly formed 

and finished. They may be put right into a 
hot oven for cooking and broiling 

yet they will always look bright and lustrous 
without ever polishing. These everlastingly 
beautiful trays can not break, chip, stain 

or tarnish... they can never wear out! 





A specially designed Tray-Rack to contain 

and display a set of the three most popular size 
trays is made of handsomely finished 

wood and wrought iron. 


Set of three trays, one each 13”, 15”, 17” . 
plus special tray-rack $2Q9% 


(1f purchased seperately the three trays end tray rack are $3/.85 rete 


For full information write to 


Scientific Silver Service Corp., 690 Broadway, New York 12, New York 
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Hertzberg’s of San Antonio has the better part of a century’s 


experience under its belt. This long business life has led, not 


to complacency, but to a continuing program of improvement 





that has matched the growth of the community. 





Keeping Pace with procress 




































by J. H, REED 


® Is more than 80 years of experience enough in itself 
to keep a retail jewelry store ahead in a growing com- 
munity ? 

For Hertzberg’s, at Houston and St. Mary’s Sts., San 
Antonio, Tex., the answer has always been a big “no.” 
Proud as management is of the store’s century-long 
existence, it is acutely aware of the need to keep up with 
contemporary demands through improvements and ex- 
pansion. 

Public response to the installation some years ago of 
a new silver room and china and crystal department 
proved again that Hertzberg’s leadership depended upon 
the intelligent carrying out of good merchandising 
ideas. 

Primary among these ideas has been selling only qual- 
ity goods. “When inexpensive china turns up in every 
gift shop and department store,” explains Mrs. O. B. 
Wright, china and crystal department manager, “we 
believe the jeweler must have what others lack. We 
want people to think of their jeweler when they think of 
fine merchandise.” 

Hertzberg’s emphasis on quality merchandise dates 
from the store’s founding, when San Antonio was little 
more than a frontier town. Ranchers drove in then from 
Texas and Mexico to buy diamonds, watches, and silver- 
ware, as do their descendants, oil well owners and par. 
ticipants in the Southwest’s burgeoning industrial de- 
velopment. 

In keeping with its reputation for quality, Hertzberg’s 
maintains no bargain table and schedules no regular 
(Please turn to page 106) 








New Additions 


lo ow populer 


MILK GLASS LINE 


Big news from Fostoria for 1956 


Here’s a quick preview of our springtime 
hits. When you actually see the smart, 
durable glassware Ray- 
mond Loewy Associates) and a new line 
of flower containers, you'll know why 
we're so excited. For these, we ll show you 


(designed by 


some mighty spectacular merchandising 
programs. Then, there are also unique 
additions to our fast-selling milk glase 
line. That's not all. Be sure to see our new 
stemware shapes and designs. Intriguing 
stuff! Hope you visit us at the shows. 
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Jan. 11-18 


15-18 


Jan. 


Jon. 22-27 
Feb. 6-17 
Feb. 19-24 
Feb. 26-29 
Feb. 27-Mar.! 
Mar, 4-8 
Mar, 4-8 


Pittsburgh Glass & Pottery Exhibit 
Hotel William Penn ...Room 507-509 


Southeastern China, Glass & 
Gift Show Atlanta, Ga. 


California Gift Show Los Angeles, Col. 
China Gloss & Pottery Show Chicago, ill, 
Original Datias Gift Show Dallas, Texas 
Ohio State Gift Show Columbus, Ohio 
225 Market Week New York City 
Detroit Gift Show Detroit, Mich. 
Boston Gift Show Boston, Mass. 





‘OSLOY Id 
y 


FOSTORIA GLASS COMPANY 
Meoundeville + West Virginia 
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Sketch A (left): Bring a romantic touch to your display of china and crystal 
with shadow boxes that will show the bride-to-be a pattern of her heart's desire. 


Sketch B (right): Wedding bells ring joyfully, and the accent this time is 


on china, crystal and silverware in harmonious groupings. 


HOME ENTERTAINING DISPLAYS 


by VIRGINIA DIXON 


* China and glassware are becoming 
jewelry 
Customers are 


increasingly important in 
store merchandising. 
looking for china and glassware in the 
jewelry store more frequently than 
ever before and are finding it both 
convenient and pleasant to be able to 
choose all their table setting acces- 
sories in the same shop. 

Certainly, merchandise that is to be 
so closely related in its use should be 
selected together. There will then be 
no doubt of the harmony of the de- 
signs chosen, This is especially true 
with the present tendency to furnish a 
home with both formal and informal 
patterns, some of which may be inter- 
changeable for certain occasions. In 
some cases, complete services cannot 
be purchased at one time, but they can 
be selected at one time for filling in 
later, 

A consistent “Table Top Parade” 
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in your store windows will attract a 
handsome share of this business. Table 
settings and displays of table acces- 
sories will always get the attention of 
those customers who and 
who take pride in their home appoint- 
ments, 

To insure their continued interest, 
your displays must show charm and 
imagination in arrangement and must 
be backed with sound knowledge of 
what is correct and what is not only 
good taste, but the best taste in table 
appointments, You should be a recog- 
nized authority on the subject both to 
the bride-to-be and to the experienced 
hostess. The bride will be most con- 
cerned with learning what is correct 
and the matron with what is the latest 
in fashion. Both are equally good sales 
prospects for Table Top selling. 

Your windows and table setting dis- 
plays inside your store can be convinc- 


entertain 


ing evidence of your authority on this 
subject. Probably the best place to 
study your subject is in the homemak- 
ing pages of the women’s magazines. 
They do a fine job of picturing the 
latest trend in table top fashions and 
you couldn’t do better than to follow 
their lead. 

You might even use the magazines 
in your window campaign, especially 
when they feature patterns that you 
carry. Duplicate the settings as closely 
as possible and show the open maga- 
zine page with the display. But there 
is no need to be limited by these ideas 

use the magazine as inspiration for 
planning displays of your own adapted 
to the merchandise you carry and the 
tastes and habits of your customers. 

While your china, glassware and 
silver are the important and long-wear- 
ing elements of your table settings, 

(Please turn to page 97) 
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154 DISCOUNT 


TO COMMEMORATE OUR 
70th ANNIVERSARY 









EBELING & REUSS COMPANY are pleased to offer a 15% discount on all merchan- 
dise (with the exception of the genuine “Hummel”’ figures and Kosta) for which we 






receive orders from the date of the appearance of this announcement to January 31st, 
inclusive, 1956. 








Such orders must authorize shipment before March Ist, 1956. If shipment of these 





discount orders should be delayed for any reason, the discount, of course, still ap- 






plies whenever shipment is made. 















This is our 70th anniversary bonus to YOU. We make this offer as a means of express- 
ing our appreciation of the loyal support and cooperation we have received from our 
many friends . . . support, we are gratefully aware, which has made this 70th anniver- 


sary possible. 


We respectfully request that this 15° discount shall NOT be reflected in your retail 
prices, as this is our birthday present to YOU. 


With sincere appreciation, 


EBELING & REUSS, Inc. 


“ay 


President 
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1986— The Enterprise is Launched, Here is the facade of Ebeling & Reuss’ first showroom at 440 Market Street, Philadelphia. 
Shown left to right are J. E. F. Zeh, Theo. Reuss, F. W. Ebeling, A. Hauer, E. Langbeck, J. Moller. This nostalgic photograph depicts the 
beginning of the thriving business which is the Ebeling & Reuss Company today. 


BBELING & REUSS CO. CELEBRATES 40 YEARS ov progress 


By Jerry Wesson 


The phrase “70 years ago’ slips lightly off the tongue. But, 
when one thinks of 70 years in terms of history, of great and 
momentous economic and social change, it becomes apparent 
this period actually bridges two different worlds differ- 


ent in taste, attitudes and pace of living. 


That any business organization was able suc cessfully to adapt 
itself to these differences, and to continue to supply the publix 
with merchandise to suit its changing needs and tastes at 
prices which have represented good value, is in itself the best 


proof of good management 


In 1886, when the firm of Zech, Ebeling & Reuss was founded, 
the West was a wild area into which only the hardiest of 


pionee s would venture, and several crackpot inventors were 


Advertising 





beginning to dream of hitching a gasoline engine, instead of 


4 horse, toa buggy. 


Since that time, America has experienced three major wars, 
two major depressions and a drastic dollar devaluation which 
cut the importers puré hasing power abroad, nearly in half. 
Generations have come and gone, each leaving ite trace of 
changing thought and taste. In spite of these cataclyems the 
firm of Ebeling & Reuss has experienced constant growth, and 
is now a flourishing part of America’s business still youth- 


ful and flexible in attitude, still amenable to further growth 


and change. 


The firm was born when J. E. Zeh, Frederick Ebeling and 
Theodore Reuss shook hands over a cup of coffee one summer 


Continued on Ebeling & Reuss, Page 6 
Ebeling & Reuss, Page 3 





, -— The World’s Most Fashionable Bone China — Salutes 


EBELING & REUSS CO. on their 70th Anniversary 


site 
ght Nin, 
BSS 
ENGLAND 


Founded |775 


Beautiful TUSCAN, English Fine Bone 
China, is representative of the best that 
England has to offer. Indicative of the 
extraordinary quality of this superb 
dinnerware is its bone content of 48.5%, 
giving TUSCAN its brilliant whiteness 
and translucence of body. Shown here 
are three patterns from this prestige 


‘ ollec tion 


Illustrated brochures on request 


MAYTIME. Gracefully presenting a spray of lily-of-the-valley, framed in natural 
foliage, in the center and on the border. Platinum decorated. 5 -piece place setting, 


$186.50, retail 


CHARM. Soft green leaves, buds and ferns highlight AVONDALE features a smart, two-tone gray-blue floral 
the simplicity of thie dignihed pattern, accented in coin and ecroll design, intersticed with gold, with half matte 
gold. In a contemporary coupe shape, 5-piece place gold handles and full gold foot on the cup. 5-piece 


setting, $21.50, retail. place setting, $22.00, retail. 


See this fine line during the Pittsburgh China and Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
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A Salutory Message 

“Were our founders, Baronet Anders 
Koskull and Georg Stael Von Hol 
stein, able to see the joining of Kosta 
one of the very oldest of Lurope 8 
manufactories of crystalware, and the 


organization ot } beling “~ Reuss ¢ i) 





one otf the finest of America s firms 


BON TON WHEAT BETTY GRACE 
(formerly, (formerly, they would be proud indeed 

Grace Wheat Grace Piain) } 
| feel myself entitled to congratulate 
VMiessrs. Hlenry and Robert bt.beling on 
the cia ASION oT! this 7Oth \nnis er#f#a;ry 
and to express my certainty that our 
| mutual efforts will enable us to vive 


our patrons, not only what they are 


~ gg 
expecting of us, but even more 


(auy Robert 





SYBIL CARLTON MONA MELODY BERNADETTE International Manavwer of 
formerly, (formerly Public Rel 
Sickan) Bernadotte) ublyv elations 


for the kK osta (,lassworks 






Famous Kosta Crystal from Sweden, with 
the clear, sweet ring and sparkling bril- 
liance that speaks eloquently of its superb 
quality. 


TAYLOR LONDON EKEBERGA MALMO 


All available in crystal only, except Bernadette, which is available in crystal, smoke, 
biue and green, and Maimo, which is available in crystal and smoke. 


Be sure to see Kosta Crystal at the Pittsburgh China & Glass Show, Fort Pitt Hotel, 
Empire Room — just off the lobby. 
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day in 1666. Mr. Zeh had been experi- 
encing dificulty in getting along with his 
partner in the frm of Zeh and Schenk, and 
was gled to make this new association. The 
hrm was established at 440 Market Street, 
Philadelphia, and business operations were 
begun. On the retirement of Mr. Zeh the 
firm became Ebeling & Reuss. 


In 1913 Theodore Reuss died and his son 
William Reuss became the partner of Fred- 


erick W. Ebeling. 


An interesting sidelight on this history was 
the dissolution of the firm of Herring & 
Jahn (likewise 
glass) upon America’s entry into World 


War I. 


glaseware, and the demand for these prod- 


importers of china and 


The source of German china and 


ucts, of course, immediately disappeared. 
The management of Herring & Jahn could 
see no alternative to the cessation of bus- 
iness. The management of Ebeling & Reuss, 
evincing the farsightedness and resource- 
fulness which have been the major factor 
in the firm's success, replaced their stock 
with domestic goods as the imported mer- 
chandise wae depleted. Also, the firm hired 
their own copperwheel engravers and cut 


domeatic lead « rystal 


Even in the face of a major World War, 
the firm continued to grow. It became ap- 
parent that the original warehouse and 
showrooms could no longer accommodate 
the thriving business, and more adequate 
space was rented at 504 Cuthbert Street, 


Philadelphia 


economic situation pre« ipitated by the war, 


In the face of the uncertain 


this was a move of great daring, justified 
only by the faith that management had in 


the goods they were offering. 


In 1916, the firm 
had grown to such proportions that a fur- 


ther 


This brought about a second, even more 


Their faith wae justified 


expansion of space was necessary. 


courageous move to 707 Chestnut Street, 


Philadelphia, a large building, containing | 


all of the facilities needed for the expansion 
into the firm's present size. The executive 
offices and Philadelphia showrooms are still 


housed in this building 


When America entered World War I, both 
Bob and Henry Ebeling volunteered for 
service with the Navy. Bob was imme- 
diately accepted and was assigned to duty 
as a radio operator as part of a complement 
of the armed guard aboard a merchant 
ship. Henry, after being temporarily re- 


jected pending minor surgery, was assigned 
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Orrecd OF ted PRES Oaew?T 


707 Chestnut Street 
Philadelohia 6, Pa. 


Dear “r. Ebeling: 


country. 


Robert W. Ebeling. 


WPM s pm 





“AMBER OF 
e+ $ovu 
. AGG. Pwisa * Oe 


CHAMBER OF COMMERCE 
of Sraater Philadelphia 


COwueect @ Giese 
"+ @FO40 ot eEE" 


i. Henry ©. Ebeling, President 
Ebeling % Reuss Company 


Ever since ite founding, the Chamber of Commerce of 
Greater Philadelphia has mde it its business to see 
that there is good business in our area, 
the Chamber constantly strives for a healthy economic 
climate for businessmen. 
might be termed "team-mate" pride that I congratulate 
your fine firm on its 70th anniversary. 


Those 70 years have been eventful in our city and our 
They have been years of prosperity, but they 
also have seen terrible wars and depressions. 
that the Ebeling & Reuss Co. has grow and prospered so 
greatly since 1886, is clear proof of fine planning, 

excellent management, and outstanding products. 
a tribute to the founders, Mr. Frederick Ebeling and 
Mr. Theodore Reuss, and to you and your brother, Mr, 


It is a pleasure and an honar to extend my congratu- 
lations to your company on reaching such a hale and 
hearty three score years and ten. 

































October 19, 1955 


To that end, 


It is therefore with what 


The fact 


It is 





President 








to the Great Lakes Naval Training Station 


near Chicago. 


Several years after the war came to an end, 
both young men became active in the bus 
1922 and Bob in 1926. 
Henry took over his father's territory: The 
With him, he brought his 


youthful vigor, dynamic energy and force- 


iness, Henry in 
middle west. 


ful selling methods. In his first year in the 
territory he brought in more business than 
the territory had yielded in all! the previous 
the young 


years. Buyers still speak of 


man's determination and enthusiasm. 


Bob took over the Southern territory where 
he set a new sales record. After that ac- 
complishment, he opened up the southwest 
and west coast territories where no Ebeling 
& Reuss salesman had ever penetrated be- 


fore. Thie wae grist to the mill. Both men 


Advertising 


are, and always have been, salesmen pri- 


marily. 


In 1927, Frederick W. Ebeling died and 


the partnership then became a corporation, 


| with William Reuss as President, and Henry 


| O. Ebeling as Vice President. 


The next evidence of courage and fore- 


sight was the opening of a handsome show- 


- room in the famous Empire State Building, 


New York, in 1932, at the bottom of the 


depression, with Bob in charge. 


At about this time, because of ill health, 
William Reuss retired. The Ebeling inter- 
ests purchased all the Reuss stock, and 
have been, since then, sole owners of the 
business with Henry Ebeling as President 
and Robert Ebeling as Vice President. 


Continued on Ebeling & Reuss, Page |5 















Jaeger of Bavaria congratulates EBELING & REUSS CO. 














BAvariA 
jotgensly 
Germany 
Founded 1897 


Illustrated brochures on request. 


Dinnerware by Jaeger of Bavaria, lovely in use, enduring in 
beauty, moderate in cost . . . possessing all the ingredients 
that have made Bavarian China so highly esteemed throughout 
the world. 





BEVERLY . The handsome new swirl shape, trimmed in platinum and deco 
rated with sprays of delicate rose blossoms and soft green leaves. Oversize 
dinner plate and footed cup with platinum topped handle. 5-piece place 
setting, $10.00 retail. 


See this fine line during the Pittsburgh China and Glass Show 
at the Fort Pitt Hotel, Empire Room——just off the lobby. 





BON TON . A lighthearted ribbon motif radiates from 


the center toward the platinum-rimmed edge. Ribbons 





are in tones of gray and pink. Cups are footed. 5-piece 
place setting, $12.00 retail 






CELESTE A white china body, graced with a leaf and flower 
motif in pink, green and grey. 5-piece place setting, $10.00 
Retail 








RAMBLER ROSE Resplendent with eprays of 


miniature roses. Added interest is the « ulp 







tured edge (ups are footed, with inside deco 








ration. 5 piece pla« e setting, $6.00 retail 
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SCHUMANN OF BAVARIA sends greetings to 


et Tee” 
tlac —/ime 


An Appealing New Decoration by Schumann 


utilized with great effectiveness on this group of giftware in Bavarian Porcelain. 


The graceful baroque edges on the plates and saucers are accented in gold and carried through in the baroque 


design on the teacup rim and handle. 
Here is a collection which speaks Hatteringly of a hostess’ good taste. Illustrated brochure on request. 


See this fine line during the Pittsburgh China and Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
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EBELING & REUSS CO. on their 70th Anniversary 



















A name of true distinction in Bavarian Chine, Schumann 
provides dinnerware of fine quality, brilliantly white in body, 
ranging in color from soft pastels to deep, rich tones, but 


moderately priced. 





PLATINUM ELEGANCE... Lustrous white china body ehYARig EMPRESS DRESDEN . Honored by being chosen for the 
Royal Court of the King of Saxony in Dresden in the 






with a graceful Baroque shape, emphasized with plati 
num. Cups are footed. 5-piece place setting, $13.00, F 


retail 


early eighties. Distinguished by its rich colors, and 

brilliant white, translucent body. 5-piece place setting, 
2 

a RC $14.50, retail, 

Slappa 


Founded |886! 


Illustrated brochures on request 





MOON ROSE Platinum embossing frames a magnificent CHALET .. . Charmingly quaint perforated borders and 
rose which has been eloquently detailed in warm shades of romantically delightful forget me-notse make this pattern «a 
gray. >-piece place setting, $14.00, retail connoisseur s prize. Flowers in soft tones of blue with con- 


trasting green leaves 


See this fine line during the Pittsburgh China and Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
Ebeling & Reuss, Page 9 






HEINRICH OF BAVARIA hails the 


Riviera Tea Plates in a gay, holiday mood. 


dp 
He@ 


Yessric 


Founded 1900 


Lach depicting in colorful, semi-abstract 
form, a scene from one of Italy's play- 


grounds. 


Made by Heinrich of Bavaria. Flawless, 


white porcelain, rimmed in coin gold. 


A collection of fine Bavarian tea ware 
by Heinrich, gloriously decorated with 
America’s favorite roses, reproduced by 
permission, from the original color lith- 
ographs which appear in the catalogs 
of the famous rose growers: Conard- 


Pyle, and Jackson and Perkins. 


Crimson Glory Eclipse 
F orty-Niner Radiance 
Picture Nocturne 


Peace Mission Bells 


(Plates and Teas Sold in sets of 8 
assorted only ) 


Leaflet on Request 


See these during the Pittsburgh China and Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
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Seventy Years’ Progress of EBELING & REUSS CO. 


Aristocratic, suitable for those of discriminating taste, dinnerware in the proud tradition of Bavaria's finest craftsmen. This is the hallmark of 
Heinrich & Co., famous for fine porcelain. 












BROOKSIDE, a nostalgix woodland motif of ferns and 


flowers in deli« ate pastel tones. Trim on edges and GOLDEN HARVEST the aristocrat of the Heinrich line! 
handles is rich coin gold. 5 piece place setting, $10.00, Handpainted in coin gold on artistic shapes 5 piece 
retail place setting, $21.00, retail. 


Hee 








GOLDEN CHESTNUT. a masterpiece in fine china. Hand FLAIR. a contemporary decoration borders the graceful 
painted chestnuts in gold with leaves toned in the vari dinner plate, executed in soft grey to harmonize with 
ous russets of autumn. Gracefully shaped in brilliant any color scheme. Trimmed in platinum. Footed cup 
white china. 5-piece place setting, $15.00, retail >-piece place setting. $12.50, retail 


See this dinnerware during the Pittsburgh China and Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
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THE TOP-FLIGHT PRODUCERS OF WEST GERMAN 
ON THEIR 


Superb examples of the glass blower's art, are these creations of hand blown full lead crystal. Note the excep- 
tionally graceful contours, the flowing lines which dramatize their simplicity, and the crisp brilliance of the 


crystal itself. Merely a few pieces selected at random from a truly exciting line. 


See this line of hand-blown crystal at the Pittsburgh China and 
Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
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GLASSWARE HONOR EBELING & REUSS 00. 







70th ANNIVERSARY 
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Full lead crystal, hand cut with the skillful precision accorded rare gems. Sparkling and brilliant, this crystal 
has the clear ring of a bell. Beautiful to behold and prideful to use, the complete line includes an almost 


unlimited variety of pieces for every decorative glassware use. 


See this line of hand-cut crystal during the Pittsburgh China and 
Glass Show at the Fort Pitt Hotel, Empire Room—just off the lobby. 
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Keramos of Vienna elicitates BBELING & REUSS (0. 


on their 70th Anniversary 
HIGH FIDELITY IN ARTWORK 


7 
ja nese eCramics 


Startlingly beautiful . . . dramatically un- 

usual, highly fashioned and glazed Viennese 
ceramics, displaying an artistry of shape and color made 
possible only by the employment of the most highly 
skilled craftsmanship and the finest of materials. 


Keramos of Vienna is destined to play an ever-increas- 
ingly important role in satisfying America’s taste for 
hiner fashions in home decoration. 


Shown here is a representative sampling of the line. 


See these splendid Viennese Ceramics during the Pittsburgh 
China and Glass Show at the Fort Pitt Hotel, Empire Room— 
just off the lobby. 
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In 1936 the New York Showroom was 
moved from the Empire State Building to 
its present location at 225 Fifth Avenue 
and another showroom was opened in the 


Merchandise Mart, Chicago. 


When World War Il again eliminated the 
sources of supply and the public demand 
for German china, merchandise was bought 
from Portugal and Mexico, and Henry 
made trips to Brazil. These lines were aug- 
mented with the products of California 


factories. 


Henry continues to head the buying oper 


ations of the business. His thinking is 
geared to selling merchandise and he never 
loses sight of the ultimate goal: producing 
merchandise which meets the needs of the 
buyer and suits the taste of the public 


Although 


men now operate in a supervisory capacity, 


merchandise which sells. both 
governing the activities of the large im- 


porting operation and a sales force of four 


ety. Shem Sa freer ; ae 7a " 
ote & | 


fell — eI 


A View of the Firm's Philadelphia Showroom 





New Yort Showroom 


i. ae oe 
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teen men and four showrooms, neither has 
ever lost touch with the retailer. They both 
attend the more important trade shows, 
maintaining personal touch with both the 


sales force and the retailer. 


A recent signihcant advance is the estab 
lishment of a warehouse in Pasadena, Cal 


ifornia. 


This warehouse, together with the ware 
house in Philadelphia, makes it possible for 
Ebeling & Reuss to provide efficient service 
at minimum freight rates throughout the 


country. 


Lach of the factories enjoying a lasting and 
profitable business relationship with Ebeling 
& Reuss Co 


salutations to the firm in this special 16 


offers its congratulations and 


page anniversary section. 


Each offers its own tribute to the excellent 
management, forward thinking and honest 
dealing of this fine American firm, anti 


ipating the further growth and increase of 


S27 
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Advertising 
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good will and proht making opportunity 
which have marked the company s history 


in the past. 


Within these pages, you have seen congrat 
ulatory messages from the makers of the 
world-famous Jaeger, Schumann and Hein 
rich Bavarian china, fine Tuscan English 


China, 


the exquisite Kosta crystal, West German 


Bone genuine “Hummel figures. 


glassware and the famous Keramos of 


Vienna. 


You are invited to see these outstanding 
lines at the Ebeling & Reuss showrooms in 
New York, Philadelphia, 


Angeles, or when their saleamen visit your 


Chicago, Los 


vicinity. 


The firet 1956 showing of these lines will 
be during the Pittsburgh China & Glaas 
Show at the Fort Pitt Hotel in the Empire 
Room, just off the lobby. Or, see the Ebeling 
& Reuss line in any one of their four per 


manent showroome—also when their sales 


man Vieite your city or vicinity 





Henry O. Ebeling, President, Robert W. Ebeling, Vice President 


Chicago Showroom 
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Sketch C (left): It’s always time for a party. This window suggests a few 


of the many possibilities, and groups the appropriate china, crystal and silver. 


DISPLAYS CONTINUED FROM PAGE 9% 


linens, flowers, candles and some dec- 
orative accessories are necessary to 
make your merchandise arrangements 
interesting and eye-catching. 

It is important to have some source 
so that these accessories will be avail- 
able in sufficient variety to guarantee 
an outstanding job. You can collect a 
good assortment of table cloths, doilies 
and napkins of various types, but it 
would be helpful if you could work 
with a linen shop to supplement your 
supply. You can collect an assortment 
of artificial flowers for table arrange- 
ments, but for really special occasions 
do try to have fresh flowers or grow- 
ing plants. Florists are often willing 
to cooperate in return for a credit line. 

A romantic atmosphere is created 
for the display of china and crystal 
patterns in Sketch A with the copy, 
“Here you'll find the pattern of your 
heart’s desire in fine china and crys- 
tal,” 

Shadow boxes with heart-shaped 
openings each display an arrangement 
of china pieces with a harmonizing 
crystal pattern. A place setting is 
arranged on a heart-shaped pad on the 
window floor and other china and 
crystal pieces are grouped around the 
shadow boxes. Small cut-out hearts 
are scattered across the background. 
Copy is lettered on a paper ribbon. 


ror DecempBpERr, 1955 


Sketch D (right): A new accent on elegant living has brought back the 


Color scheme can be red and white, 
but if this seems too strong a con- 
trast for your china patterns, it could 
be carried out smartly in black and 
white. The arrangement can be ex- 
panded or contracted according to the 
size of your window—-using as many 
or as few shadow boxes as space per- 
mits, 

Small wedding bells are suspended 
from the window ceiling around a 
panel featuring two ensemble group- 
ings of china, crystal and silver for 
display Sketch B. A number of the 
panel the 
background of your window if you 
wish to feature a wide selection of 


arrangements can form 


merchandise or one or two panels only 
can be shown. 

The new peg-board panels can be 
used for this display or solid panels 
of beaver-board covered in decorative 
paper or fabric can be arranged to 
hold the merchandise. Plate hangers 
will hold the china. A small shelf will 
probably be needed for the glassware. 
Flatware pieces can be wired to the 
panel or attached with clips. Small 
nosegays of bridal flowers scattered 
across the background add to the 
bridal atmosphere. 

“Let's Have a Party!” sets the theme 
for window C. Silhouette cut-outs of 
heads indicate the hostesses and hand- 


written notes of invitation suggest 


dining room with its accompanying elaborate table settings. 





various party possibilities —“Come for 
cocktails on Tuesday ... ,”’ “Dinner at 
seven, Friday the tenth.” China, crys 
tal and silver is grouped on elevations 
and on the window floor—some in 
place settings. 

For a really elaborate promotion, 
this idea could be stretched to several 
windows, each featuring a diflerent 
type of party with a complete table 
setting for each one. The silhouettes 
can be cut from black or dark-colored 
paper or cardboard. Real jewelry 
might be pinned to the silhouettes, The 
invitation notes should be short and 
easy to read, but authentic looking 
notes will get attention. Almost every- 
body likes to read other peoples’ mail! 

An architect's drawing and a blue- 
print of an attractive home pinned to 
the background in Sketch D suggest 
the need for new dining table appoint- 
ments for the new home. You can 
probably find a local architect or con- 
tractor who will be willing to lend you 
the picture and blueprint in return 
for a credit line in the window. 

If you have the space, several sets 
of pictures might be shown. Such ma- 
terial is sure to get attention from your 
home-making and home-building cus- 
tomers. If you wish to expand this 
idea, appropriate patterns for each of 
several different types of homes might 


be featured. 
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Glass & 
China 
Giftwares 


by MADELINE LOVE 





l this time of year, few retailers are devoting much 
time to thinking about 1956 sales. They are too 
busy with this last rich month of 1955 and the 

business which, unless all signs fail, will be the best in 
YeCa4rs, 

jut those same signs say that 1956 will find the public 
with even more money to spend, and more eager to 
spend it. Even the most cautious economists are talking 
in terms of “booms” and “high levels of prosperity,” 
and they expect next year to have the sort of financial 
climate which is best for the sale of luxury goods, 

What this means to the jeweler is obvious. He has 
just the type of merchandise which appeals most to the 
man (or woman) who has some extra money to spend 
And his store name adds prestige to the purchase of met 
chandise whi hy may he carried also by other stores in 
his community—such as china, glass and home acces- 
sories 

No jeweler can get this fine china and glassware busi- 
ness, however, unless he has the merchandise, and in 
spite of his preoccupation with holiday sales he should, 
lor the sake of future business, see to the replenishment 
of his stocks. He may make his best sale the day after 
Christmas, when gift money is burning a hole in the 
re ipient s por ket. 

Beyond that, though, is the selection of new designs 
for the coming year and for that, the jeweler is strongly 
urged to go to the triple china and glass show in Pitts. 
burgh. There, year after year, the majority of the manu 
facturers and importers display their newest and finest, 
providing the retailer with an invaluable chance to scan 
the market. 

The show is being held a little later than usual this 
vear, giving the retailer more time fot inventory. At 
the William Penn Hotel, the Glass and Pottery Exhibit, 
which is all-domestic, will run from January 11 to 18. 
and during the course of the show there will be two cock- 
tail parties for buyers—-on January 12 and January 16. 
Both importers and domestic manufacturers display their 
wares at the other two shows—the Keystone China and 
Glass Show at the Fort Pitt Hotel, and the Carlton House 
China, Glass and Gift Show. At the Keystone show, 
collee and doughnuts will be served every day in the 
Dutch Treat room on the mezzanine and a sample from 
each exhibitor will be on display there. There will be 
daily drawings for such prizes as a 19-day trip to the 


Panama Canal Zone, and plans are being made for free 


Pe 








cab service from other hotels to the Fort Pitt. The Key- 
stone show runs from January 10 to 18 and the Carlton 


House show from January 10 to 17 


F rd al 


AJEXT year will find two well-known import houses 
observing long-term anniversaries of their found. 
ing. One of these is the Ebeling & Reuss Co., of Phila 
delphia, which was established 70 years ago and is still 
operated by the Ebeling sons, Henry O. Ebeling, presi- 
dent, and Robert W. Ebeling, vice president. The othe: 
firm is the George Borgfeldt Corp., of New York, which 
was founded 75 years ago. Fred Kolb, chairman of the 
board, has been with the company for 70 of those years 


. * * 


(Queen 
Elizabeth 
Turns 
Basalt 


Bowl 





( ULEN ELIZABETH IL of England is shown here 
) trying her hand at “turning” a black basalt bowl 
and applying a leaf design, during her recent visit to the 
Josiah Wedgwood potteries at Barlaston. Accompanied 
by the Duke of Edinburgh, the Queen made a complete 
tour of the pottery and later was presented with a tea 
service in the “Appledore” pattern of bone china, and a 
pair of black and white jasper vases. The Duke was 
given cuff links with black basalt intaglios. The interest 
of the royal family in Wedgwood dates back to 1765, 
when Queen Charlotte gave the pottery her patronage. 


REALIGNMENT in top level management has been 

effected by W. T. Copeland & Sons, Inc., of Stoke- 
on-Trent, England, manufacturers of Spode bone china 
and earthenware. The step was taken to transfer greater 
responsibility to younger directors and it places R. 
Spencer Copeland in the position of managing director, 
taking the place of A. Gresham Copeland and A. E. 
Hewitt, who have been joint managing directors. Ronald 


(Please turn to page 116) 


THE JEWELERS’ CIRCULAR-KEYSTONE 





Robert S. Adams, Vice President of Towle Silversmiths, says : 


“In House Beautiful our material 





is reproduced the way we hope to see it” 


Any advertiser will recognize that silverware 
presents special problems in reproduction. And, 
as with so many products, effective visual pres- 
entation is a major selling factor. 


“Sterling flatware is a difhcult subjeci to repro- 
duce. We spend considerable time, effort and 
money on our art preparation. We find that in 
House BEAUTIFUL our material is reproduced 
the way we hope to see it.” But this is only one 
of several reasons for Towle’s 18 years of pro- 
ductive advertising in House BEAUTIFUL. 


“House BEAUTIFUL consistently meets the ad- 
vertising requirements of our product. The 
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magazine itself creates an atmosphere for Towle 
advertising. The families reached by Houwss 
sSEAUTIFUL are not only interested in our kind 
of product, but also are able to buy it. Further 
more, its a big advantage for us to reach so 
many of our fine retailers at the same time.” 


To tell your product story in the most effective 
way to your most interested customers plan to 
use House BEAUTIFUL, the magazine that sells 
both sides of the counter 


For a copy of Mr. Adams’ letter, write The 
Advertising Director, House BeautTiruL Maga. 
zine, 572 Madison Avenue, New York 22. 


j | WIN heaniful 
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Left—-New “Regency” pattern in Royal 
Crown Derby bone china from England hae 
hand-applied gold trim; carried in open 
stock, 5-pe. setting retails for $21. 

From Edward Boote, Inc., of New York. 


Right—Hand-blown crystal cordial set, 
made by Strombergshyttan in Sweden has 
disc-shaped bases and stopper; 7-piece 
set may be retailed for $18. Distributed 


by R. F. Brodegaard & Co., Inc., New York 


Left-——‘Palladina” pattern in Franconia 
china shows simple elegance in tiny flow 
ers in platinum panels accented with plat. 
inum bands; 5-pe setting $13.95 retail. 
Irom Herman C. Kupper, Inc., New York 


Right“ Arabesque,” styling reminiscent 
of 12th Century artistry done in black 
and gold for modern tables by C. M. Hut- 
schenreuther; 5-pe. setting $12.95 retail. 
Sold by China Fashions, Inc., New York 


Left—A single pale pink rose with pink- 
tinged gray leaves on pure white French 
china with scalloped rim in gold; 5-pe. 
place setting may be retailed at $16.75. 


From Haviland & Co., Inc., of New York. 


Right—Piece from new line of Coalport 
bone china floral groups ranging from 
miniatures to more than 6” and retailing 
from $2.25 to $20.50. Color catalogue 
available from Camden Hall, Inc., N. Y. 





able top fashions .. . 
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Lejt—*“Caveaux’—hand-executed clusters 
of grapes in raised gold against rim of 
rich cobalt blue; 5-pe. setting $59.50 
retail. One of the Studio Originals by 
Castleton China, Inc., New Castle, Pa. 


Right—-New silverplated “frying pan” with 
walnut-colored handle, holds 6 rolypoly 
cordial glasses; it retails at about $10, 
may also be used to serve candy or nuts. 
From National Silver Co., of New York. 


Left—New oval shape in Bavarian china 

by Lorenz Hutschenreuther is made in both 
tableware and fancy pieces hand-painted 

in jet black against pure white. Sold 

by Paul A. Straub & Co., Inc., New York. 


Right—By Vicki Lindstrand, this 11” oval 
vase in heavy Kosta crystal with spot of 
green in base and copper wheel engraving, 
“Biggest Story Ever Told.” It retails at 
$90. From Ebeling & Reuss Co., Phila. 


Left—“Canterbury” set—covered supper 
set in Spode's blue or pink “Tower” has 
tureen and 4 side dishes on mahogany Lazy 


Susan: 20” wide. it may retail at $132. 


From Copeland & Thompson, Inc., New York. 


Right—Six different groups of spring 
flowers make up new “Primavera” design 
in Ginori china from Italy on half-coupe 
Cinzi shape; 5-pc. setting $12.75 retail. 
From Fisher, Bruce & Co., Philadelphia. 


and home accessories. 
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This unique store, 
devoted exclusively 
to china, crystal, 
silverware and 
gilts, encourages 
customers to pick up 
and handle items 
1s they browse. 
Vothing is under 
glass; every piece 
of merchandise ts 


within easy reach. 








Selt- S eye es CEC SELLS CHINA 


® Taking his cue from the remark- 
able success of today's supermarkets. 
jeweler Paul R. Deters is featuring 
self-service in his new china and 
gifts shop at 1611 S. Kentucky Ave.. 
Evansville, Ind. 

Nothing in the shop is under glass 
and every piece of merchandise is 
within easy reach of the customer. 
Despite the fragility of the china and 
crystal on display, there are none of 
the usual signs warning customers 
against handling the pieces. On the 


contrary, they are encouraged to 


browse casually through the store. 
picking up pieces here and there for 
closer examination. If they have 
questions about patterns of prices, 
they have only to call upon one of 

the sales staff for assistance 
The unique shop is really an out. 
growth of Deters’ Jewelry store at 
213 Main St. Deters found that his 
store did not have enough space to 
display more than a limited amount 
of china and gift items properly. The 
answer was to open a second shop. 
devoted exclusively to china. crystal. 
(PLEASE TURN TO PAGE 104 
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Gloria Sunnyvale Turquolse 


\ CASTLETON ee 


ibs Show COME SEE AND HEAR ABOUT THEM 
While at the AT THE PITTSBURGH SHOW! 


Shell Pink 





Pian 4 Trip to See i Tuesday, January 10th through Tuesday, January 17th 
Castleton China made in Suite 417 + Carlton House 
new Castle, F% in the 
| _— Syite 417 | American Fine China Guild Exhibit 
4 Inquire at ‘ 


= eee Cid consumer-tested, consumer- -preferred patterns! 


deliveries ever, with Castleton’s new production control plan! 


a : 
WL] 2 advertising, merchandising and sales helps! 


* The finest 


® CASTLETON Zain 


PO. BOX 120. NEW CASTLE. PENNSYLVANIA 








MEMBER AMERICAN FINE CHINA GUILD 
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An attractive bridal 
table, set with a variety 
ol china and crystal in 

pleasing combinations, is 
a top customer attraction 
at Deter's jewelry store, 
Lvansville, Ind. where 


self-service prevails, 





continued from page 102 


silverware and gift items, Partner in 
the new venture is k. L. Kanady, 
former manager of a retail store in 
town, Kanady is currently managing 
the new china and gifts shop. 

At the rear of the shop are two 
tables, providing a homelike touch 
for the displays of china, crystal and 
silverware, Both tables are covered 
with a metallic cloth—one pink and 
the other white. Each table has a 


different place setting at each place, 


with the centerpiece and other deco- 
rations harmonizing with the com- 
bination of settings. Extra pieces, 
such as a silver-edged ash _ tray, 
silver pitcher or bon bon dish, are 
also exhibited on the tables. 

At each place setting is a bridal 
registration card, which includes the 
name of the patterns and the manu- 
facturer, and the name of the young 
lady who selected them. If the custo- 


(Please turn to page 119) 
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The moat 


Versatile dinnerware 
HLL 


j ou the markel { 
Ca deisel 
SAUCES > SYRUP 


GRAVIES ¢ CANDIES 
NUTMEATS @ JAMS & 
JELLIES ¢ FLOWERS 
PLANTS ¢ GROWING BULBS 



























CELERY DISH 
ENTREES © HORS 
D'OEUVRES © CANAPES 
SWEETMEATS @ RELISHES 
PLANTS & BULBS 










VINEGAR CRUET 
OIL e FRENCH DRESSING e 


Bey fat. ii i i 
20 Bile ae 
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WINE & DEMITASSE CARAFE 








Once in a blue moon, a design is created that surpasses itself in 
perfection, stands head and shoulders above the crowd. 

and is established by the consumer as a new criterion in truly fine 
design. In short, Eva Zeisel’s HALLCRAFT shapes have been 

lauded by professionals — wholeheartedly accepted by the consumer 
(statistics prove uncontested leadership in sales)! 

REASONS? A completely new concept in modern design that fits 
perfectly into modern day living by virtue of deft blending with all 
periods of decor, HALLCRAFT offers more complete satisfaction to 
PLATTER more divergent tastes — true VERSATILITY in multiple use. 

ROASTS @ FOWL Every piece of HALLCRAFT adapts itself to MORE THAN JUST ONE 
SEAFOOD © SANDWICHES SINGLE USE (some number more than a dozen)... a dinnerware 
LAYER CAKES line that miraculously becomes a complete individual-item 

SERVING TRAY © BUFFET giftwares line: a boon to both consumer and retailer! 

OPEN VEGETAGLE 83 Nigh fired double-giaze' All-white, solid colors and a wide 
TOSSED SALADS ¢ FRUIT selection of striking patterns! 


en ——— @ WRITE FOR ILLUSTRATED LITERATURE, PRICE LISTS, 
SALES AIDS & COMPLETE DETAILS! 


AT THE PITTSBURGH SHOW 
JANUARY 10-18 © WILLIAM PENN HOTEL @ ROOM 499-F 


MIDHURST CHINA CO. 


ss 129 FIFTH AVENUE » NEW YORK 3, N.Y. © OR 4-3696 


205 W. WACKER DR. « RM. 2017 « CHICAGO 6, ILL. « DE 2-2302 


GRAVY BOAT 
CANDIES ¢ NUTMEATS 
SAUCES @ FLOWERS 
IVY PLANTER 

KNITTING YARN HOLDER 
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Keeping Pace with Progress 
(Krom page 94) 
bargain days to dispose of shelf-warmers in the china 
department Instead, slow moving items are cleared at 
irregular intervals through newspaper advertisements, 

[he stores new china and crystal department, a 
MK) x 100 foot room, has no windows, Consequently, vir- 
tually all the wall space is given over to display. Cases 
at each end of the long room are used for crystal and 
glassware; those along the walls display china. On the 
mahogany display tables in front of the end wall cases 
Virs. Wright has substituted for conventional table set- 
lings plast i frames that hold all the pieces for one set- 
ting. This method permits her to place up to 18 sets 
of china on a long table-——one place of each—-instead of 
using the entire table for one pattern. 

Vore conventional is Hertzberg’s “silver room” win. 
dow facing bast Houston St., giving a full view of the 
pearl and white room and its large table, displaying 
silverware carried in this department \ half dozen 
other display windows open on St, Marys St., and one 
of these always is built around a display of china. 

lhe china and crystal manages keeps 90-100 different 
china designs on hand always, so that buying is a con 
Linuing process She attempts to keep enough of a stock 
on hand to fill any need, but occasionally, a customer 
who needs a replacement from one of Hertzberg’s many 
imported lines, may patiently wait up to a year, 


Vrice range for china in this store is from about $6 








- PAUL A. 


If} Kast 26th Street 





Mrs. Wright points out, “where 


most of the firms carrying china and crystal leave off. 


to $40, “starting in,” 


We find this pays—-when people want fine china, they 
know it can be found here.” 

suilding up this kind of reputation in a community 
has been a continuing process of hard work for Hertz- 
berg’ s. Only by keeping in force the basic policy of con 
stant improvement and maintenance of high merchan 
dise standards has the store been able to keep pace with 
the growth of San Antonio as a city and with the 
demands of its citizens for the kind of home furnishings 


that come only from the jeweler’s. 


‘Good Timing’ by Jeweler Promotes 
Silver Trays for Holidays 

Knowing that the desire for more lavish table displays 
reaches its pinnacle at Thanksgiving and Christmas, a 
jeweler in Phoenix, Arizona, is using this pre-holiday 
period for special promotions of silver service trays 

|. Rosenzweig & Sons, 35 N. Ist St.. has filled his 
store windows with eight different styles of the fashion 
able trays. Six other types of trays are displayed inside 
the store, 

Literature in the window points up the tact that the 
trays may be obtained through a layaway plan for the 
holiday purchase, Additional interest is added to the 
display through the use of other sterling hollowware. A 
background of bright green silk provides a_ pleasing 


contrast to the lustre of the hollowware. 








a 4 " Popular 


SUMMERTIME 
and 
OLD COTTAGE CHINTZ 


decorations 
By 
Royal Winton 
are now available 
in complete 
Dinnerware and 
Fancy Goods from 
our New York Stock 


Both patterns 
distributed exclusivels 


by us. 


PITTSBURGH SHOW 
jan. 10-17th 
Carlton House 

Room 817 


STRAUB & CO.. Ine. 


New York 10. N. ¥. 


Los Angeles Showroom: Brack Shops, 527 West 7th Street 
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Stemware Specialty Brings Jeweler 
More Business Throughout Store 





Stemware and glass gift items were the starting point for the 
overall jewelry business Ralph Cunningham has built up in a 
Denver area several miles from downtown competition. Custom- 
ers are encouraged to roam at will and inspect the merchandise 


By building his reputation as a specialist in stemware 
Denver jeweler Ralph Cunningham also was able to in 
crease his sales in other departments of his store. 

When he opened shop at 4918 Last Colfax Avenue 
19 blocks out of the downtown district, Cunningham 
knew that the large center-city jewelers had tied up lead 
ing lines of open stock dinnerware, but that this situation 
did not exist in glassware. 

The jeweler uses two radio spot announcements daily 
to call brides’ attention to his erystal department and 
sponsors the broadcast of a popular local orchestra five 
nights weekly. His direct telephone discussions with girls 
whose engagements have been announced have empha 
sized one thing—Cunningham’s selection of stemware. 

“There is no department in the store that has not 
benefited from the stemware promotion,” he says. “We 
sell clocks, radios, costume jewelry, silverware and othe 
items to customers who were originally attracted by the 
stemware promotion, - 

Cunningham encourages increased sales of impulse 
buying by putting his entire line on open display and 
encouraging customers to pick up and examine any item. 
Many of his customers are older women who came to 
replenish their crystal sets and stayed to purchase a 
complete selection of a new pattern. 

His corollary gift lines now occupy one-third of his 
wall space. By grouping them as “Gifts for the Bride” 
in varied price categories, Cunningham has found that 
they too attract shoppers who came in originally in re 


sponse to his stemware promotion, 


Fall Festival Twist 
When merchants held a Fall Festival at Stanley. la. 
in the school auditorium, they also arranged for an edu. 
cational and music program. Teachers were in their 


classrooms at certain hours Lo talk with any parents, 
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“Regal” 
by 


HEINRICH 
& 


“Harmony” 


cutting 


[EW so be 6 os 


“Regal” pattern by Heinrich & Co. of 
Bavaria, a border of tiny diamond shapes 
in gold and gray with mat gold edge line 
on the coupe shape. 


5 pe. Setting: App. $12.50, Retail 


“Harmony” design in cut eryetal from Cres 

many, with polished-cut stem and punties 

and cross-hatch pattern in a@ gray cutting 
ipp. $15 a doz. Retail 


These and a complete line of other imports 
at the Pittsburgh Show—Fort Pitt Hotel. 
Rooms 342, 343, 344 


and lines of American glassware at William 
Penn Hotel, 17th floor. 
Booths 6, 7, 8. 


GEO. BORGFELDT 
CORPORATION 


18841-1956 


Our 75th Anniversary Y ear 


44-60 £. 2380 ST., NEW YORK 10, N.Y 


712 S$. Olive St. (Merch Mart.) “4 York 
Los Angeles, Calif Toronto, Ont, Canada 
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very Purchase Is Gift Wrapped 
As Part of Service Program 





Gift-wrapping isn't limited to the Christmas season at La Pointe’s 
jewelry store in Putnam, Conn. Policy is to wrap every item 
attractively, throughout the year. 


Christmas gift wrapping is routine in just about every 


jewelry store, but at La Pointe’s, 10 Pomfret St., Putnam, 


Conn., the wrapping service goes considerably farther 
every item sold is gift-wrapped, whether the price is $1] 
or $100, whether the sale is made during the summer 
doldrums or at Christmas, 

Jeweler La Pointe decided on universal gift-wrapping 
as part of an overall program of customer service. 


During his decade in business, service has helped him 

















» Of course your customers know 
and respect the Haviland reputa- 
tion. And when they can get 
Haviland quality and elegance at 
Haviland’s truly modest prices — 
you've got a winner. 

See the whole exciting and saleable 
Haviland collection at the Show in 


SUITE 412-413 


CARLTON 
HOUSE 


PITTSBURGH 


Haviland 


AnD COMPANY 
270 Park Avenue, New York, N. Y. 




























build his sales to the pot that he was able to open an 
additional store. 

His extra-curricular activities include designing and 
manufacturing cuff links, earrings, bracelets and other 
pieces, to customers’ orders, La Pointe hand-engraves 
jewelry, and promotes his store by giving 10-karat gold 
rings to babies born in the local hospital, and presenting 
gifts to all graduates of the Putnam High school. 

La Pointe’s advertising budget is respectably large. 
One of the promotion methods he relies on most heavily 
is letters to his customers, as personal as possible, invit- 
ing them in before sales are generally advertised and 


offering them additional services. 


Old King Cole 


There is no doubt but what Old King Cole and his 
fiddlers three would have had a royal welcome if there 
had been a Stoughton, Wis., in their day. This city this 
year staged its 27th annual fiddlers Contest which at- 
tracted scores of musicians from a wide radius, as well 
as a large audience. The fiddlers paraded the streets, 
then retired to a shady park where they played “Turkey 
in The Straw” and other American favorites. The audi- 
ence couldn't restrain itself and started wearing out 


shoe leather ori the sudeu alks and sireets. 


aviland... 


heritage china —at intelligent prices 
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South Carolina Engraver Offers to offer just about any style or design the customer may 
‘Up-to-Date’ Chart a a : : : | 

Mr. Schultze will forward a copy of his chart to any 

Because he felt that jewelers should have an up-to-date ‘eweler requesting one. His price list, covering charges 

engraving chart which would meet their current needs. on watches and jewelry, hollowware, single pieces ol 

engraver Richard F. Schultze, 77 Wentworth St.. Charles- flatware and complete place settings, is also available. 

ton, South Carolina, recently prepared a new chart fo: The charges are based on the going rate in the Charles- 

distribution to jewelers in the Charleston area. ton area and Mr. Schultze suggests that they be modified 


The new chart includes a wide varietv of stvles, in- for use in other areas 


, out it rrr en 4! , - . . . 
iit a at AL I'wo-Page Ad Gives Highlights Of 
iL) > This © ; 
: , . } ve e r : 
Qe Wath) Ais, } Firm’s 124-Year History 
oo . 
'y rr} . . > ; : . . 
A, r" up-to-date Kendrick’s jewelry, 330 W. Chestnut St., Louisville, 
- ¥ { > "s 2 Kentucky, recently ran a two-page advertisement in the 
2 9 BAB yA : ene Louisville Courier-Journal magazine which gave the high 
, , 4 rd . . . : . ‘ ‘ 
Wo” 3 lights of the firm’s 124 years of business in Louisville. 
2 ( chart is . 
a ne ‘s “Four Generations of Kendricks have served Growing 
, 6 409 J ; s* . ’ 
tied cor | D Kentuckiana,” ran the headline. Copy told of the growth 
i) 4» “ as available . é ; ; 
"2 of the firm. from its humble beginning in 1832, to the 
. < . , ; 
ba 4p Be 4 ¥v < upon newlv-established store at 691 S. Fourth St.. in Louis- 
» ” ville. Various departments of the new store are shown 
sal / . . : : 
REVERE RI GEL DU HP RE UY > request. in six photographs. An old woodcut of the original 
store served to give an historic flavoring to the ad, 

The ad closed with these words: “A proud name in 
cluding Script, Old linglish, Solid Block, Scroll, Roman, Kentuckiana history .. . a distinguished name in the 
Ornate Drop Block, French Leaf, Shade Old English. jewelry business . . . Kendricks eagerly looks forward to 
Shade Block, Shield Cryptogram, Ornate Point Block. this new opportunity to offer the families of this com 
Crests, kmblems, etc. With it. the retail jeweler is able munity the finest in jewelry selections.” 

——— =—— . —— 





FRANCONIA CHINA 


TRADITIONAL + TRANSITIONAL * CONTEMPORARY 











Companion Crystal 


Stemware styled to match Franconia China patterns 


PRE-TESTED patterns for your protection 

NATIONALLY ADVERTISED in House Beautiful, Living for Young 

Homemakers, Seventeen, New Yorker, Gourmet, Bride's Magazine, 

Modern Bride, Guide for the Bride 

@ EDITORIAL COVERAGE with photographic displays in all above pub 
lications 

@ SALES AIDS: Reprints of national ads mounted on easel placards for 
counter display, newspaper mats and iilustrated literature available 

@ PROMPT DELIVERY with all orders special requests are 

always honored! 


> AT THE PITTSBURGH SHOW—January 10-17—Cariton House—Room 808 





ABOVE LEFT: ‘Birch Blossom 

A soft blending of natural tints with pale yellows and greens pre 
dominating Pure white translucent porceiain in @ Coupe shape with 
Platinum trim. 5-pc. Place Setting with 10°’ dinner plate: $8.95 
LOWER LEFT: *Palladina 

Dainty dlossoms reserved in Platinum panels and accented with Plat 

num bands fo create a gadroon border of exceptional beauty on pure 
white translucent porcelain. 5-pc. Place Setting with 10% dinner 
plate: $13.95 

RIGHT: ‘VIGNETTE 

Delicate tones of soft blue and pale yellow on pure while, translucent 
porcelain in a coupe shape trimmed with bands of Platinum. 5-pe 
Place Setting with 10%2°° dinner plate: $9.95 

“Vignette’’ stemware in Companion Crystal in handcutting to match 
dinnerware. Available in 7 sizes: Goblet, Wine, Cocktail, Sherbet, 
Cordial, Fruit Juice and iced Tea priced to retail at $1.75 per piece 


@ All prices are Retail and are slightly higher South & West 


@ All F.0.B. NYC. 
HERMAN C. KUPPER, INC. Newyork oN Y 
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Revered DPMtibiilil dticisiaé meh gil ae: 
treasured by discriminating dealers 

( oalport prestige has been an unsurpassed 
emblem of quality since 1750 


BONE CHINA FLOWERS 
With characteristic fidelity to nature 
DU te ee eS irliliilieme) Mi Ger listlam@ee (ellelel: 


now available 


n every size and style. Send for price list 


Prompt delivery trom New York warchouse 


tie 


Oalport A Royal ( auldon 
New York |. N. ¥ 


Representatives 


CAMDEN HALL, 


{ 5 ium f 


Avenue 


\] i] A ; i ' 
THMWEAT W hi 
WeS!] mM colt ." 


Sf 3 


Marks «3 : ri ray SJ 






Booth £26, Keystone Show, Port Pitt Hotel—Jan. 10-18 
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Hearing Aid Sales, Service, Bring 
New Customers to R. I. Firm 


Hearing aids, an almost unheard-of line in many 
jewelry stores, have been an increasingly significant 


SOUTCEe ol prohit for Tilden-Thurbet Corp.. Providence 
and Newport (R.1.) jewelers. 

Since the department was established 12 years ago, it 
has grown with the impetus of regular advertising and 
the constant flow of new promotion ideas, In particular, 
a regular newspaper advertising schedule (the ads almost 
always run on the radio-television page), has more than 
doubled the sale of hearing aids and accessories during 
the past five years. 

lilden-Thurber cites two reasons for using the radio- 
readers read the 


TN 


listings, and awareness of hearing handicaps becomes 


page-—most newspapel! program 
acute at listening time. 


\ promotion-minded management has initiated a 
number of plans to attract new hearing aid customers 
and to bring back old ones for repairs, service and parts 
for their instruments. 

Service is a top business-building factor for Tilden- 
The to 


customer whose hearing aid must go back to the factory, 


Phurber. firm will lend an _ instrument any 
will go anywhere in Khode Island and nearby Massa- 


chusetts for demonstrations and will deliver all orders 
the day after they are received, 

“We believe we cannot afford to neglect any opportu- 
nity to make satished customers, regardless of where they 
live,’ explains Armand L. Lanoie, department operator. 
“very prospect is a source of immediate business plus 
a source of potential future business through his recom- 
mendations to his friends.” 

Seven years ago Lanoie started a Battery Club. More 
than LOO members have signed for a month’s supply of 
batteries, to be delivered the first of each month. Such 
to 
vet more hearing aid customers into the habit of turning 


to Tilden-Thurber for all thei 


promotions have been successful in their one goal 


instrument needs. 

The store's advertising takes advantage of seasonal 
appeals, This time of year, the appropriateness of hear- 
ing aids as Christmas gifts is emphasized, with a 10-day 
trial offer one of the most convincing selling points. 
The sale of nearly two dozen hearing devices in the 10- 
day pre-Christmas period last year was just one more 
prool to the store management that this, as well as 


other extra lines. was a source of additional store profit. 


They Go All-Out 


The annual harvest round-up and fall bargain event 
held at Hampton, la., always thrills spectators. On the 
opening day last yea? merchants dressed as oddly as the 
lau permitted. Clothing displays were hung outdoors, 
merchandise displayed along the sidewalk curb, there 
were old car parades, boxing matches, dancing, a chorus 
and fireworks displays. Riding horses were also shown 
in a rural contest, and four marching bands livened 


things up with old-time music. 
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Test Certificate Reassures Customer 
He Gets His Diamond Back 


How can a customer be sure in his own mind that 
when he has a diamond reset, he is getting his original 
stone back? 

Jeweler and gemologist Samuel S. Finchley, 204 N. 
Main St., East Rochester, N. Y., knew this question 
sometimes arose and outlined a 5-point test, the results 
of which may be inscribed on a suitable certificate, to 
reassure the customer. 

Some of the tests are: 

1. Test for the presence of fluorescence, a change of 


color under a special ultra-violet light. 


tN 


. Make a micrograph (exact drawing) of the dia- 
mond, seen under 30x or 60x magnification, under 
dark-field illumination, with a _ binocular gem 
microscope. 

3. Include a micrograph of the shape of the bottom 
facet of the diamond. 

1. Chart exactly the diamond’s body color, compared 
with American Gem Society five master diamonds. 

». Moe-gauge, Leveridge-gauge or specific gravity 


halance test also should be made. 


Jeweler Boosts Local Baseball Team 

Schindler's jewelry,,322 Fourth St., Sioux City, lowa, 
created a considerable amount of good will for itself 
last summer with a unique advertisement which urged 
support of the local professional baseball team. 

In a full-page ad in the local newspaper, the firm 
boosted the local team, the Sioux City “Soos.” in the 
Western League. A 6-column photograph of the team 
was the highlight of the ad. Below were individual 
photographs of the team’s president, manager and publi 
relations director. A number of clever sketches added 
a lively touch to the page. 

‘Meet the Soos-—-Your Own Western League Ball 
Team” . “See the Soos in Action” . “Know the 
SOOS, read the headlines. s hindler’s offered two season 
box seats free to each person who came into the store 
to register. It also offered “Soos Booster League” base- 
ball caps to youngsters at only 69¢. 

The only merchandise mentioned in the ad was an 


electric shaver being promoted for Father’s Day. 


Deep Attraction 


Would you stop on your vacation to see the world’s 
largest hand-dug well? Some people did. Eighty thou- 
sand tourists stopped at Greensburg, Kan. (pop. 1732). 
The town expects 100,000 persons to stop this year. This 
well, dug by the Santa Fe Railroad in 1887, is 109 feet 
deep and 32 feet wide. The Greensburg Chamber of 
Commerce sensed that it was a potential trade builder, 
beautified it with a glass top and shelter and with some 


attractive signs hegan to pull the visitors in. 
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JEWELERS EVERYWHERE! 


COME TO PITTSBURGH 
JANUARY 11 THRU 18 


In Hotel William Penn from 
Wednesday, January | Ith, thru 
Wednesday, January | 8th, 


America's Leading Producers of 


CHINA, GLASSWARE, POTTERY 
and TABLE ACCESSORIES 


will display the new wares for 
1956. This is the largest exhibit of 
American wares under one roof. 
The January show will be the 77th 
Annual Exhibit in Pittsburgh. The 
range of offerings will be wide 


and at every price level. 


NOTE: The Pittsburgh Exhibit will en- 
tertain buyers and merchandisers at 
Cocktail Parties on Thursday, January 
12th, and on Monday, January | 6th 
in Hotel William Penn. Your identifi- 
cation badge will be your free ticket. 


PITTSBURGH GLASS 
and POTTERY EXHIBIT 


January 11 thru 18 





ASSOCIATED GLASS AND POTTERY MFRS. 
BOX 227 KNOX, PA 
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THE BIG SURPRISE... . 








Our New Decorated China .. . 


Imported from Bavaria 


Fraser's is more than proud to introduce its 
extraordinarily fine line of decorated ALPINE 
high-fired porcelain. 


Nord (shown here) is only one of many unusual 
designs available on this handsomely shaped 
china—scratch-resistant and capable of with- 
standing tremendous heat-shock. 


But The Big Surprise is in the price you pay 
for the 5-piece place setting which retails at 
$7.95. When you discover the profit margin, 
you'll really applaud. 


* 
Be sure to see Fraser's full and coordinated line of 
exciting, exclusive table appointments: Stainless Stee! 


Hollowware from Germany and Sweden; Stainless Stee! 
Flatware from Denmark, Italy and Germany; Hand 
blown Crystal from Germany and Italy; and our new 
line of decorated ALPINE China all of them con 
temporary in spirit, unsurpassed in quality and proven 
in sales appeal 


THE CARLTON HOUSE CHINA, GLASS & POTTERY SHOW 
Room 734, Pittsburgh, Jen. 10-17 


THE SOUTHEASTERN CHINA, GLASS & GIFT SHOW 
represented by Howells and Messengele 

Atiante Municipal Auditorium, Booth 93, Atianta, Ge. 
Jan. 15-18 


THE CALIFORNIA GIFT SHOW 
Room 602, Alexandria Hotel, Los Angeles, Jan. 22-27 








ER'S 
EUROPE 


3309 Adeline St. 
Berkeley 3, Call. 


FRAS 


AMERICA 


225 Fifth Ave., Rm. 929 
New York City 10 















































Selling by the Book 


(From page OV) 


When a notebook, for example, shows that a custome: 


indicated a desire to have “something like this ring, 


only in a different mounting,” it only takes a telephone 
call to bring about a sale. Often times, the notebooks 


like one of 
telephone call to the 


show that a wife remarked that “I'd certainls 


those sometime.” Again, a single 
husband can mean a sale. 

Mace s has found that such suggestions by salesmen 
are greatly appreciated by customers because they take 
of gift 


oul v 
buying. The store also considers it an excellent method 


some olf the wear and tear and uncertainty 
of directing the customer's dollar, which might be headed 
for the purchase of a non-jewelry item, back into the 
jewelry field, 

In line with this, Mace’s finds that its stock of electri 
housewares is an excellent method of bringing customers 
into the store. Some find it convenient to buy such items 
at Mace's because of their charge accounts, Others feel 
that buying such items in a jewelry store adds to thei: 
In both the 


profit for the store. 


value as gilts. Cases, result is additional 

To help keep its personal touch constantly alive, Mace’s 
uses a number of direct mail promotions, One of these 
is its annual offer of a $5 cultured pearl free to each 
customer who brings in the card mailed to him. The 
most recent mailing had a return of better than 50 per 
cent, and also brought numerous requests from area 
residents who failed to receive cards, This promotion 
meant a boost in sales of pearls, mountings and co- 
ordinated items, an enlargement of the mailing list and 
increased customer interest in the store, 

Such promotions are part of a selling program de- 
signed to keep customers jewelry-conscious, convenience- 
The helieve 

talk Vace's 


personalized service, the more new customers can be 


CONSCIOUS and Vac Cf S-CONSCIOUS, Owners 


that the more regular customers about 


expected to come into the store. Once thev enter. the 
thanks 
to the merchandising power of three little black note- 


hooks 


owners feel that their future patronage is assured 


Vigilance Committee Repeats Warning 
On Marking of Karat Gold Items 


The Jewelers Vigilance Committee, Inc., has repeated 
its warning, originally made the past May, that “some 
manufacturers of karat gold items are not familiar with 
nor are they adhering to the regulations as set forth in 
the National Stamping Act.” 

In brief, the Committee emphasizes, “All karat gold 
used in ordinary jewelry items other than watchcases 


kt.’ 


In addition. there is a tolerance of | 


must assay within ™% karat of the mark. 


- 


stamped ‘ 
karat from the 


karat mark in the overall assay where solder is used.”’ 
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Holiday Season Crime Rate Rises, 
Especially Bad Check Passing 

Retail merchants and their customers must be on the 
alert against the annual holiday season upsurge in crime, 
the Federal Bureau of Investigation and private business 
agencies warn. 

Check crooks, whose illegal take is between $400 and 
$500 million annually, 


work hardest when stores are 


crowded and clerks are busy, between Thanksgiving and 


Their illeg 
during this shopping season, 


(Christmas. al haul rises about 50 per cent 
The main reason is that clerks and store owners fail 
to scrutinize carefully the credentials of customers pre- 


checks. 


12 rules are suggested: 


senting To cut down on bad check passing, these 


1. Don’t let anyone rush you. 


2. Insist on positive identification. Remember, 


Social Security cards and drivers’ licenses are easily 
forged or stolen. 
3. Don't 


stamp, written in pencil or showing any signs of 


cash checks signed with a rubber 
alteration. 
L. Beware of out-of-town checks. 


>. Be extra cautious when cashing checks dur- 
ing non-banking hours. This is a favorite time for 


the check crook to operate. 


6. Don't cash bank counter checks. They are 


for use only in the issuing banks. 


7. Don't cash checks for 


sometimes 


juveniles, who are 


used as “runners” for check crook 


gangs. 


Have all 


and plac e the 


8. Do not accept pre-endorsed checks. 


checks endorsed in your presene c 


endorsers address on the back. 


9. Don't cash checks for amounts considerably 


more than the amount of the purchase. 


10. Make sure the check is drawn on an exist- 


ing bank. 


own checks arte protes ted, so) 


ll. Be sure 


they cannot be successfully altered with ink eradi- 


you! 


cator or by erasure. 


12. Use a mechanical checkwriter and signer for 


greater protection, 


gar Hoover also has reminded mer- 


it Director J. 
chants and > ite that purse snatchers, pickpockets 
and shoplifters are at their busiest during the Christmas 
buying rush. He suggests that merchants train sales- 
persons to be on guard, and that local and store detec- 
tives should be in uniform during the holiday season, 


to discourage would-be criminals, 
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DIRECTED BY 


HELEN BRETT TRADE SHOWS 
6 E. MONROE, CHICAGO 








Gift, Art, Jewelry 


AND 
Home Accessories Show 
JANUARY 5, 6, 7, 8, 9, 
Thursday, Friday, Saturday, Sunday, Monday 
THE RONEY PLAZA HOTEL 


Where Business and Pleasure are 
Teammates 


A Prestige SHOW at A Prestige HOTEL 


WELCOME BUYERS 


Come and get a preview of merchandise as 
new as the “New Year,” at the first show 
of the year anywhere. See exciting exhibits 
of domestic and imported lines from Maine 
to California and the Great Wide World. 
Note to Buyers: Make your reservations early 
for special low rates at the Roney Plaza Hotel. 








FOR DECEMBER, 1955 


113 








Spode ........ 


THE PW FINE ENGLISH 


DINNERWARE 





COPELAND 





Fine English Earthenware 
ENGLAND 


: “4. ° SP Out 
English Bone China COPttancs crime 
CNGLANO 


Lowestoft Stone China 





Made in England by W.T. CopeLAND & Sons, Lrp. 


IMPORTED AND DISTRIBUTED AT WHOLESALE BY 


COPELAND & THOMPSON, INC. 
206 FIFTH AVENUE, NEW YORK 10, N. Y. 


Mad LL LE 





P4 PITCHERS 
retail 


| pint capacity . » © 3.00 cack 
| quert capacity 4.00 cach 
2 quert capecity . 5.00 cach 
Also pecked 3 pes. te carten§ 10.00 oct 


The complete Brodegaard line of crystal imports from Sweden and 
England, as well as domestic crystal, will be displayed in 
*KROOM 814. Carlton House Hotel Pitteburgh, Jean 10-17 


*HROOM 205. Brack Sheps, Loe Angeles, Cattrosnia crrt snow, Jan 22.27 
Ciyde MeCaulloh, weet coast representative 


Write Dept. J-12 for illustrated literature 


R. F. BRODEGAARD & CO., INC. 
225 fifth avenue * new york 10, n. y. 





Novel Letters to Regular Customers 
Aid Technician’s Repeat Business 

A novel watch repair promotion, developed two years 
ago by technician Bernard Samter, 55 W. 42d St., New 
York, has proved “very, very successful.” 

The plan is simply this: Samter sends out about 100 
letters monthly to customers whose watches he repaired, 
after a year has elapsed. Written in a light vein, as 
though stemming from the owner’s timepiece, they urge 
another check-up. 

The letter reads in part, “Good morning: This is me, 
your watch, talking to you. Just a little over a year ago, 
| came out of Samter’s in perfect condition. During the 
past year | have been your faithful servant, working 
day and night to give you the correct time. 

“But—I think I’m getting a little tired now. Just like 
your car, | need lubrication too. So, if you want to con- 
tinue to enjoy dependable service, why not let me have 
a check-up at Samter’s again.” 

A postscript reminds the recipient, “Did you ever stop 
to think that your watch makes 18,000 beats per hour, 
432,000 beats per day, 157,680,000 beats per year?” 

Not only has the response been good, but some of 
Samter's customers have taken to replying to him in 
kind. From Columbus, Ga., the owner of a Samter-re- 
paired watch wrote, over the signature, “A Watch,” 
“This is a good but sick watch talking to you. Since 
receipt of your ‘Good Morning’ letter, | have failed very 
rapidly... . Please rejuvenate me. If you do not, then 
my boss says it is the river for me.” 

Another customer, living in Clearwater, Fla., wrote to 
tell Samter that his watch lost two seconds one week and 
gained 14 seconds seven weeks later. Samter, after con- 
siderable study, replied with a reminder that when a 
watch accelerates its 157,680,000 yearly beats at the rate 
of less than 11% beats a day, “in the face of eternity 
this is peanuts.” 

He added, however, that more noticeable aberration 
should be cause to send the watch along for cleaning, 


oiling and regulating. 


Co-Sponsorship of TV Style Show 
Brings Customer Response 


Carl Greve, Portland, Ore., jeweler, has found that 
joint sponsorship of a new half-hour television style show 
called “Wedding Bells” has resulted in increased custo- 
mer dividends. 

Greve, who recently enlarged his store at 731 S. W. 
Morrison St., is sponsoring the show cooperatively with 
a photographer, department store and restaurant. Many 
of his customers have recognized Myron Feig, one of 
his salesmen, as a panel member on the show, and have 
complimented him on his performance and on the quality 


of the show itself, 
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Personal Approach Spurs Enthusiasm, 
Profits for Briddell Firm 

“Sales Enthusiasm You Can’t Buy” is the title and 

subject of an article written by Thomas H. Briddell, 

vice president of sales, Chas. D. Briddell, Inc., manu- 

facturers of Carvel Hall cutlery. 

Appearing in the magazine Sales Management fot 
October 15, 1955, the article tells how the 60-year-old 
cutlery manufacturer inspires enthusiasm among its 
agents through personal approaches and associations. 

Author Briddell points out, “That this emphasis on a 
close, personal relationship, above and beyond the in- 
tent of our contract, has been effective, is reaflirmed by 
the sales growth of our company. Sales in 1940 were 
less than $250,000. Last year they were $2.8 million 
and it looks as though we will end 1955 with sales of 
$3.2 million.” 

The author cites company-sponsored fishing trips with 
executives and agents, visits by salesmen to executives’ 
homes and a standing offer for successful agents to invest 
in the firm, among Briddell’s successful methods of in- 


spiring enthusiasm. 


Amusing Letter Promotes Watch Repairs 

Vevyers Jewelers. watch specialists at 424 Georgia wa 
Vallejo, California, and 1129 First St., Napa, California, 
sends an amusing letter to customers a year after their 


watch purchase. It reads: 


Dear One-Year Old: 

Happy Birthday! It's hard to believe, but actually one 
whole year has gone by since we “delivered” you into 
the outside world, 

Did you realize that the teeth in one of your gears is 
only 4/1l000ths of an inch wide—balance wheel screws 
so tiny that a thimble holds more than 14,000—that only 
}/l0ths of a drop of oil is all you can take at one time? 
We are concerned about your u elfare VOW, because 
in the past year you have been working 24 hours a day, 
without a rest or vacation, your tiny heart ticking away 
constantly, turning the balance wheel 157,680,000 times 
without a stop. 

You know, little watch, you are due for your FREE 
l-year check-up, so ask Mother or Dad to bring you in 
at their fur st opportuniy, In appreciation of their valued 
patronage, should any work be required, they will be 


given a 20° discount with this letter. See you soon! 


They Promote Sales 


A Kid’s Fish Day, an outdoor Auto-lmplement Show, 
and good-will tours to the neighboring communities, are 
all part of the trade building program of the Estherville, 
la., Chamber of Commerce. Over 300 children took part 
in the Kid’s Fish Day, while 125 dozen doughnuts and 
60 gallons of coffee were dispensed to visitors at the 


futo-lmplement show, 
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What's the BIG WORD 
for the 1956 NATIONAL LUGGAGE 
and LEATHER GOODS SHOW? 


“NEW 


"NEW 
‘NEW 


Show time February 12-16, 
early so that you can shop the mar- 
ket, pre-test your selling plans. New 
show place ... the great New York 
Trade Show building, one of the most 
efficient, intelligently designed show 
buildings in the world! 





“NE 


Colors, new designs, new items in 
luggage, trunks, brief cases, personal 
leather accessories, leather novelties 
and gifts. 


4 Bonus in ideas . . . an opportunity 
NEW to check your selling plans with ex 


perts in the field. 


“NEW 





address all inquiries to Jack Citronbaun 


exer itive Vice pres jer 


LUGGAGE AND LEATHER GOODS 
MANUFACTURERS of AMERICA, INC. 
220 Fifth Avenue New York 1, N. Y. 
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China, Glass & Giftwares 


(From page 98) 





R. J. Copeland is chairman, A. Gresham Copeland, vice 


by orcthamplon chairman, and Mr. Hewitt remains a director of the 


For New Goods or Repairs ee — a 


 Rendrengdunn China, Inc., has just brought out a 


A pocket-size folio of dinnerware pattern done in full 





color with accompanying price lists. Two other new 
booklets include a hand-drawn portrayal of the six 
Castleton Studio patterns, and a brochure called “What 
| You Should Know about Fine American China.” This 
letter describes the manufacture and correct use of fine 


china and illustrates some of the patterns. 











A. Bottle Opener (Ring Type) 8. Cap Lifter (Hook Type 
C. Knife Blade (Medium) D. Cheese Scoop 


Leading silversmiths and repair shops look to 
Northampton for finely finished forged stain- 
less steel blades. Unequalled for quality, 
beauty and craftsmanship since 1871, North- 
ampton offers a wide variety of specialty items 
in addition to a complete line of tableware. 
Prices and illustrations gladly furnished. 








NORTHAMPTON CUTLERY COMPANY @ 
NORTHAMPTON 42, MASS 7 ESTABLISHED 1671 | A. J. O'Mitty re 





| R H. RAHR, sales manager of Castleton China, Inc., 


*has appointed two new regional sales managers. 
sur ( IS They are A, J. O’Mitty, who will cover the Mid-Atlantic 
territory with headquarters in New York, and Donald 


M. Barton, who will manage the Southwestern territory 


- , . A i 
with headquarters in Dallas, Tex. 
e loraatela' idle 














| , Pe ~ Tray 
, 
YOU'VE BEEN LOOKING FOR! Bo > 
A sure-fire plan you can’t go wrong with. preneures 
Soundly merchandised to increase your sagging 
volume, Designed to convert your own 
customers, T the recent dedication of the new steeple of Old 
© Just one of the many specialized promotions -*% North Church in Boston, where Paul Revere’s 
ready for you right now by this newly formed lanterns were hung, William Phillips, president of the 
but jewelry-experienced organization. | Lantern League of the church, presented this sterling 
Get all the facts today. | silver tray, engraved with a picture of the spire, to the 
Write, wire, or phone LI 2-5558 | Honduran Ambassador Carlos Izaguirre Valladares. The 


reason for the presentation lay in a little-known story of 
the original steeple. Built in 1727, the church was without 


sty 
ely G y m 19 ee ao a spire and Boston had no beacon to guide mariners to 
OAL onbultamita : | : 
( Lo im VU port. So a group of sailors from Honduras contributed 


101 TREMONT STREET - BOSTON, MASS. | the sum of 323 pounds for the erection of the steeple, 


| and when it was completed, the congregation set aside 
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a double pew “for the Gentlemen from Honduras for- 


ever and ever.’ The gift of the tray was fostered by the 


Sterling Silversmiths’ Guild of America, representing a 


“steeple whi h will endure forever. 


* « ao 


WEEK-LONG showing of “Des Arts de la Table” 
was held last month in the French Exposition ofhces 
in New York, with the products of four great French 
factories brought together in table settings. These were 


Haviland china. St. Louis crystal, Puiforcat silver and 


j 


Noel linens. Great elegance characterized all of the set- 
tings, which utilized the finest creations from the various 


houses. 


| UBEL & CO., New York, has been appointed ex- 


clusive representative for the extensive line of 


Queen's Art Pewter. 


: YECIL, M. EDWARDS has been appointed sales repre- 
A sentative for Syracuse China for Ohio, Indiana and 
Michigan, with his headquarters in Cleveland. Mr. kd. 
wards is new to the fine china field but has had con- 
siderable experience in ceramics, both as a retailer and 


representativ e. 





Cecil M. Edwards Schuyler Colt 


‘CHUYLER COLT has been named by the Rosenthal. 
\ Block China Corp., as representative for both Rosen. 
thal and Continental China in Maryland, Delaware, 
Virginia, Tennessee, Philadelphia and Washington, D. C. 
Mr. Colt has been associated for many years in both the 


fine china and sterling silver fields. 


They Visit Rockford 


The Intercommunity Relations Committee of the Rock. 
ford, Il, Chamber of Commerce has mapped out a six- 


Roe kford 


schools, stores, factories and institutions. These groups 


month program for rural groups to visit 
visit such piac es as Tinker Cottage, Burpee Art Gallery, 
Vuseum of Natural History, City Parks, stores and fac- 
tories. The Chamber receives letters of thanks by groups 
who have toured. These letters have convinced Chamber 


oficials that this is a good promotional venture. 
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What do your 
price-marking 
tickets 





Your tickets always speak well of you 
if they're Monarch mechanical price- 
marking tickets. Your store name on 
every ticket, with legible neat sales 
information, impresses customers 
with your business methods, adds to 
the appearance of the merchandise, 
all helping to make more sales. 
Quick, convenient price-marking 
is easy and economical with a Mon- 
arch Junior price-marking machine 
Ideal for small store operation, for 
auxiliary marking in large stores, or 
for specialized departments. 
Send the coupon today, 
Did yew 
know we 
stock tick. 


ers, tags, 


labels just , 
like Pree Monarch Junior 


price-marking machine 









AND MAIL 


FILL OUT, 


Th MONARCH Marking System Company 


216 S$. Torrence $t., Dayton 3, Ohio 


Please send illustrated folder on Monarch Junior price-marking 
machine; also sample Monarch tickets, togs and labels 





A 

Address eran 

Post Office Zone State ~~ 
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- CROWN TAGS wc. 7/7 Ratsey St. Newark 2 Hi 
INTRODUCING THE “C-24"! 
Here's Frankart’s fabulous new jewelry 
counter lamp, a premier example of fine 
industrial design! Functionally the ‘C-24" 
offers jewelry a brilliance never before 
achieved by interior lighting. The ‘'C-24°’ 
features a 150 watt (da-lite) bulb with a 
double wall blue glass reflector, its surface 
is of glistening chrome plate with a swivel 
head that can't loosen. The ‘'C-24°' meas 
ures 22°° high, its weighted base is 8%"’ 
wide, the lamp is equipped with 6 feet of 


cord. only $39.95 


Te order or for further information write: 


FRANKART INC. 


2708 Seuth 14th Awenwe, Mount Vernon, . Y. 
Sorry no C.0.D4 


SELL AMERICA'S MOST | 
PROFITABLE LINE OF | 
10 KT. AND GOLD FILLED 





EARRINGS & BRACELETS 


ir v> ovgr W h rt 


JMS Jewelry Manufacturing Wi 


256 LIBERTY STREET, BLOOMPIELD, NEW 


JNM 


World's largest Manvtacturer of Quality ftarrings 


JERSEY 











BEER-PROOF ? 
NOT QUITE! 


® A man entered the Watch and Jewel Bar, Viking Way, 
Long Beach, Cal., and said that he wanted to have a new 
band put on his waterproof watch. He was somewhat 
under the weather and expostulated in a loud voice on 
the magnificent waterproof qualities of his watch 

Mrs. kisi berg, who waited on the man, was skeptical 
of the watch’s water-resistant characteristics because it had 
a triction-back case \ short time later, the man came 
back to the store and took his watch away 

Several hours passed and Mrs Berg had lorgotten about 
her inebriated customer, when he charged into the store 
dripping wet—in his 


once more, clutching his watch 


hand. He accused Mrs. Berg of having ruined it. [It turned 
out that he had attempted to convince his cronies in the 
local bar that the watch was waterproof, and had dunked 
it into his beer. Waterproof it may have been, but beer 


proot, it certainly was not' 


Write us a note about your unusual business experience 
(literary style is unimportant), $5 will be paid for each 
story published, Address JC-K Editorial Dept., Chestnut 
& 56th Sts., Philadelphia 39, Pa. No manuscripts returned ; 
all become property of JC-K. Jeweler’s name and town 
will be used in story unless request is made to omit u. 


Lumberjack Motif 


When merchants of Necedah, Wis., prepared for that 
city's 100th anniversary celebration, they worked in the 
area's rough, lumberjack beginnings. The community 
started as ad way point for logs heing floated down the 
river to distant sawmills. The area was logged out and 
is now supported by local industries and retired farmers. 
The celebration included log rolling, horse pulling, water 
shoots. horseshoe tournaments, fireworks 


fights, hou 


baseball and square dancing. 
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Self-Service Sells China 
(From page 104) 


mer has not selected all the pieces for a place setting, 
Deters fills in with appropriate matching pieces. 

One of the outstanding features of Deters’ China and 
Gifts is the attractive and highly-effective silverware dis- 
play which runs the entire width of the store. All the 
lines are displayed on a deep shelf that holds a number 
of black and gray silk squares arranged in a checker- 
board pattern, Each square-—about a foot in width 
holds a six-piece place setting. Lach square can be 
removed easily from the shelf for comparison with 
various patterns of china and crystal. If a customet 
wishes, the pieces can be removed from their plasti 
holders and set up on the table. 

Directly above the unusual silverware display are glass 
shelves that exhibit several lines of china and crystal. 
Small plastic racks on the shelves hold various sized 
plates and a cup and saucer of each pattern. Matching 
sugar bowls, creamers and salt and peppers are also 
displayed. 

Naturally, with its emphasis on tableware, much ol 


Deters’ advertising is aimed at brides and brides-to-be 





cellulosic base 
lacquers and enamels 


Some ads offer a direct invitation to the young ladies, 
urging them to come in and register their prelerences of 
tableware patterns. Qne such ad read, “We urge pros 
pective brides to register with us for china, crystal and 
gifts and then tell your friends.” 

\ second ad featured the photograph of a bride and for ropes and 
rroom looking over silverware in the shop, under the ° 
eel “The Bride Selects Her China pe Crystal at other jewelry 
Deters’ China and Gift Shop.” The caption read, 
and there are hundreds more Brides and Brides-to-be 


* Dipping Lacquers — 
CLEARS a wide selection 
ware and Unusual Gifts.” COLORS to match your 


In addition to his newspaper advertising, Deters has ad” samples 


who are just finding out the Deters’ China and Gifts is 


their haven for fine China and Crvstal. as well as Silver. 





found that television advertising is effective. He has PEARL ~ for glass or ground or 
hoosted his sales byy using spol announcements. the hest molded acetate beads. Specifically designed for use 


over soft-flow acetate and will not soften due to 


times being during “breaks” in two national network nie 
plasticiser migration 


shows. 
\s an added service to customers, Deters’ shop will * Spraying Lacquers — 
CLEARS — for all kinds of metal jewelry 


COLORS — to match any sample 
PEARL — same as for dipping enamels 


gift wrap and deliver packages upon request. Customers 
are also offered several types of credit arrangements, 
including charge, budget and layaway. Another advan 
tage for the new store is a large parking lot nearby. * Baking Enamels — 

CLEARS and COLORS -— for all types of metal 


-_ , We have had over 30 years’ experience in 

I hey Are W eleomed formulating lacquer for the jewelry trade 
Each time a new firm opens for business in Council 
Bluffs, la., the Chamber of Commerce sends a letter of 


welcome and includes the firm's name. address and phone 





number in its monthly news letter, urging members to 
Chemical Products 


CORPORATION 





write or phone a welcome to the Tiel ¢ ompany. Naturally 





such a response makes a neu firm feel u eli ome tf the 
community and more inclined to pitch in and do its 


share in civic and trade promotion programs. 
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WATCH IMPORT CONTROVERSY CONTINUES. Following closely the return of a three-man 
delegation of U. S. Treasury Department officials from Switzerland, six dele- 
gates from the Swiss watch manufacturing industry have come here to talk with 
government officials, importers and producers. Controversies revolve around the 
import of “unadjusted” watches, on which American manufacturers say some adjust- 
ments actually have been made, and the "“upjeweling” of watches. 


MORE INDUSTRIAL DIAMONDS NEEDED. Industry is asking for 50 million karats a year 
more than the current Supply of industrial diamonds. One reason for the tight 
Supply situation is the government's purchases for national defense. The U. S. 
Bureau of Mines is seeking to reduce costs and improve the efficiency of 
Brazilian diamond mining. 


COMBINED SHIPPING SERVICE SET. Speedier deliveries at lower costs are in the offing 
as the Manufacturing Jewelers’ & Silversmiths’ Association of America schedules 
its own overland freight shipping service. Daily shipments of goods in Rhode 
Island and the Attleboros, Mass., will be consolidated at the Providence terminal 
and Shipped by truck and trailer to six major points--Boston, New York, Phila- 
delphia, Chicago, Los Angeles and San Francisco. A seventh terminal is planned 
at Dallas, Tex. 


MOLDED DINNERWARE TRADE PRACTICE RULES SOUGHT. To eliminate and prevent abuses in 
the sale of molded dinnerware, the Federal Trade Commission is working with 
manufacturing firms. Final rules probably will cover such subjects as price 
discrimination, advertising and promotional allowances, services and facilities, 
product misrepresentation, below-cost selling, misuse of terms, and defamation 
of competitors or disparagement of their products. 


DUTIES MAY BE CUT. The U. S. State Department, acting upon recommendations of the 
U. S. Tariff Commission, a fact-finding body, may cut duties as much as 5 per 
cent a year for the next three years on coStume jewelry; gold, platinum and 
Silver jewelry; earthen tableware and statues, and leathers. Jewelry industry 
spokesmen who recently protested against such cuts included Andrew Leredu, of 
the International Jewelry Workers; Miles E. Robertson, of Oneida Ltd.; Frank L. 
King, of the Fountain Pen and Mechanical Pencil Manufacturers Association; 
Arthur Hirsch, of the Diamond Manufacturers and Importers Association of 
America, and Carl Cummings, of the Clock and Watch Manufacturers Association 
of America. 


OPERATION CHERUB GOES INTO HIGH. The JIC's industry-wide promotion reaches a climax 
with publication of the 14-page section in the Dec. 5 issue of the Saturday 
Evening Post. The JIC, ANRJA and NJA have supported Operation Cherub. Retail 
jewelers have made good use of display and sales kits and manufacturers have 
backed the promotion with impressive advertising. 


BRITISH CONSERVATISM RELAXES. British costume jewelry, once considered too conserva- 
tive for the U. S. market, is showing new trends that make it more appealing 
here. Great Britain's jewelry designers, on the lookout for new designs, are 
coming up with pieces that look to ancient Mexican forms for inspiration. 
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WANTED 


A Self-Winder That Works! 

















®@ A littl old lady entered Waits Jewelers. JIB » Past 
Fourth St.. Santa Ana, California, and laid the automati 
watch she had purchased the week before down on. the 
counter, 

“I’m supposed to give this to my husband for his birth 
day tomorrow, and it’s no good she said indignantly 

The clerk asked what was wrong with the watch 

“You said it was self-winding,” she exclaimed. “Well 


I've had it hidden in my dresser drawer all week. and 


has not been winding itself at all!” 


Write us a note about your unusual business experience 
(literary style is unimportant). $5 will be paid for each 
story published, Address JC-K Editorial Dept., Chestnut 
& 56th Sts., Philadelphia 39, Pa. No manuscripts returned ; 
all become property of JC-K. Jeweler’s name and town 
i will he used in story unless request is made fo omu u 


Two Diamonds Discovered in Wisconsin 
Featured in Anniversary Display 


Center of interest of a recent window display in one 


of Milwaukee’s leading jewelry stores was two diamonds 
found in that state. 

Bunde & Upmeyer Co., 633 N. Plankinton Ave., devoted 
its entire indoors display as well as the long display 
windows to diamonds in all types of jewelry, when it 
celebrated its 75th (diamond) anniversary, earlier this 
year. 

Store officials took turns explaining to curious custo 
mers that a 6'% karat stone was found near Saukville by 
a farmer who took it for a pretty bauble and kept it 15 
years as a good-luck piece, until he learned it was a 
genuine diamond. 

The second stone, three karats, was found near Bur- 
lington. The two stones, plus fresh water pearls found 
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CASH for Your 
Surplus Silver 





t ete Ow fr used 


We are particularly interested in buying Gorham 
active. inactive and obsolete flatware, either new 
or used 


Reference: Jeweler's Board of Trade or 
Dun and Bradstreet 


Julius Goodman 
& Son 
Memphis Jewelers Since 1862 


113 MADISON AVENUE @ MEMPHIS, TENNESSEE 











SELL AMERICA'S MOST 
PROFITABLE LINE OF 
10 KT. AND GOLD FILLED 


EARRINGS & BRACELETS 


Sold Throug? +f le 5 Vt | 


JMs> JMS Jewelry Manufacturing CO. 


256 LIBERTY STREET, BLOOMFIELD, NEW JERSEY 
World's Largest Manufacturer of Quality ftarrings 


Member: jewelers Beard of Trade, Mew ‘ort 


Wholesal 
Prices 


WRITE AIRMAIL FOR PRICE LIST 4°24 


JOACHIM GOLDENSTEIN 


Diamond Club, Antwerp, Belgium 

















in the Sugar and Pecatonica Rivers, Wisconsin, were 
kept by the founders of the old firm, Henry Upmeyer 
and Louis Bunde, 

Finding of the two diamonds did not lead to any 
“diamond rush,” but the discovery of the pink and 
lavender pearls led to a prosperous business by Upmeyer 
the 


the Japanese 


and Bunde, who furnished the trade throughout 


fresh 


ultured pearls became popular, 


country with water pearls until 


‘Pegboard Can Be a Potent Asset,’ 
Says Missouri Jeweler 


“Pegboard can be a potent asset in jewelry store dis- 
lo Mirabella, of 
Horstmeyer Jewelry Co., Wellston, Missouri. 


plays, according Vincent manager 
Since Mr, Mirabella undertook a remodeling of the 
store in 1954, requests for a closer examination of mer- 
chandise have almost doubled. 
“We gave the subject plenty of thought before switch- 
he 


adopted by so many types of retail stores, it was clear 


ing over,” says. “Since the pegboard has been 
to us that we ran the risk of detracting from the store 
if we were careless in using it. However, we found that 
pegboard not only increased the usefulness of our wall 
display cases, but also improved their eye-appeal.” 


Pegboard has been used in the store in eight large 
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Situations Wanted 





wall cases—covering the dark polished hardwood which 


formerly formed the background of the cases. These 
cases were originally finished in dark oak, including 
partitions, sliding door frames and shelves, which was 
effective in displaying hollowware, but which worked 
against a good display of smaller pieces. 

Before substituting panels of pegboard for these dark 
backgrounds, Mr. Mirabella experimented with various- 
shaped sections in a variety of colors. He decided that 
a light, powder blue was best. Salespeople and customers 
agreed, 

With each case featuring the light blue background, 
a “continuous” effect was created along the full length 
of the wall cases on each side of the store. Separate 
fluorescent lighting fixtures in each case make it even 
more impressive. The color scheme, in combination with 


the darker woods. makes small items like men’s cuff link 


sets, small seasonal costume jewelry, etc. stand out 
clearly. 
“By eliminating the fixed, horizontal shelves,” says 


Mr. Mirabella, ““we can break up the appearance of each 
wall case, by setting our pegboard shelves at various 
levels. We regularly change the position of the shelves, 
so that there is no atmosphere of staleness.” 

“Although we are showing less merchandise in each 
of our display cases,” emphasizes Mr. Mirabella, “our 


turnover has been increased at each point. 






Help Wanted 

















WO, experienced watchmakers, perma- 
nent positions: located in Middle West 
Address “H., 2839," care J C-K. 
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WANTED; A-1 jeweler, 
and set stones. Addreas 


who can repair 
“V., 1461,” care 



























yh g 
detall work: references, 
2860." care J C-K. 





Address 


VOMAN, experienced wholesale manufac- 
jewelers and diamond importers, 





fi 

WANTED, two A-1 watchmakers; per- si 

centage basis only Address ‘’T., 1460.” Jé 
care J C-K. 


YT ws 


——— 


















desires to make connection with 
firm as buyer or similar. Address 
2820," care J C-K., 


DIAMOND expert, all around experience, 





Business Opportunities 


| 
’ ne Aen ey — 


| qasoneupenanhipaneebemanemanae 


I AM ready to pay you cash, dollar 
for dollar, for your stock, ee yee 


good 
-» +» 











qtee- nee nereree- eee - 






COBTUME jewelry department manager ; 


you have been an established cas 
jeweler for a period of years and 
enjoy a good reputation; I will take 









im - 
























expert merchandiser; high type 
measurably qualified dispiayman, Ad- stock over as a going or going-out- 
ee eens ie su dress “G., 3861," care J C-K. of-business; not interested in 
cues - credit stores; I h 
over 100 st 
SALESMINDED credit office manag business; al 


heavy diversified experience retall 
elry business ; Address 


reference. 
1993." care : 








LEEPER, 
credits, 






BOOKKE ac 
d ’ 

























@ The jewelry industry's most complete classified 


section starts this month on page 122. 


THE JEWELERS’ CIRCULAR-KEYSTONE 





Swiss and U.S. Watch Makers Discuss 
Ways to Improve Industry Relations 


Representatives of the American and 
Swiss jeweled watch manufacturing indus 
tries met during the week October 31 
November 4, in Hershey, Pa., in an attempt 
to achieve better understanding between 
the two groups. 

The meeting was the second held since 
President Eisenhower raised the tariff on 
imported watches in July, 1954. The 
earlier meetings were held last July in 
France at the invitation of the Swiss man 
ufacturers 

(American spokesmen, representing the 
three domestic watch companies which are 
members of the American Watch Manu 
tacturers Association, Hamilton. Elgin and 
Waltham, gave the visitors a picture of 
the present situation of the American in 
dustry and the Swiss group was subse 
quently taken on a tour of the Hamilton 
Watch Co. plant in nearby Lancaster, Pa 

American representatives participating 
in the discussions were Arthur B. Sinkler 
president of the American Watch Manu 
facturer’s Association and of the Hamilton 
Watch Co.; J. G. Shennan, president of 
the Elgin National Watch Co., Elgin, 
Ill.; and Teviah Sachs, president of the 
Waltham Watch Co., Waltham, Mass 

The Swiss group included: Paul Renggli, 
president of the Societe Generale de l’Ho 
rologerie Suisse; Edgar Primault, presi 
dent of the Swiss Chamber of Commerce: 
Willy Graef, president of Girrard Perre 
gaux; Georges Ketterer, president of 
Vacheron and Constantin Sydney de 
Coulon, managing director of Ebauches, 
S.A.; Armand Schmid, managing director 
Fabrique “La Centrale”; Jean-Jacques 
Bolli, vice-director of the Chambre Suisse 
de Horologerie; and Roger Anker, dele 
gation secretary 

The Swiss delegation arrived in the 
LU’. S. on October 28 for what it described 
as a series of “fact-finding” talks with 
Swiss watch importers and American man 
ufacturers 

Paul Renggli, delegation leader. «aid 
that the reason for the talks was to better 
understanding between “the advanced tech 
nology of the Swiss watch manufacturing 
industries and the extraordinary skill of 
American industry in the distribution and 
sale of watches.” 

Renggli said that all Switzerland sup 


~- 
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ported the delegation in this eflort becau 
‘the watch manulacturing industry is the 
cornerstone of Switzeriands export econ 
omy Its prosperity tis essential to the 
continuation of the high level of re iproca 
trade between our two countries, which 
has proved sO prohtable to industry and 


agri ulture in the United States 


U. S. Delegation Returns 


Ihe visit of the Swiss group to the Ll. Ss 
followed closely the return of a three-man 
delegation of L. S. Treasury Department 
ofhcials who spent about a month in 
Switzerland. [The two countries are trying 
lo work out solutions to disputes between 
watch manufacturers on both sides of the 
Atlantic over customs regulations on +o 
called “upjeweling and on what coneti 
tutes an “adjustment” for taril purposes 

The UL. S. delegation returned to this 
country with brief cases crammed with 
facts, but without any olution lohn 
Weitzell, an assistant to lander Secretary 
of the Treasury H. Chapman Kose, head 
of the | S. delegation, says a report will 
be made to top department ofhcials 

It is also very likely iltthough not ad 
mitted officially, that the U. S. State Ih 
partment will get a copy ol the report 
and will have a tremendous voiwe in what 
ever decision is finally made on the ad 
justment question Dh Iwo agencies have 
both backed legislation now pe raling be 
fore the House of Representatives i im 
pose a higher tariff on imported watchs 
designed tor upjeweling hers 

According to the Swiss Legation it 
Washington, the “wies ce legation headed 
by Paul Renngli president of the Socrete 
(,enerale de l‘Horogerie “iiisee care te 
this country to “get a firet hand look at 
the situation and all ite aspects 

Consular officials sav that the delege 
lion, representing all the main Swiss watch 
associations, discussed the problems of pro 
posals to curb upjeweling and modily ad 
justment definitions with both the Stat 
and Treasury Departments 

In addition, they visited their own rep 
resentatives and |. S. importers in New 
York, and met with representatives of 
American watch manufacturing firme at 
Hershey, Pa. The delegation. including 


1 secretary and interpreter, told Americas 


President Tells Jeweler 
He’s ‘Outrageously Proud 
Of Good Behavior Star 


Dr. Paul White of Boston, who attended 
President Eisenhower alter his recent 
heart attack, has aleo served as physician 
for Forest Davidson president of the 
Thomas Long Company, Boston. Dr. White 
approached Mi Davidson early in October, 
‘tating that he would like to surprise the 
President with a sixth estar for good bye 
havior, and asked if the Long firm could 


upply a pin of button ot that cle scription 


Tree WHtTe teert BP 


@seheewe, FTPs 


Denver. Celereade 
October 18. 19595 


Dear Mr. Daevideonr 


Dr. White telle me that « collaboration of 
yourseli, Miee Denevan and Ur White pre 
duced the “eiath etar’ that he brought te me 
ever the weekend | ae Guirageousiy proud 
ef «, and more than gretetul for your part ie 
boosting my morale at « Girne when t was most 
needed 


Sometime | hope | can capresee my appreciation 
te you  pereon, Meantime, my warm Hanke 
and beet wiehes 


Sincerely 


Mun, af ” , ee 


Mr. Forest Devidew 
Thames omg © ommpaeny 
40 Summer Street 
Beeston, Massed hu cette 


PRESIDENT THANKS DONOR OF STAR 

President Eisenhower thanks Forest David 

son of Thomas Long Co., Boston. Recuper 

ating chief executive says that he is ‘out 

rageously proud” of star and is grateful 

for the part Davidson played in boosting 
his morale 


Mfr lbavideon wae able to produce the 
needed star, and had w engraved “For 
(,o0od Behavior, D.D.1 As ws well known 
through the press. radio, and TY, the 
President re sponded graciously to the gift 

and later wrote a pereonal letter to Vir 
Davidson thanking him for hie part in 


obtaining the “sixth etar 


officials the lu ties reports that We 
ive still rather disturbed that the watch 
(Plea eturn lo pare 127) 
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Manufacturing Jewelers and Silversmiths 


Plan Overland Freight Shi 


Coupled with the manufacturing jewelry 
industry » concentration on producing high 
caliber jewelry, a plan has now been imiti 
ated to vastly improve shipments to its 
customers by means of ite own overland 
freight shipping service 

Improvement is designed to take two 
forme: epeedier deliveries and lower trans 
portation costes. 

The service is scheduled to begin in the 
under the direction of 
jewelers’ & 


Aasociation§ of 


very near future 
the Manufacturing Silver 
America, from a 
Industrial Park, 


Providence. The association has signed 


smiths 


terminal at Harborside 


contracts which will bring the program 
inte being 

It is designed to provide an efficient and 
faster means of delivery of the industry's 
products as an economic basis for further 
growth and to effect savings in shipping 
charges for the manufacturer and his cus- 
tomers 

Under 


Commerce Commission. the service will be 


a regulation of the Interstate 
limited to members of the sponsoring as 
sociation 

Daily shipments of goods in Khode 
Island and the Attleboros will be consoli 
dated at the 
truck and trailer to six major distribution 
Koston, New York, Philadelphia, 


Angeles and San Francisco 


terminal and shipped by 


poimts 
Chicago, Los 

As soon as possible after the initial ser 
vice is inaugurated, a seventh terminal at 
Dallas, Texas, will be added 

Future planning also includes additional 
terminals in Atlanta (with a drop off in 
Washington), Pittsburgh, St. Louis, Den 
ver, Seattle and Kansas City 

Association member firme using the ser 
vice will deliver their packages at the end 
of each work day to the terminal in Provi 
A special pick-up in Attleboro will 
serve the participating firms in Attleboro 
and North Attleboro 

Each day, packages will be consolidated 


den e 


as one single shipment resulting in mu h 
lower rates than would be possible for an 
individual shipper 

When the packages arrive at the ter 
minal they will be grouped according to 
the six distribution points. Instead of 
being charged at the poundage rate for 
each individual package, a shipment rate 
will be charged 

For example, a 20-pound package would 
be delivered at ite destination within 50 
tuiles of Los Angeles for a charge of $3.55, 
including free insurance coverage up to 
$100 

A means of freight shipment now used 
by the manufacturers that includes no free 
insurance would coat $3.75 for the 20) 
Another 
Means, where up to $50 of insurance is 
included, costes $4.94 

On a #-pound package the service 


pound package to Los Angeles 


would cost $6.55, again including up to 
$100 of free insurance. The other service, 
open to this 40 pound par kage, would cost 
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oping Service 


$4.39 and include only $50 insurance cov 
erage. 

A Rhode Island manufacturer in apply 
ing the service to his shipping problem, 
came up with some interesting data on 
savings he could expect. 

About half of his output goes to the 
points to be covered by the program, He 
ships F.O.18. Providence, which means that 
his customers pay the shipping costs. He 
estimated that he would save $5,000 a 
year in insurance coverage alone, and that 
his customers would save over $12,000 in 
shipping costes, 

The association believes that fattasti: 
savings for the industry as a whole can 
result from industry-wide participation in 
the program 

There is no clear-cut way of evaluation 
of such total savings, but the sponsors, 
using the above firm as a basis, discover 
that the total will be large. 

For instance, the firm represents one 
per cent of the industry in Rhode Island 
from an employment standpoint. Since 
the combined savings of the firm on th: 
part of its product shipped to the planned 
distribution centers runs in the vicinity of 
$17,000 a year, 100 per cent could con 
ceivably amount to $1,700,000 to both 
manufacturers and their customers. 

Speedier delivery is another part of the 
program. Shipments to Los Angeles are 
assured in seven days, whereas from 12 
to 15 days are now required on overland 
truck shipments. 

Delays enroute, oct asioned hy a Succes 
sion of transfers of cargo, will be elimi 
nated. When the assorted packages are 
delivered at the Providence terminal they 
will be made up in six shipments to the 
When loaded on the truck 


they will go directly to their destination 


“ix points 


terminal 

At those points they will be picked up 
by Shulman, In which operates in all of 
the six cities in the initial program, and 
will be delivered to any point within 50 
miles of the terminal within 24 hours of 
their arrival. 

Packages with destinations in excess of 
10 miles of those terminals, but within 
150 miles, will be immediately mailed with 
practically no increase in the overall ship 
ping charge 

Improvements to the program, even in 
cluding reduced charges, are anticipated 
by the sponsors as soon as the eligible 
firms in the area begin putting their ton 
nages of freight shipments into it 

G. Richard Frankovich, executive secre 
tary of the association, pointed out that all 
shipments will receive careful specialized 
handling and that the shipper will receive 
prompt notification of refused shipments 
Disposition instructions will be promptly 
executed and the shipper will be able to 
trace his shipment at any time and be 
promptly notified, he added. 

Neither is there any maximum or mini 
mum weight, he said. 


Government Experts Plan 
Reduction in Tariffs 
On Varied Jewelry Items 


Government tariff experts are weighing 
the validity of a mountain of argument 
against proposed lowering of trade bar 
riers received during recent public hear- 
ings. Chances are good that most of the 
proposed tariff cuts will go through, de 
spite strong protests of American indus 
tries affected. 

The State Department, after receiving 
recommendations from the U. S. Tariff 
Commission, a fact-finding body only, will 
actually decide whether to go ahead and 
reciprocal tariff cuts with 
The Depart 
ment has been using freer foreign trade 


negotiate 
friendly foreign countries. 


as a lever to reduce cold war tensions and 
also to strengthen this country’s allies, 
and it is not expected to be swayed by 
most of the opposition voiced. 

l sing power granted only this year, the 
Department proposes to cut duties by as 
much as 5 per cent a year for the next 
three years on a variety of items, including 
gold, platinum and silver 
earthen tableware and statues; 


costume jewelry: 
jewelry: 
toys: and leathere 

Spokesmen before the hearings on the 
proposals included Andrew Leredu, of the 
International Jewelry Workers; Miles E. 
Robertson. of Oneida [td.: Frank is King, 
of the Fountain Pen and Mechanical Pen 
cil Manufacturers Arthur 
Hirsch, of the Diamond Manufacturers 


\ssociation; 


Association of America: 
and Carl Cummings, of the Clock and 
Watch Association of 
America 

Generally, jewelry industry spokesmen 


and Import rs 


VManulae turers 


protested tariff cuts on the grounds that 
increased imports of goods made by cheap 
foreign labor would prove “catastrophic” 
to American industry, and that the indus 
tries are important sources of precision 
skills in time of emergency and thus must 
be protected 

Arthur S. Hirsch, speaking for the dia 
mond industry, urged the commission 
recommend against tariff reductions on cut 
diamonds. 

“A reduction in duty would adversely 
affect the security and defense of the 
U. S..” he argued. “It would also elimi 
nate the domestic diamond cutting indus 
try and produce loss of business and un 
employment; it would seriously affect the 
diamond cutting industry in Puerto Rico: 
it would mean a substantial loss of dollar 
earnings to Great Britain; it would mean 
a loses of customs and income tax revenues 
to the U. S.. and it would unbalance the 
world diamond market,” he added. 

Reduced tariffs on cut diamonds would 
hurt the security of the country, Mr. 
Hirse hy contended, because it would cause 
an unbalance of the industrial diamond 
and gem diamond industry and would 
“dissipate an important pool of highly 
trained technicians essential in a national 
emergency.” The present tariff on cut 
diamonds is 10 per cent 
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More Than 300 Lines 
Draw 900 Wholesalers 


To Providence Show 


More than 900 wholesalers from all parts 
of the United States and Canada visited 
Providence between November 7 and 19 
to attend the United Jewelry Show of 
spring jewelry lines 

The affair, sponsored jointly by the 
Manufacturing Jewelers’ & Silversmiths’ 
Association of America and the Manufac 
turing Jewelers Sales Association, Inc., 
attracted approximately the same number 
of buyers as did the November show of 
last year. 

lt was staged in rooms on five floors 
of the Sheraton-Biltmore Hotel, with more 
than 300 lines displayed. Included were 
costume jewelry, compacts, men’s jewelry, 
novelties, sterling and gold filled merchan- 
dise—in fact a cross section of all the 
products of the industry. 

The committee concentrated again this 
year on limiting attendance to bona-fide 
wholesalers. A list of eligible firms was 
prepared in advance of the show. Regis 
trants were checked against the list before 
being issued credentials admitting them 
to the display floors. 

This year, the committee also inaugu 
rated a screening of exhibitors with the 
wholesaler in mind. Participating exhibi 
tors had to meet certain standards which 
in turn assured the buyer of an ability to 
produce the goods purchased, as well as 
future re-orders. 

The show was made a little more com 
pact in order to free as many rooms as 
possible in the hotel for visitors. 

Buying was not confined to any particu 
lar item, but for the most part included a 
broad assortment of jewelry. Bracelets 
were given a good play, but earrings con 
tinued to be popular. 

Interest centered, naturally, in spring 
goods. The buyers were interested in mer 
chandise that was new and colorful. 

Indications are that the orders for sam 
ples left at the show will result in a good 
spring season for the manufacturers. 


William T. Lusk Named 
New Tiffany President 


William T. 
of Tiffany and Co., 


Lusk was elected president 
world renowned 
jewelry and silverware store in New York, 
at a meeting of the board of directors 
held October 20. Walter Hoving, who re- 
cently acquired a major stock interest in 
the enterprise and became chairman of 
the board, made the announcement of the 
appointment of Lusk, the fourth generation 
of the Tiffany family to be connected with 
the store. 

Mr. Lusk succeeds Louis de B. Moore. 
who retired after 44 years with the com 
pany. He had served as president since 
1940 and will continue as a director. 

Only three other men have been presi- 
dent of the firm in its 118-year history. 
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Fashion and Contemporary Styling Keynote 
New British Designs for Costume Jewelry 


While British costume jewelry was once 
considered too conservative for the Ameri 
can market, recent reports coming across 
the Atlantic indicate a new trend towards 
up-to-date fashion styling bearing such 
famous “haute couture’ names as Norman 
Hartnell and Christian Dior. 

britain’s jewelry designers are constantly 
on the look-out for fresh inspiration for 
Necklets and ear 
rings in ceramic suggesting ancient Mexi 


new jewelry designs. 


can ornaments were recently shown at a 
London exhibition of costume jewelry. 
Necklaces with a sugar-cane leal design 
in pale gold colored metal, brooches and 
earrings in blonde tortoiseshell and gilt 
mefal, were the result of a recent visit 
by another designer to a little-known West 


Indian island. 
The Design and Research Center in En 


wlan does research and provides technical 
information for the gold, silver and jewelry 
industries. Experts at the center report 
that there is a current trend towards 
greater delicacy in design and for special 
jewelry to be worn with diflerent types 
of clothes. For example, aluminum, light 
in weight with a gay and attractive air, is 
said to look well with fabrics such as 
nylon while stainless steel is being de 
veloped as a jewelry metal for use with 
vacation wear, 

lhe entry into the costume jewelry field 
of such noted designers as Hartnell and 
Dior will have its effect. While the prices 
charged for their creations are compara- 
tively high, settings and craftemanship are 
of the highest standard and would not 
compare unfavorably with the fine gems 
that are many times their value 





BRITISH COSTUME JEWELRY SHOWS FASHION INFLUENCE: Model (1!) wears necklet 

and earrings suggesting sugar-cane leaves. Designer got inspiration during visit to West 

Indies. In photo at right model displays matching bracelet, flexible neckiet and pendant 
earrings consisting of rhinestones mounted in rhodium-plated sterling silver. 


They were Charles Lewis Tiffany, Mr 
Lusk’s great-grandfather, who headed the 
firm from 1837 until 1902; Charles 1 
Cook. 1992 to 1907: and John C. Moore, 
father of the retiring president, 1907 to 
1940. 

Mr. Lusk has been associated with the 
company for 30 years. One of the world’s 
recognized gem experts, he has served as 
vice-president since 1932 and executive 


vice-president since 1952 


Small Business Committee 
Conducts Fair Trade Study 


The Senate Small Business subcommit 
tee on retailing is sending questionnaires 
to retailers, wholesalers and manufactur 
ers to collect information for a study of 
fair trade 

First batch of questionnaires went to 
1.700 manufacturers asking their views on 
fair trade practices; the general effective 
ness of retail price maintenance in the 


market place; the major problems encoun 
tered in enforcing fair trade contracts and 
what would be the probable eflect on 
individual companies and industries if the 
fair trade laws were repealed 

Manufacturers are also asked how much 
it costs them to administer and enforce 
fair trade programs, whether cach manu 
facturer believes fair trade is stronger or 
weaker than five years ago, and whether 
the produc ers have discontinued fair trad 
ing any product within the last three years 

\ spokesman for the subcommittee says 
the fair trade study is being conducted 
because of widespread evidence that the 
laws are not preventing price cutting of 
fair-traded products 

[he subcommittee is headed by Sen 
Hubert Humphrey, D.. Minn., an ardent 
supporter of fair trade. He emphasizes 
that the study does not mean a movement 
is underway to repeal fair trade. Public 
hearings on fair trade, and the Robinson 
Patman act generally will be held after 


January. 
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Contidence in the Jeweler and Ethics 
Are Aims of Tidewater Jewelers’ Guild 





OFFICERS OF NEW TIDEWATER JEWELERS’ GUILD: Seen displaying seal of the or- 
ganization are (l-—r) George B. Hardy, president; John R. Ford, vice-president; Lawrence 
|, Brenner, secretary; and Joseph B. Latham, treasurer. 


seven leading jewelers in Portsmouth 
and Nortolk, Va., have organized a non 
profit association to be known as the Tide 
water Jewelers Guild. Aim of the new 
organization is to build confidence in the 
retail jewelry business among members 
of the buying publi 

Ihe guild, believed to be the first of 
ite type in the country, is planning a 
vigorous local advertising and public rela 
ions campaign to inform the public of 
the value, quality and care of various 
jewelry products 

On the dealer level, the guild will seek 
lo maintain a high level of business stand 
ards among ite members and will try to 
promote this principle among non-mem 
bers Operations of all jewelers will be 
carefully scrutinized for unethical or mie 
leading practices 

Formed as a non prot organization on 
October |, its membership consists of R 
. Portemouth 
Cooper's In Portamouth and Norfolk 
and Frank KR. Ford Co., Hardy's, D. P 
Paul Co., L. B. Rocke and fF 
fo. all of Norfolk 

Otheers of the guild ar: (,eorge Hardy 
of Hardy's, president; John R. Ford, of 
Frank K Ford (.o., vice president: Law 
rence | Brenner, of Spertner « secretary : 
and Joseph B. Latham. of L. B. Rocke. 


treasurer 


W. Chapman and Co 


Spertner 


In its public information program, the 
guild is # heduling a series of eight or ten 
educational advertisements a month with 
the tone being maintained on a dignified 
Norfolk-Portemouth 
area contains #0 many transient Navy per 


plane Hex Aue the 


sonnel, a unique five-minute daily radio 
program with a Navy theme is being 
presented over the area's leading stations 
The program, entitled “Combat” drama 
tives an event from the U. 8S. Navy's ac 
tion during World War Il 


A series of articles similar to news 
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paper advertiseme:ts, are being released 
to all local publications and a speaker's 
bureau has been organized to present 
personal discussions of various phases of 
the jewelry trade to clubs and organiza 
ions 

The organization has already been 
pledged the cooperation and assistance 
Better 


of the newly formed Tidewater 


Husiness Bureau 

By ite program, the guild hopes to at 
tain these three objectives: promotion of 
the retail jewelry trade, which is increas 
ingly in competition with non-retail o 
ganizations engaged in the distribution of 
traditional jewelry store merchandise: ad 
vancement of the competitive position of 
the jewelry industry in relation to othe 
industries striving for the consumer's dol 
lar by advertising in available media and 
a planned public relations campaign; and 
protection of the public through the eq 
forcement of high standards of operation 
and business practi rs 


Reserve Board Develops 
New Economic Barometer 


A new economic barometer, which took 
nine yeare to develop is expected to fur 
nish businessmen and marketing analysts 
with reliable advance warnings of econ 
omic developments 

The Federal Reserve Board. which de 
vised the new “flow-ol-funds” system. says 
it furnishes parallels of the past as guid 
lines to meet future economic probleme 
lt will pinpoint to the greatest degree of 
any system yet, the financial status of con 
summers, showing their sources of income 
expenditures, and their economic behavior 
patterns 

First statistical series using the new sve 
tem will appear yearly at first, but more 
frequently later. 


Government Economists 
Report Healthy Outlook 
For First Half of 1956 


overnment economists are convinced 
that the business outlook through the hrst 
six months of 1956 is excellent. The most 
pessimistu pundits see the possibility ol 
only a short, mild tapering off sometime 
next fall 

Verchants in more and more areas ar 
sharing in the boom. Christmas sales are 
breaking records for most retailers, up as 
much as 15 per cent over 1954. 

The high level of sales—now running 
well over $15 billion a month-—are at- 
tributed by most merchandising experts 
to two tactors “strong merchandizing and 
general availability of credit 

While there is still some uneasiness in 
government over the level of consumer 
credit outstanding, chances are that after 
a slight tightening a few weeks before 
Christmas, the government will let off the 
brakes to keep the boom spinning along 
into 1956 

Total consumer 
every month this year through September, 
finally hitting $34.2 billion on September 
1) a rise of $657 million over August 
Installment credit rose by $544 million 


during September, mostly because of the 


credit has increased 


heavy volume of new cal sales, to reach 
$26.6 billion. Short term credit, charge 
accounts and single-payment loans, rose 
only $113 million during the month 
Another interesting peek into the atti 
tude of consumers comes from the Fed 
eral Reserve Board, which reports that 
in the second quarter of this year, indi 
viduals added $500 million more to them 
debts than to their cash assets, such as 
savings accounts and bond purchases. This 
indicates that many consumers believe that 


huving on credit is a form of saving 


Elgin National Named 
Cal Tech Associate 


The Elgin National Watch Co. has been 
named an industrial associate of the Cali 
fornia Institute of Technology, according 
to James G. Shennan, president of the 
company. 

Ordnance engineers and research-devel 
opment personnel engaged in Elgin’s de 
fense and electronics projects in Los An 
veles, Calif., will use the school’s extensive 
technological library, share in research 
results and participate in industrial con 
ferences at the school, Shennan said 

Thirty-six of the nation’s largest indus 
tries are associated similarly with the in 
stitute representing such fields as aircraft 
and ordnance, chemical, food, and phar 
maceutical, electronics and instrument 
manufacturing, petroleum, heavy manu 
facturing and metals 

Flgin is also affiliated with three othe 
technical education and research institu 
tions, Mellon Institute of Industrial Ke 
search, Pittsburgh, Pa.; Battelle Memorial 
Institute, Columbus, Ohio, and Armout 
Research Foundation, Chicago, Il 
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Mat Book and Photos 
For Operation Cherub 
Sent to Newspapers 


\ catalog of suggested newspaper stories 
and an album of photographs have been 
mailed to every daily newspaper in the 
country in connection wit ‘Operation 
( herub. according fo an announcement 
by the Jewelry Industry Council 

The material has been prepared for the 
papers by the Saturday Evening Post and 
editors may select mats trom the catalog 
to be used in conjunction with the text 
matter In addition, editors may use the 
material to make up special jewelry sup 
plements to be incorporated into a regu 


ar edition of the paper. 


CHRISTMAS PRESENTS FOR CHILDREN: 

One of a series of photographs sent to 

daily newspapers as part of Operation 
Cherub promotion 


lhe publicity material stresses that 
jewelry store items make excellent Christ 
mas gilts Many categories of merchandise 
are featured including watches, diamonds, 
colored stones, pearls, watch bands, fash 
ion jewelry and men’s jewelry 

When Operation Cherub was planned 
it was anticipated that jewelers would tie 
in thei newspaper advertising with the 
national promotion by using the cherub 


Albert f Haase }i¢ 


has stated “on the acore of co-operative 


symbol president, 
advertising, the occasion presents an op 
portunity for jewelers in a community to 


present a united front and sell jewelry 


ee] 


inst itutionally 


Greater Kansas City Jewelers 
Hold Third Meeting of Group 


The third meeting of the newly formed 
lewelers Guild of Greater Kansas City wae 
held on November 6 at Phillip’s Hote! 
with some 75 jewelers from the Kansas 
City area in attendance 

Frank Myers, of the Morgan Co., Chi 
cago, spoke on the correct procedure for 


making signs to be used in retail stores 
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Watch Makers Meet 
(From page 123) 


probien miinues alter the tarifls wer 


imicrease | 


lhe sdjustment! Controversey centel 


jround complaints by | “. manutacturers 
iat Swiss watches are being imported into 


unadjusted when 


is country marked 
scvinie adju iments have been mace thus 
escaping tive extra duty of 4) cents pet 
sijusiment per watch lhe Swiss argue 
that the techniques involved are not ad 


‘ustments under the tariff laws. The Trea 


cury Department a heen considering 
closing” the loophole by charging thas 
wate hes the extra duty by an viministra 


tive action 


CHARLES |} 


Linde” is the registered trademark of Union Carbide & Carbon Corp 


Lm the upjeweling problem, iegisiation is 
needed tt tue government is to respond tu 
complaints by { S. manufacturers that 
new types o! bearings permit Ww itches to 
be unported with only a tew if any, 
jewels, and easily have jewels placed in 
them here, thus es aping an extra duty 
of about $10.50 per watch 

( hanes that a decision m the ad 
hustiment ‘lispute will not come until after 
the hret of the year lhe upjeweling que 
tion Cannot Le settied until ( ongress 
passes on the legislation \ bill was re 
ported out of the House Wave and Means 
(Committee in the closing days of the last 
session, and will be awaiting legislative 
procedures to bring it to a vote of the 


Hlouse when { one;re rerrconvetics 


VWIiNSON 


: r¢ 


LINDE STARS 





a synthetic gem 
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Small Ladies Watch 
With Simplified Winder 
Introduced by Mido 


A new ladies watch, said to be the 
world s emaliest and to contain the world’s 
simplest winding mechanism, was demon- 
strated in New York last month by Walter 
schaeren, manufacturing head of the Mido 
Watch Co.. 


Smaller than a dime. the new watch has 


Bienne, Switzerland 


an automatic winding mechanism consist- 
ing of three major parte and four minor 
parts whereas most conventional self-wind- 
ers have 16 or more. Schaeren explained 
that the new Mido is the simplest of all 
the ladies’ self-winding watches to service. 














mr SMART JEWELER 


S te OroE® oF -- 


EXACTLN THE MAXimun NUMeRee 
ern 


<< ener 


~~ 


* 
me 
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King-Size 


await your shipment of old gold, silver, platinum, or ANY 






He demonstrated thie by removing and 

replacing the mechanism with only a 

screwdriver and tweezers in 20 seconds. 
The three major parts that he removed 


were the fork, hammer and winding mech 





New Mido ladies’ watch is smaller than a 

dime and has new simplified automatic 

winding mechanism. Watch is shown next 
to wooden match for comparison. 
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other precious metal in scrap, filings, polishings, solutions, 


sweeps, or sink settlings! Goldsmith’s modern methods 


and 87 years experience produce the most satisfactory 


returns... 


. pay the most kingly amounts. 


bbdamith Bos 
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& REFINING 
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74 W. 46th St., New York 36, N.Y. | 
QAKLAND 


anism itself. The latter consists of the 
bridge and three winding wheels. 

The watch movement is 15 per cent 
smaller than a dime, has 17 jewels and is 
waterproof and anti-magnetic. It has an 
unbreakable mainspring and will go with- 
out winding for 36 to 40 hours. 

Schaeren gave the demonstration of the 
new watch immediately after arriving in 
the U. S. for talks with Pierre L. Poftet, 
president of the Mido Watch Co. of Amer- 
ica, Ine. 

In 1937, 
originator of the unbreakable and anti- 


the Mido Company was the 


magnetic main spring which is made of 
an exclusive alloy. The trade mark “Pet 
madure” was given to this development. 

In 1954, Mido again pioneered with an 
improvement in self-winding watches which 
was called “Powerwind.” It was this 
achievement which enabled the reduction 
of the self-winding mechanism from 16 
or more working parts to the present sim- 
ple device and which made possible the 
perfection of a ladies’ watch which is 
smaller than any other self-winding watch 
in the world. 

Mido also manufactures the smallest 
self-winding waterproof watch in the world 
which embodies the characteristics listed 
above. 

Mr. Poffet and his sales organization are 
now introducing the new Mido to jewelers 
across the country. It is on sale in leading 
stores in all parts of the United States, 
as well as throughout the world. 


Bellanca Acquires Control 
Of Waltham Watch Company 


Sydney L. Albert, president of Bellanca 
Aircraft Corp.., announced on October 25 
that his company had acquired 322,700 
shares of Waltham Watch Co. stock repre- 
senting working control of the watch com- 
pany s 1,993,726 outstanding shares. 

These were sold by Teviah and Gilbert 
Sachs, president and vice-president, re- 
spectively, of Waltham, for $600,000 in 
cash, 

In reporting the sale, Albert said that 
active attention will now be given to the 
introduction of “instrumentation and elec- 
tronic operations to supplement Waltham’s 
century-old watch business.” He also said 
that the company would continue to manu- 
facture watches. 

According to Albert, Waltham will 
shortly announce the names of a new 
board of directors. The function of the 
new board, he said, will be to explore new 
ideas in production and marketing and 
to advise management on the most promis- 
ing ereas in which to expand. 

Arrangements have been made so that 
the Messrs. Sachs will continue their as- 
sociation with the watch business of the 
company. 


Greater Detroit Jewelers 
To Hold Annual Banquet 

The annual banquet of the Greater De- 
troit Jewelers Association will be held 
December 4 at the Latin Quarter, Detroit, 
according to an announcement by Bernard 
Wein, president. 
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> The Industrial Diamond Association of 
America, Inc., moved its New York head 
quarters to 589-591 Turnpike, 
Plains, N. J., on November 1. 


executive 


Pompton 
Athos D 
Leveridge is manager and se 
retary-treasurer. 

> Jean-Pierre Savary. 
executive secretary of the Horological So 
ciety of New York, spoke on “My Trip 
to Switzerland” at the November 7 meet 
ing of the society. A film entitled: “The 
Birth of a Swiss Watch” was also shown 


vice president and 


at the meeting. 

> Isadore Lipschutz, diamond merchant of 
630 Fifth Ave. received a certificate of 
award from Yeshiva University at its 10th 
annual Charter Day Dinner on November 
6 at the Sheraton Astor Hotel. He was 
also chairman of the dinner. 

> Greegg Jewelers, 259 Mamaroneck Ave 
Mamaroneck, N. Y. opened anew store 
September 16. Thomas Greco is the pro 
prieter 

> Finlay Straus Jewelers, with stores in 
Jersey City and Bayonne, N. J., opened a 
Manhattan store at 225 West 34th St., 
on October 14. 


New York Jewelers Hold 
Annual Dinner and Dance 


Lh Retail 


(,reater New York held its annual dinnet 


Jewelers \ asan lation of 


dance on October 23 at the Grand Ball 
room of the Hotel Astor More than 600 
friends and guest 
started 


jewelers, their wives 
attended the annual function which 
with a cocktail hour and was followed by 


a dinner, a floor show and dancing 


Harry Vi Levenstein. association chai 
man, was general chairman of the banquet 
committee, Sam M. Jacobson was banquet 


Bennet H. Schwartz. secretary 
be Werner (, ross, treasurer: Harry Brown 
Brooklyn Viax Vittleman 


Steinet 


chairman: 


vice-chairman 
Samuel! 
and Dominic bh 


vier chairman, Long Island 


vice-chairman Bronx 
vice-chairman metropolitan 
Dh lia 

(,uests of honor included Oscar Kind 
Ir.. president of the ANRJA: Meyer Wil 
New York State Re 


eon. president ol the 


tail Jewelers Association: Harry Gerber 
regional vice president of the ANKJA 
and William Wagner, executive secretary 


of the Associated Credit Jewelers of New 
York anda New Jersey 

Fach of the ladies was presented with 
a table lighter and many door prizes wer: 
donated by manufacturers and wholesalers 

The Retail 
(reater New York ix associated with the 
Westchester Association of Jewelers. In 
and the Staten Island Retail} Jews lers Asan 


Jewelers (ssociation of 


ciation Ine 
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Golden Circle Club 
Honors Harry Rodman 


The Golden Cirele Club of New York 
met at the Hotel Delmonico on Novembet 
21 to honor Harry Rodman as the member 
contribution 


who had made the biggest 


during the past year to the organization 
and to the jewelry industry. 

Rodman was presented with an inseribed 
plaque, as about 75 members and friends, 
some of whom had been invited to thy 
affair without his knowledge, looked on 
Among the spe akers were thre Hon Irvine 
Florman, former ambassador to Bolivia: 
Miles Chadabe, president of the 
Benjamin N. Cardozo Lodge, Wrnai Brith 
and Dr. Donald Harrington, minister of 
the (Lommunity Chureh of New York. 


Nominations for ofhicers te he elected 


Solon 


at the January meeting, were submitted by 
jerome (Grant Nominees were Herman 
Richard Bromley, vice 
Kramer 
seph Hornstein, financial secretary; Joseph 
H. brier, Jt Lou Wald 
man and Ben DeFkFrece, directors for two 
years: Mike Priano and Mike Fina, dire 
Arthur I. 
mediate past president and director: Wil 
liam Latin and Robert Carlin, to complete 
their unexpired terms 

Members of the nominating commiuttes 
Harold Pearlman 


MeKernin and 


(datrin. preside ni 
president; (,eorge treasurer: le 


sergeant-at-arines: 


tore lor one year, Tuvert. biti 


are Joseph Hornstein, 
Ben DeFrece, Vincent 
Jerome Grant, chairman 

According to Tuveri, the club's Christ 
mas party will be held at the Finland 
House Restaurant, 39 Fast 50th St., New 
Y ork, hetween | and i Pi. On December 
5. The party will be for members only 


he said 


Five Hundred Watchmakers 
Attend Bulova Symposium 


More than 500 watchmakers and pre 
cision instrument men attended the Bulova 
Symposium of Watchmaking at the Hotel 
Roosevelt. New York. on October 26 

Max Schwartz 
ity on watchmaking, spoke on “The Ad 
insted Watch a 


The symposium wa 


nationally known sulher 


sponsored bry 2h 


watch part distributing firms tn the New 


York area 


held during the past six years in over 200 


Similar meetings have been 


cities from roast to coaat 


Convention Dates Announced 


The 1956 annual convention and fair 
sponsored by the National Jewelers Asso 
ciation, will be held at the Conrad Hilton 
Hotel, Chis ago, from Julvw 29 to Auguet 2 
according to Clarence Olsen. convention 


committee chairman 
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BOSTON JEWELERS CLUB HOLDS ANNUAL DINNER 


a nt 
Gq 


ORIENTA fe p) 


CULTURED 7008 
PFARLS 














LEYS, roping ve 0. INC. OFFICERS AND DIRECTORS REELECTED: Officers and directors of Boston Jewelers Club 

Sey Or, WOW VOr who were reelected at November 4 annual meeting were (front row |-r) Herbert L. Thomae, 
vice-president; Ellsworth W. Read, president; and Clarence Lund, secretary-treasurer. In 
rear (\-r) are directors Sturgis Rice, Darwin Neumeister, John Blackinton, John Kennard. 


Albert S. Munnis and Sydney S. DeYoung. 
Precious and Semi-Precious | Members of the Boston Jewelers Club nard, Albert 5S. Munnis, Darwin Neu 








met at the Hotel Statler on November 4 meister, Sturgis Rice, and Sydney 5S 
STONES for their 68th annual Beefsteak Dinner DeYoung. It was voted that the summer 
with lobsters as alternatives. Club presi outing in 1956 would be held at the May- 

dent Ellsworth Read opened the business flower Hotel on Cape Cod 
STAR SAPPHIRES session, and minutes of the last meeting Réead spoke briefly on cooperation with 
EMERALDS and the treasurer's report were read. Operation Cherub, and, instead of the 
Silent tribute was paid to four members usual entertainment program, a quiz con- 
CAT'S EYES who had passed on during the year—Edgar test was staged, with Carl Moore, popular 
Co RUBIES—SAPPHIRES FE. Brown, Richardson Philbrick, Fred. radio artist from station WEEI, as master 
erick T. Widmer, and Harry J. Haselton. of ceremonies. There were prizes for the 
AQUAMARINES The entire slate of officers and directors winners of the contest as well as numerous 








was re-elected—president, Ellsworth W door prizes. Judges of the contest included 
PAY PERIDOT Read; vice-president, Herbert L. Thomae ; John S. Kennard, originator of the quiz, 
TOURMALINES 


| secretary-treasurer, Clarence Lund; and and Herbert Thompson and Sydney 

| directors: John Blackinton, John S. Ken DeYoung 

TOPAZ | 
AMETHYS! | Sydney X. Davis Elected 1955, of the Jewelry Credit Group of the 
Ne Credit an ‘inancial Manage 
tase Dhan Chairman of Credit Group New York Credit and Financial Manag 
ment Association. 

Meme Selections sent promptly Sydney X. Davis, sales and credit man ‘The Credit Group is affiliated with the 
ager of Davidson and Sons Jewelry Co., National Association of Credit Men and 
Ime New York manufacturing jeweler, consists of executives of leading suppliers 


ALLAN CAPLAN bee. hoon named chairman, for the year of merchandise to jewelry stores 


2 West 46th Street New York 36, N. Y. 














Tax Appeal Methods 
Outlined in Booklet 


Methods a businessman can use to ap 


FAST + DEPENDABLE 










peal an incorrect federal tax statement are 


explained in a new booklet prepared by 





ee, BBR: WATCH DIA the Small Business Administration 

7 On Gay S Gam 64 Nassau Street The leaflet, “Appeal Procedure tor In 

§ VERS CREE CURRRETEE "a! come Tax Cases,” (No. 64), gives detailed 
explanations of the various steps in the 
appe al procedure to the Internal Revenue 

Ivnsecliar Jewelry Service and the United States Courts. It 
is available from all Small Business Ad 


Made by the Hopi, Navajo 
and Zuni Indians. | 


Wholesale only. 
INDIAN CRAFTS 


WICKENHt na ARIZONA SYONEY a DAVIS payers to fill out 


ministration field ofhces 

New income tax forme without multi 
colored stripes have beer prepared hy 
IRS and are expected to be easier tor tax 
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Tissot Watch Distributor 
On Trip to Switzerland 


Julian R. Holzer, president of the Holzer 
Watch Co., Inc., sole distributor of Tissot 
watches in the U. S., left for a trip to 


Switzerland on December | 





JULIAN R. HOLZER 


While he is there, he will consult with 
executives of the Tissot factory regarding 
new models to be included in the 1956 
line as well as advertising and merchandis 
ing plans for the coming year. 


Better Business Bureau 
Condemns Phony Pricing 


At a meeting of the board of directors 
of the Better Business Bureau of Baton 
Rouge, La., on September 15, a resolution 
was passed condemning fictitious list pri 
ing as a merchandising evil that should 
be corrected because of the subsequent 
loss of confidence in advertising generally 

The resolution stated: “Be it resolved 
that this board of directors of the Better 
jusiness Bureau of Baton Rouge, repre 
senting the majority of honest and ethical 
businessmen throughout the Baton Rouge 
area, signify by this resolution that it con 
demns the practice of certain importers 
and manutacturers who place fictitious and 
misleading price tags on merchandise like 
watches, imported carving sets, carpeting, 
simulated pearis costume je welry perlume 
and so forthwith the apparent intention 
of assisting certain retailers in deceiving 
the public into believing that the regular 
we Baas price of the article is far in excess 
of the 
sold.” 


price at which it is customarily 


Indiana Jewelers Plan 
1956 Convention Program 


At a meeting of the board of directors 
of the Indiana Jewelers Association, on 


October 9, plans for the annual conven 
tion of the association to be held on 
April 8 and 9 at the Severin Hotel, In 
dianapolis were discussed 


[he staff of the 


structed to develop a program along the 


meociation was in 
lines of last years sessions Subjects lo 
be discussed at the convention include tair 
trade, national and state legisiation, sitive: 
smithing and diamond cutting 

Phe banquet will be held on the eve 
ning of April 8 and will be followed by 
an informal dance and cocktail party, a 
cording to a recommendation made at the 


meeting 
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Help for Salespeople Asked 
In Handling Excise Taxes 


Retail stores need more help irom gov 


ernment, manufacturers, wholesalers. and 


importers handling federal excise taxes, 
Congress is being told 

Che National Retail Dry Goods Associa 
tion says that the Treasury Department 
should require all manufacturers and im 
porters to submit new merchandise tor 
determination of taxability, and require 
all manufacturers, importers and whole 
salers to indicate on invoices which items 
are taxable 


NRDGA 


tion of the retail taxes is in the hands 


points out that the administra 


thousands of salespersons who are un 
trained in the « omple xities of excise tax 
rulings and who rely on price ticket data 


to govern their actions 







[he organization is also asking Congress 
to force the Department to issue retail 
excise regulations conforming with the 
i954 tax code, and urging that retail tax 
laws be indexed and described to guide 


merchants 


Northwest Jewelers Plan 
Annual Convention Sessions 


Plans now being made for the annual 
Pacihe Northwest Convention to be held 
in Portland, Oregon, on March 4. 5 and 
6, call for an attendance of 1,000 jewelers 
from Oregon, Washington, Idaho, Mon 
tana and Alaska. 


Axel Anders mn is pre sident of the 


Ne weiets A xno lation, apon 


ee 
4 


ae 
ca 


(Uregon State 


sore of the convention 


he ae 
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* Directors and otheers ol the Vi assa- 
chusetts and Rhode Island Retail Jewelers 


Association met at the University Club, 
Boston, on October 19, and mapped plans 
for the annual convention to be held at 


the Parker House on April 11, 1956. 
> Joseph Fahey, general manager of th 


Smith-Patterson Co., was chairman for the 
Greater Boston retail jewelers group in 
soliciting funds for the Greater Boston 
Ked Feather Campaign for 1956, and re 
ported good progress at the mid-season 
report luncheon Chester W iggins, for 
merly of the D). C. Percival Co. is now 
in the diamond department at Smith-Pat 
terson, Mre. Elizabeth Downey, advertising 


manager, married in October 
+ Leo }. 


Mass., has purchased a 


across the street from his store, and planes 


Wis 
Holyoke 


building 


Simard, jeweler of 


six-story 


to develop it as a mercantile center, with 
first 
Simard’s sons, 


floor. and ofhices above 


Paul 


stores on the 
Vir. 


are 


Leo. 
the 
exper tec 


and Junior 
business 


the 


associated with 


and eventually it is store 
will move to the new huilding 

> Kugene Sanger, of Sanger & 
9 Washington 


in the 


(lompany 
juilding, slipped and fell 
building corridor on October 3 
breaking his hip. This 90-year-old veteran 


in the jewelry industry is now convalescing 


at the Osteopathic Hospital, 222 South 
Huntington Ave., Boston, and would ap 
preciate hearing from his many friends 

> Frank A. Gendreau, III, of the firm of 
Frank A. Gendreau & Sons, 47 Winter 
Street, Boston, was married recently and 


has purchased a new home in Dorchestet 
> Augustus U. Burque, jeweler of Nashua, 
N. H., is the 


modeling of his store, operated by himeelt 


engaged in complete re 


and his sons, 


> Mario Lopardo, of Exeter, N. H 


also 


recently remodeled his store 

> Vr. and Mere. ¢ Edward Cotter, of 
Prince-Cotter Co., Lowell, Viass.. have just 
returned from a visit to their daughtet 
Mre. Millicent Hogan, and their nine 


Millicent at 


granddaughter 


Ky. 


months’ old 
Louisville. 


> The New England Manutacturing Jew 
elers’ and Silversmiths’ Association at its 
52nd annual meeting, October 20, voted 


to change its status to that of a national 


organization, and will be known hence 
forth as the Manufacturing Jewelers and 
Silversmiths of America. 

>A. & M. Jewelry Center, In Rooms 


742-745 Province Building, have issued a 
new 1956 catalog 

> Holden's Gift and Art Shoppe, 10 La 
Salle Road, West Hartford. 


moved to a new location 972-B Farmington 


Conn., have 
Avenue, have purchased new fixtures and 
the 
three times. 


Holden’s 


increased store's selling space about 


and will do tbhusines« as 











> Harriet Sherry & Co. 


2 Province Street. 


Koston, will shortly open a retail jewelry 
store at 1442 Hancock Street, Quincy, 
Mass., under the name of David Jewelers 


Management will be under David Sherry. 
> Henry 5S. 


hyy Sleeper Jewelers. 


Germain, formerly employed 


has opened a retail 
store at Hampton, N. H., to be 
“t. Germain’s Jewelry Stor 

> Frederic C. Kunz, 708 Washington 


Building, with his son Fred, Junior, plans 


known as 


to move January | to Room 705 in an 
expansion operation, 
> Dan Crowley, New York and New En 


gland representative tor the jruner-Rittes 


(ompany, recently received a check for 
$500 as the top salesman for that firm 
in the entire country 

> kimer J. “Jockey” Johnston, jeweler of 
Caribou, Maine. made the “best net” at a 
golf tournament at the Maritime Seniors 
Golf Association, Digby Pines, Nova 
Scotia, this fall, and won a set of sterling 


silver ash trays 
> During the week of October 21 
following, the Thomas Long Company ex 
hibited the lOth century 
“The Crown of the Andes,” 


four to five million dollars 


and 
famous diadem, 
valued at from 
showing it first 
dignitari 2 of the 


privately to religious 


area, and later to the general public, where 
it attracted wide attention and press, T\ 
and radio comment 

> The Diamond Center of the Jordan 
Marsh Co. recently purchased the entire 
stock of the H. O. Hurlburt & Sons firm, 
Vhiladelphia’s oldest jewelry house, and 
placed it on sale during the week of 
November 7 

> Mre. Wilmot “Bill Schwind, of the 
K. C. Jewelry Company, Rumford, Maine 
was chairman of the Rumford Hospital 
Fair this fall, an event which went over 
the top with the highest gross and highest 
net proceeds Mrs. Bernie Smith, of Smith 
and Zaff. Jewelers Building. Boston, as 
sisted Mrs. Schwind and was in charg 
of the “White Klephant table at the fai 
> Anahern Jewelry Company, Derry, N. H 
has moved next door to larger quarters 


and following extensive remodeling, plane 


a formal opening for the pre-Christmas 
sales 

» Roland Cadoret, of Brothers, 
Woonsocket, R. | elected 
pre sident of the Woonsocket Kiwanis Club 
karlier, he Woonsocket 


Chamber of that o1 
Atlanta 


( adoret 
was recently 
represe nted thy 
lunior (.ommerce at 


ganization « national convention in 


Ga. Due to being flooded out during Hur 
ricane Edna, the store has moved from 
Social Street to a new location at 230 
Main St. 

> Lester Wolf, formerly with A. Frisch 
Co.. Jewelers Bldg... is now covering east 
ern United States for the W. Wlodawar 
Co.. New York, diamond dealers 
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> Ernest Pearson, Attleboro, Mass., jeweler. 
is back from a successful salmon fishing 
trip in New Brunswick, 
> Norman White. 


father in the firm of | 


(Canada. 
associated with his 


White & Sons, In - 


1005 Jewelers Building, was married on 
November fy 

> Solomon Cote, jeweler of Fort Kent, 
Maine, went hunting with his sister and 


some triends recently, and shot a moose 
Maine 
was released on his plea of 
It seems the moose had been found caught 
fence. Sol and 


strictly against laws. However, he 


self-defense. 


by its antlers in a wire 
his friends cut the wire, whereupon the 
moose charged for Sol’s sister. The ani 


mal was only two feet away from her 


when a shot from Sol brought it down 


> Clayton E. Finnegan, jeweler of Pitts 
held, N. H i- remodeling his store 
> Louis Lemay. of Lemay Brothers, Man 


. hester, N. H.. recently attended a con 
vention of city planners in Montreal, (ue., 
in company with Gustavus Loitenan of 
Concord 

> The Perm-O-Seal Crystal Co 
Rooms 730-731 Province Build 
ing, moved on October 10 to Rooms 1009 
1010, Jewelers Building. At the same time 


established at the 


formerly 


located in 


a new firm was new 


location, known as Dial RKefinishers of 
Boston. Ine 

> Alec Sandler one of the firm of 
Sandler's, In with jewelry stores in 
Gloucester and Newburyport, Mass., and 


Dover, N. H., has left the Gloucester store 
and will manage the Newburyport branch 


> The Louis | 


Jewelers Building 


(,uiness Company, 71! 


has begun an extensive 


advertising program in the rotoegravure 


section of Boston Sunday papers to push 


their line of “Integrity” diamond rings, 


and to bring them to the attention of the 
Guiness planned to spend 


public. Louis F 


holidays in Los Angeles 


Herbert. formerly 


the Christmas 
with his son, associated 
with the firm. 

> Oresto Dell Orfano, office manager with 
the Travis-Farber Company, 909 Jewelers 
Building, served during the recent Boston 
chairman of the 


Viayor 


and was instrumental in getting out a large 


mavoralty 
Sons of Italy Committee for 


Campaign as 
Hynes. 


vote im Fast loston which helped put 
Boston's Mavor Hynes back in ofhee for 
another term 


> Beal's Jewelry Ellsworth, Maine 


recently put an addition on their building 


store. 


completely remodeled the store and 
planned an opening about December 1] 
> Henry Desjardins, of Beverly. Maas.. left 


Viaine, 


where he wae {to Spe nad 


for a hunting camp at Far Blonzet 
on November 
two weeks 


> Hagop Bechakian, formerly on the &@th 


floor, Washington Building, is now in 
stalled in his new quarters, Room 702-A, 
doing special order jewelry, and plans a 


formal opening in December 
> Ralph Bold. 


‘ | 
Percival Company, 


salesman lor tiie LD). - 
2nd floor Jewels rs 
juilding, is convalescing at his home from 


a second operation this fall 


> William J. Corsaro, formerly in Room 
611 Washington Building, held a formal 
opening of his new quarters, 702 Wash 


ington Building, on October 15 


FOR DECEMBER, 1955 


> The firm of Mahar & Engstrom, 405-411 
Jewelers Building, was saddened by the 
death on November 6 of Mrs. Mary Spratt, 
head bookkeeper, who had been with the 
firm founding, and who had 
served for years for the firm's predecessors, 
the Harkins & Murphy Company. Philip 
Webber, a salesman, spent part of Novem 
ber on vacation in Maine. 

> Mrs. John MecCrohan is a new assistant 
bookkeeper with Miss Catherine Egan at 
the Edmund W. Kirby 
Jewelers Building 

> David McAllister of Woodsville, N. H., 


store. 


since its 


Company, 304 


has remodeled his 
> The firm of Alfred F. DeScenza & Son, 
609 Washington displaying 
“Please excuse our appeal 


Building, is 
signs that say: 
Plans are 


during our expansion.” 


for part of the extension to be 


ance 
ready for 


(hristmas, 


> Mr. and Mrs. Al. Terban of the firm 
of Mendelsohn & Terban, fourth floor, 
Washington Building, flew to Jamaica, 


cruise by the 


BW on a 


prize-winning 


Fedder Air-Conditioner firm, and write 
from Montego Bay that there are “no 
words to describe this plac e Just fabu 
lous.” 

> The L. S. Glidden Company, formerly 
in Room 608 Washington Building, into 


firm is expanding 
Room 


he once occupied some 20 years ago 


which the DeScenza 


moved or 516. a 


September 30 to 
epot 
when working with the firm of Paul-Mae 
{_ourt. 

> A new firm, established on October 15 
Appraisal Authority 
pany, was opened by Harry H 
in Room 300 Washing 


and known as (Lom 


Solomon 
diamond merchant 
ton Building 

. Ernest Pessolano, formerly with the firm 
Kip Company, closed 


of Reagan, which 


recently, is now a salesman at the Thomas 
Long Company store 

> Herbert W. Stranger, Sr., of the 
of the same name, 306 Washington Build 


ing, and who also is Boston salesman tor 


firm 


is convalescing at 
attack 
located on 


the Sonac Corporation 


hie home from a recent heart 


> Jewelemiths, Ine., 
the fifth floor of the 


formerly 
Smith-Patterson Store. 


moved on November | to the llth floor, 
52 Chauncey Street 

> Thomas W. MeCabe, operator of The 
Clock Shop Province Building, Roston. 


died on October 13 


> Joseph Pasquale, operator of Modern 


Jewelers, Newburyport, Mass. died on 
November 3 
» Mises Sara Glaser. associated with the 
frm of Glaser Brothers. 910 Jewelers 
Building, died on October 4, following a 
brief illness 


Crown of Andes Displayed 
In Long's Boston Store 


The emerald and gold “Crown of the 
Andes” was displayed from October 21-27 
at the Thomas Long Co jewelry store, 


1) Sumner St., Boston 
The 360-year-old diadem has an Incan 
with 453 
emerald in the 


encrusted 
The largest 
crown weighs 45 carats 


gold base genuine 


emeralds 
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White Metal, Silwer Plated, Red Pes 





# 189 Shriner Patrol 5” high $2.70 ea 
# 188 Shriner 4'/," high $2.00 ea 
# 187 Shriner 4%" high $2.70 ea 


Reh-Craft 
Costume Jewelry 


Fraternal Jewelry with Eye-Appeal 





Priees per dow 
#410 Pin $18 
#426 Pin $18 
#417 Pin $46 
#95 Pin-karrings Set $18 


From lett to 
#444 Pin $40 
#442 Pin $12 
#168 Larrings $12 


right 


Rhodium or Gold Plated, set with Rhine 
stones or Order of Fastern Star colored 
stones ’ 

All Prices Keystone. Send fr catalog 
on Giftware and Jewelry. It's Free! 


ORIENTAL METALCRAFT 


202 S. State St., Chicago 4, Ill 
‘Phone HArrison 77-4460 














J. A. SILVER CO. 


NEW HAVEN, CONN. 


For Your Complete 
Flatware and Hollowware 
Needs 


1847 Rogers Bros. Community 

Wm. Rogers & Son OneidaCommunity 

Rogers Sterling 0. C. Sterling 

Silco Stainless Oneida Stainless 
Poole 
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THE IDEAL XMAS GIFT 10 
DIAMOND & JEWELRY EXECUTIVES 


® i4 KARAT GOLD 


® 10 POWER HASTINGS 
TRIPLET LENS, B.4L. 

@® DUST-PROOF 

@ 25°, SMALLER THAN 
CHROME LOUPE 

@ 10°, LARGER FIELD 
OF VISION 


A LIFE-LONG GIFT FOR 
ONLY 3R°° WHOLESALE 


MANUFACTURED ONLY BY 


SOUTHERN JEWELRY CO. 


325 ALAMO PLAZA 
SAN ANTONIO, TEXAS 
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EMERALDS 


STAR SAPPHIRES 
STAR RUBIES 
CATSEYES 


GERALD NISSMAN 


Importer of Precious Stones 
IUdson 2-1558 
580 Fifth Ave. New York 36, N. Y. 
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GEM SOCIETY GUILD WELCOMES NEW OFFICERS 





Newly elected officers of the Southern California Guild of the American Gem Society 
were welcomed at a meeting held on October 18 at the Los Angeles Athletic Club. Seen 
in the photo (Ir) are George Finley, Jr., Finley's Jewelers, Compton, assistant program 


chairman: Robert Martin, J. Herbert Hall Co 


Pasadena, vice-president; Lester Helms and 


Dorothy Ward, both of Donavan and Seamans Co., Los Angeles, out-going president and 


vice-president, respectively: 


Ferdinand J. Soulanille 


Arnold's Jewelry Store, Pasadena, 


president; Bain M. Alexander, Van Deusen's Jewelry, Santa Ana, secretary treasurer. 


Walter Herz, Los Angeles 
Was the speaker at the October 
California Guild of the 
Society He 


covering the differences between 


gem wunportel 
meeting 
Southern 
American Gem spoke on 
"Pearls," 
cultured pearis, cultivation, 


and oriental 


buying in Japan and othet aapects of the 


trace 

Vrogram chairman was Dorothy Ward 
of Donavan and Seamanse Co., Los An 
geles, Les Helms, of the same firm, pre 


Col. Henshel Named Chairman 
Of NYC Olympic Committee 


{ ol Harry ) Henshel dire lor of the 
bulova Watch Co., has been named gen 
eral chairman of the New York City 


Committee for the 1956 Olympi 


New York's 


Olympic 
Mayor 





COL. HARRY D. HENSHEL 


Robert F. Wagner, as honorary chairman: 
Christenberry, 
Robert Moses, chairman of the planning 


treasurer, and 


committee. 
Col. Henshel said that the goal of the 


he meeting Both wer 


sided at 


sented with 


pre 
gavels in iation of then 
lo the 
Ofhcers were 
They are 
Arnold's Jewelry 
Robert Martin. j 


dena, vice-president; 


appre 
guild 
installed for the 
Ferdinand J 
Pasadena, president; 
Herbert Hall Co.., 
Bain M. Alexander, 
secretary-treasuret. ; 
Finley's 


Compton, assistant program chairman 


service 
coming 
yeal Soulanille, 
Pasa 
Van Deusen’s Jewelry 


and Ceorge Finley, Jr.. lewelers, 


committee's fund-raising drive was $375, 
000 to be used to defray the cost of equip 
the I ' 

the seventh 
(Cortina d Am 
Italy, in January, the 16th Olym- 

Melbourne, Australia, in Novem 
ber, and the Olympiad’s equestrian events 


in Stockholm. June 


ping, transporting and lodging for 
“. teams participating § in 


Olympic winter games at 
pezZzo, 


piad at 
Sweden. in 


Census Bureau Report Shows 
People Are Flocking to Suburbs 


Latest Bureau of the Census figures re 


what with 


iterate everyone 20-20 vision 
has known for a long time: people are 
moving out of the cities and into the 
suburbs. 

Just to verify the notion. however. the 


Bureau rounded up statistics which show 
that the 
about 
they 


suburbs 


population of suburbs is grow 
the 
population of 
1950, 


the population of city areas rose only 3.8 


times as tast as in 


While 


27.8 per cent 


ing seven 


cities adjoin 


gained since 


per cent 
Total city population rose from 83.7 
million in 1950 to 95.3 million in April 


of this vear. There are now 168 so-called 
a county or adjoining 


50,000 


metropolitan areas 


counties with at least one city of 
population 

Of the total population increase since 
1950 of 11.8 million, 


in metropolitan areas, the Bureau reports. 


11.5 million occurred 
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NEMJ&SA Becomes a National Organization 


In Effort to Better Represent Industry 


Stockholders of the New England Manu- 
facturing Jewelers’ & Silversmiths’ Asso- 
ciation, at their annual meeting October 
20, voted to change the name of the or- 
ganization to the Manufacturing Jewelers’ 
& Silversmiths’ 


Decision to change the name of the asso 


Association of America 
ciation, long the voice of the jewelry in 
dustry, stemmed from a desire to broaden 
the scope of the association. 

Howard H 
explained at the 
Providence Sheraton-Biltmor: 


Sweet, association president, 
meeting, held in the 
Hotel ball 
room, that the change in name will elimi 
nate its regional aspect, especially when 
it speaks for the industry in Washington 

G. Richard Frankovich, in his report as 
executive secretary, paid particular atten- 
tion to association activities on tariff and 
foreign trade. 

He described efforts in Washington to 
halt the indiscriminate reduction of jewelry 
tarifis and the industry's support of the 
bill to repeal the Silver Purchase Act 

In outlining the industry's case against 
the government's tariff-cutting program, he 
stated that the association's numerous ap 
Tariff 
had succeeded in preventing the inclusion 


pearances before the Commission 
of jewelry in subsequent lists of commodi 


ties considered for additional tariff re 
ductions. 

On foreign trade activities, he reported 
that in an effort to overcome a negative 
approach and to look at the foreign trade 
situation with realism, the association 
during 


spring, adopted an approach just taking 


hearings this past winter and 
hold in a few major industries today 
“In this 
forces with the domestic 
and the rubber industry 


stand,” he said, “we joined 


glass industry 
It is a stand we 
believe will be of ever-increasing appeal 
Frankly, it is one that no politician has 
yet been able to refute effectively. 

“Our position was simply this: that no 
further tariff reductions should occur until 
the wage rates of foreign competing in 
dustries had, over a period of transition 
years, been raised to our legal minimum 
wage rate, whatever that legal minimum 
may be. This criteria would be admini« 
tered country by country as is our present 
reciprocal trade law. 

“This would do several things: It would 
solate that 30 per cent or 35 per cent of 
American industry that is hardest hit by 
tariff reductions; and it would penalize 
only those countries that would not raise 
wage and 
legal minimum 


their living standards to our 
Thirdly, one of the great 
benefits that is claimed for our present 
reciprocal trade program is the prevention 
of the spread of Communism. This has 
been applied particularly to the reduction 
of Japanese tariffs. Our program would 
insure that those who will eventually de- 
cide whether Japan shall be Communistic 
or not—the workers of Japan—-would gain 
directly from a reciprocal trade program 
Japanese wage rates and the Japanese 
standard of living have not been assured 


of increases under our present program.” 


ror DecempBer, 1955 


Frankovich added: “It is not surprising 
that this approach has appeal in Congress. 
It is an affirmative program that lends 
cohesion and logic to our present helter- 
skelter plan of tariff re- 
ductions.” 

Otheers 
were: Paul Levinger 
vice-president; G. W 


Bh. McAlpine Co. 


indiscriminate 


elected for the 
Speidel Corp., first 
McAlpine, Edward 
second vice-president; 
C. Robert Yeager, L. CG. Balfour Co., third 
Albert G. Berghahn, Arm 
secretary, and Edson W 


Wire (.o., 


coming year 


vice president: 
brust Chain Co.., 
Sawyer, Improved Seamless 
treasure! 

Flected directors for three years were 
Donald S. Bishop, H. F. Barrows Co.; 
James P. Felch, Danecraft, Ine David | 
Kaplan, A. & Z. Chain Co.; Louis Kesten 
man. Kestenman Bros. Mfg. Co.; William 
FE. Smith. Irons & Russell Co.; Howard H 
Sweet. Howard H. Sweet & Son, Inc.; and 


Haskell Wallick. 


re ele ted 


Foster Jewelry Co 
Sweet was president for a 
second one-year term at a subsequent 
meeting of the directors 

Robert Elder, market 
formerly an associate professor of market 
Massachusetts Institute of Tech 
Boston, was the speaker 
Discussing the marketing 


traced the growth in population and dis 


consultant and 


ing atl 
nology. guest 


problem, he 


eretionary income. and the changes in the 
lives and habits of people generally 


Borel Watch Factory Head 
Visits Kansas City Office 


Jean-Louis Borel, president of the Ernest 
Borel Watch Factory of Neuchatel, 
Switzerland, recently visited the American 
headquarters of the company, located in 


Kaneas City, Mo 





Jean-Louis 

Borel (center) discusses 1956 sales plans 

for Ernest Borel watches with Robert Bollier 
(1.) and Mark Borel (r.). 


HOLD SALES CONFERENCE: 


Borel conferred with Robert UHollier 
sales manager, and Mark Borel, advertis 
ing manager, on sales promotion plans for 
1956. According to a report from Bollier, 
sales of some Borel models have been so 
brisk that some delay in delivery from the 
factory has resulted. However, production 
of these models is being materially in 


creased, he said. 
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4 TREATED 
DIAMONDS 


in beautiful green and 
golden colors of high bril- 
liance. 

Write for folder on 


"The Story of Cyclotron 
Treated Diamonds” 


THEODORE MOED 
An Original Distributor 
10 West 47th S#. 


New York 36, N. Y. 
JU 2-1994 
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Watch Repairing 


FAST—DEPENDABLE—-ECONOMICAL 
WORK, WATCHMASTER TESTED 
. 

Over a quorter century of service 
to the trade 
. 

Watches insured and safeguarded 
in Holmes-protected vaults 
* 

Ask for price list or send trial erder 


Cooper's Watch Repair Co. 


46 West 48th Street, New York 34, HM. Y. 
Piaza 77-1740 





SALESMAN 
WANTED 


By large nationally known wholesaler to 
service strongly established midwest ter- 
ritory. Present representative leaving be- 
cause of health. Lucrative earnings as- 
sured through loyal customers of long 
standing. Complete line of national 
brands including fine lines of imported dia- 
monds and watches aggressively backed 
by national advertising and modern mer- 
chandising methods. Give full particulars 
of age, experience, etc. Replies held con- 
fidential. Address 


Box No. 320, Care 
Jewelers’ Circular-Keystone 
29 £. Madison $., Chicage 2, Wi. 








BIKOL REFINERS CO. 
Asseyers & Refiners of Precious Metals 
Suyers and Sellers of 
GOLD - SILVER - PLATINUM + 7ALLADIUM 
JU 2-3497 
44 West 46th Street, New York 34, HM. Y. 
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NEW YORK STATE 


| WANT TO BUY 
A 


JEWELRY STORE 


IN NORTHERN OR CENTRAL 


NEW YORK STATE 


CONTACT ME AT ONCE 
FOR QUICK ACTION 


Jewelers’ Circular-Keystone 
Box "'C., 1502," Chestnut & 56th Sts, 
Philadelphia 39, Pa. 
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b des PHILADELPHIA 


> A colorful display has been employed 
by S. Kind and Son in its Chestnut St. 
window including necklaces, rings and 
bracelets, which are set off against satin 
backgrounds in green, rose and blue. 

> Bailey Banks and Biddle Co., 16th and 
Chestnut Sts, have used an eye-catching 
and topical display that is tied in with 
Exhibition, at the 
Philadelphia Museum of Art until De- 
cember 11, 


the s | oulouse- | Autres 


Another window contains a 
display of meerschaum pipes that are the 
property of Oscar of the Waldorf. 

> John Kirschnek, Jr.. 32 East Baltimore 
Ave., Clifton Heights, Pa.., 


a party to celebrate the third anniversary 


recently held 


of his store. Coffee and doughnuts were 
served, Each guest received a pair of 
salt and pepper shakers or a wooden spoon 
and fork set. Mre. Kirechnek assisted her 
husband. 

> Rae Largman, 163] Locust St., recently 
received a Christmas shipment of Bra 
zilian amethysts, turquoise from England 
and other pieces from France and Italy. 
> University Woodland 


Ave., has been selected as agents by the 


Jewelers, 3459 
Omega Watch Agency. The firm recently 
added various appliance lines to its stock 
> Ed Roberts, formerly with Hollywood 
Jewelers, has joined Lu-Belle Jewelers, 
1237 Market St. 

> Wolf's Jewelers, 15 South 13th St., are 
now displaying a wide variety of costume 
jewelry. 

> Michaels Credit Marcus 


Hook, are now preparing their Christmas 


lewelers. int 


direct mail program. The firm reports 
that past campaigns at holiday time have 
proved very profitable. 

> Melchiorri’s Jewelers, 1246 North 52 St., 
have stocked «mall radios and irons with 
the Christmas trade in mind. They also 
earry decorated canisters and cookware 
items. 

> The Frederick R. Loeffler store 1004 
Girard Ave., is rounding out its 18th year 
in business, 

> Campus Jewelers, 1317 Spruce Ot., re 
port that they have used a customer-draw 
ing window display consisting of a dia- 
mond evaluator surrounded by 20 stones 
and a sign explaining the advantages of a 
jeweler belonging to the American Gem 
Society and the advantages to the cue 
tomer 

> Fred Sauter, 2715 Weat Cirard Ave 
has announced that his store is taking 
part in Operation Cherub 

>> Kind and Son was honored last 
month by the United Fund Drive for hay 
ing 100 per cent participation and for hav: 
ing reached 140 per cent of their quota 
Philip Kind was chairman for the store 


drive. 


| > Spiros Doulis, 67, a watchmaker and 


jeweler for 35 years, died October 25. He 





lived at 136 South Ilth St.. where he also 
conducted his business. He is survived by 
his wife and three children 

> Chris Sarmousakis, 41, who operated his 
jewelry store and watch repair store at 
802's Sansom St., died on October 23. He 
is survived by his wife, Mary, a daughter 
and a brother. 


Non-Profit Group Formed 
To Market Swiss Watches 


\ non-profit organization, known as the 
American Guild of Retail Jewelers, Ine., 
chartered in Pennsylvania, has been 
formed io produce and set] a fine line of 
Swiss watches, according to an announce- 


Banks 


hoard 


ment by Philip Chase, of Bailey, 
and Biddle Co., Philadelphia, Pa, 
member and director 

Ihe line of watches will be sold ex 
clusively through the retail outlets of 
members of the guild, who represent many 
of the nation’s leading jewelers The watch 
line will be competitive with brands al 
ready on the market in every way, Chase 
said 

Now in production, and with a name 
and trade mark yet to be announced, the 
new line will be available in 1956. 

Kegional directors of the guild have 
been appointed to head regional commit 
tees, whose responsibility will be to main 
tain the highest possible standards for 
all members. Currently, a code of pra 
tices and by-laws are being prepared 


Henri bb 


dent of the guild and long associated with 


Vermot, executive vice-presi 


the watch industry, has just returned from 
an extensive trip to Europe where he made 
1 study of suppliers. After careful study, 
a group has been selected Reaction to 
thie euild plan has been very favorably 
received by the group, which has already 
rack sizeable contributions to the plan 
‘Lime ei research and labor to assure a 
high-erade product 

Vembers of the board af directors are 
in addition to Chase and Vermot, Oscar 
Kind, Jr.. S. Kind and Sons, Philadelphia 
Pa.: Robert Tyack, Frank Tyack and Son, 
Reading, Pa.: and Victor Paul, Wiss Sons, 
Ire Newark N | 

Further information can be obtained at 
the guild headquarters, 1316 Arch Ot., 


Philadelphia 7, Pa 


ee — 








LEARN WATCHMAKING 
REPAIRING - ENGRAVING 
Dey or Evening 
PHILA. COLLEGE OF HOROLOGY 
1338-48 W. Somerset St., Phila. 
Write Dept.”K" lil d Ceteleg 
Seen! Baldwin 99-13% Est. 1094 


Tet th ar Arthur T. Johnson, Principal 











THe JeweLers’ CircuLAR-KEYSTONE 


Ebeling and Reuss Report 
70th Anniversary Discount 


tbeling and Reuss, importers of china, 
glass and pottery, 707 Chestnut St., Phila- 
delphia, Pa., are offering a 15 per cent 
discount on merchandise carried by the 
hrm to celebrate the 70th anniversary of 
thre company Announcement of the re 
duction was made by H. O. Ebeling, presi 
dent 

All orders received up to January 31, 
1956, authorizing shipment before March 
|. will be eligible for the discount with 
the exception of those for Hummel figures 
and Kosta crystal, which are not included 
in the offer 

In making the announcement, Ebeling 
sail that the offer was being made “as a 
means of expressing our appreciation of 
the loyal support and cooperation we have 
received trom our many friends support, 
we are gratetully aware. which has made 
our 70th anniversary possibl 

hbeling requested that the 15 per cent 
reduction not be passed on to the con 
“birthday 


=tiitiet hut bye considered a 


present. io thre if welet 





FIRM'S FOUNDERS: Seen outside the origi- 

nal headquarters of the company at 440 

Market St., Philadelphia, are the founders 

of the china and glass importing company, 

J. E. Zeh, Theodore Reuss and Frederick 

Ebeling. Photo was taken shortly after firm 
was founded in |886. 


The firm was founded in 1886 by J. E 
Zeh. breder wk T heodore 
Reuss and was established at 440 Market 
St.. Philadelphia. On the retirement of 


bbeling and 


7eh, the firm’s name became Ebeling and 
Reuss, and in 1913, Theodore Reuss died 
and his place was taken by his son, Wil 


liam Reuss. 
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During World War |, when china and 
glass imports ceased to flow from Germany, 
the firm replaced their stock with domes 
ti goods and also hired their own copper 
wheel engravers and cut domestic lead 
crystal 

Despite the war, the company found 
that it had outgrown its original quarters 
and moved to 504 Cuthbert St. By 1916 
a further expansion was found necessary, 
and the company moved again to 70/ 
Chestnut St. The executive offices and 
showrooms are located in this building. 

Henry and Bob Ebeling, Frederick's sons, 
became active in the business in 1922 and 
1926, respectively Henry took over his 
father’s Middle West territory, while Bob 
covered the South. 

Frederick Ebeling died in 1927 and the 
partnership then became a corporation 
with William Reuss as 


Ebeling as vice-president. Later 


president and 
Henry 
Reuss retired because of ill health and 
the Ebeling interests purchased all Reuss 
stock Henry Ebeling became president 
and Robert, vice-president. They remain 
sole owners of the business. 

The company maintains showrooms in 
New York, Philadelphia, Chicago, and 


Los Angeles 


Operation Cherub is Topic 
Of Philadelphia Jewelers 


Fifty jewelers were present at the O5c 
tober 18 meeting of the Philadelphia Jewel 
ers Association at Lew Tendler’s Restau 
rant. Chief topic of discussion was “Opera 
tion Cherub.” of the 
Saturday Evening Post, The Philadelphia 
Bulletin, The Philadelphia Inquirer and 


The Daily Vews were pre sent for the meet 


Re pre sentatives 


ing 
Samuel Kind, president of the associa 
tion. announced that this vear the annual 
dinner will be open to jeweler members 
and their wives and not to the trade as a 
whole as formerly. The annual year book 


wi published ift November 


New Jersey Watchmakers 
Hold Monthly Meeting 
The Watchmakers’ Association of New 


Jersey held its monthly meeting at the 
Irvington House, Irvington, N. J., on No 
vember 8&8 Barney Goldstein was the fea 
tured speaker. He spoke on various clock 
rscapements and showed scale models 

The association's 16th annual dinnet 
dance was held on November 13 at the 
Club Navaho in Irvington 


Lapidary Calendar Offered 


The New England Diamond Corp., #3 
West 47th St... New York, diamond cutters 
and polishers, and dealers in precious, 
semi-precious and synthetik stones and 
pearls, are offering their new 1956 calen 
dar to jewelers free of charge 

Among the useful data contained on the 
face of the calendar are charts pertaining 
to comparative sizes of stones, compara 
tive weights, birthstones and information 


on drilling and synthetice 








Ja 


Proudly Presents 
the NEW 


“RIVIERA” 


TRAVEL CLOCK 


i 
a 








Exclusive slide-open travel case 


Handsomely finished in rich grain 
Arabian Ostrich with gold trim. 


30 hour pull-out alarm 


Dial: Ivory background with 
polished gold bands; gold dama 


scene finish dial black numeral 

track with luminous numerals 
Designed (length 4” closed: height 

2”%";, depth 1%”) for space-econ 


omy, safe packing 
No. 540 Retail $9.95 


Add Federal Excise Tax to Sug 
gested Retail Price 


RIVIERA PACKS A PROFIT 
WALLOP FOR YOU! 


Here's why Riviera is a really 

“hot” profit item 

@ it's a brand new type of travel 
clock, just in time for the Xmas 
market 

@ it's ao lux exclusive that consumer 
research has proved your customers 
will go for 

@ it's priced to sell at big profits 
for you. 
Talk stock with your distributer 

now, and be profit-ready. 


2 


td 
vous 1\et me eote | me 









Please send full information on your 
new Riviera Travel Clock; and nearest 
distributor 

NAME. 

COMPANY 

STREET. 

ciry: ZONE STATE 

Department 22 


THE LUX CLOCK MANUFACTURING CO., INC 
WATERBURY 20, CONNECTICUT 
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New light on sales! 


EAS | Ral 
GUARANTEED FOR LIFE! 


You'll sell NASH lighters! At prices better than 
heres top flight 
here s range of styles and knock- 





competitive, engineering 
quality 
out colors with E.T. enamel and chrome finish 

here's exclusive DYNAFLEX” sparking 
action for positive, long-life operation at no 
individ 


extra cost! ally gift packaged 





"Dynaflex is 
the register: 
ed trademark 
of GES Mig 


Company 
‘Wee ten 1 
Brecht 
DEALER'S 


COST: 
$16.20 Doz. 


Ask your 





alle o. 30) 
Retails at $2.75 


whoiessaier or write - 


wLer Bee lelomer sy tl gata | 
TEMMESSEE 


Dept j 
MASHMYVILLE 

















When Leenore Doskhow dofled her het te 
Grandparents she really started something! 


The stertin silver Grandmother's brocelet 
and Grandtather’s key chain are just a few 
of this soles creating line 
SEND FOR BRACELET AND 
KEY CHAIN CHART 


LEONORE DOSKOW, INC. 


MONTROSE NEW YORK 

















REPAIR SERVICE TO THE TRADE 


FAST DEPENDABLE INEXPENSIVE 
for all modern and antique Watches, Clocks, 
Jewelry, Cameras, Binoculars, etc. — Request 
Trade Price List and Free Shipping Labels 
ONE TRIAL WILL CONVINCE YOU 
MODERN TECHNICAL SUPPLY CO. 
Dept. '2/0K, 35 Weet 42nd t., New Yors 4, HH. Y, 
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Gordon Brothers Announces 
Purchase of Stores’ Stock 


Gordon Brothers, jewelry store and stock 
liquidators of Boston, Mass., has announced 
the recent purchase of the stock of L. C. 
Leach and Co., Inc., 738 Cherry St., Chat 
tanooga, Tenn., Bousquet’s Jewelry Shop, 


513 Main St., Worcester, Mass., and the 


J. M. Michelin store, 387 Washington 
>.. Boston, Mass. 
Owners of the Leach and Bousquet 


stores sold out because they were retiring 
while the Michelin inventory was sold by 
the estate of the late J. M. Michelin. 
Gordon Brothers also reported that they 
had liquidated the complete inventory of 
the Connecticut Valley's oldest jewelry 
store, Ralph J. Atwell, Inc., 254 Main St., 
Middletown, Conn. In for 
120 the were 
to Stanley Swede, of Windsor Locks, Conn., 
who is continuing the the 
same location under the Atwell name. 


business over 


years, firms fhxtures sold 


business at 


Sacramento Store Closes 


The prebate court has approved a pe 


tition by Mre. Maude Dayley, widow of 
the late J. Marion Dayley, to liquidate 
the assets of the Lovett Jewelry store. 
1217 K St., Sacramento, Cal. Mr. Dayley 
was killed in an auto accident on July 3 
Mrs. Dayley, who was also seriously in 
jured in the accident, has almost com 
pletely recovered 

Since Mr. Dayley’s death the store has 
been closed, and efforts to sell it as a 
going business have proved unfruitful. 


INDUSTRIAL DIAMONDS 


Repairs 100,000 Timepieces 





4 





i £ 
. 4, 
Sj 
AvcustTine RAMON Farreny, 119 South 
Olive St., Media, Pa., took his first clock 
apart at the age of 11 and he estimates 
that in his 57 years of watch and clock 
repairing he has handled 100,000 time- 


pieces 

Farreny left his native Spain at the age 
of 19 and came to Philadelphia, where he 
has For the last 36 
years he has been located in his present 


remained ever since. 
shop 
When thinking back over his many years 
that 
repairing 


Farreny recalls when 
the trade. the 


of organs and music boxes was considered 


of experience, 
he was learning 
part of a jeweler’s job. “Repair work to- 
day, he 
because it is easy to get ready-made parts. 
In the old you frequently had to 
make the parts yourself.” 


says, “is much less complicated 


dave 


EXHIBITED IN CHICAGO 





An estimated 15,000 people viewed the industrial diamond exhibit at the Production Engi- 

neering Show, held in Chicago in September. Sponsored by the Industrial Diamond Associa- 

tion of America, the exhibit wos under the supervision of Athos D. Leveridge, pictured at 

left, secretary-treasurer and executive manager of the association. Two Pinkerton guards 

were also present to keep watch on exhibits which included replicas of the world’s mos? 
famous diamonds and specimens of diamond tools. 
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Obituaries 








Albert G. Hope, 86, president of Hope 
Brothers’ Co., 613 Market St., Knoxville, 
Tenn., said to be one of the oldest jew- 
elry stores in the South, died of pneumonia 
on October 16. He is survived by his 
widow. 

Neal Matt Gleason, owner of the 
Jewel Shop, Hotel Utica, Utica, N. | * 
died on October 18 after a short illness. 
His widow and a son survive 

Morris Freeman, 67. owner of M 
Freeman and Son, 128 Genesee St., Utica, 
N. Y., died October 15. A _ native of 
Poland, he is survived by his widow, a 
son, a daughter and a brother 

Homer R. Godley, 69, proprieter of a 
jewelry store in Flemington, N. J., died 
October 16. Mr. Godley opened his Flem. 
ington store in 1911. He is survived by 
his widow, four brothers and two sisters. 

George Dolin, 70, manufacturers’ rep- 
resentative with offices at 220 West Fifth 


Government Invites Businessmen 
To Help Cut Paperwork Down 


Businessmen, for the first time, have an 
active invitation from the government to 
complain about the unnecessary paperwork 
imposed by agencies 

The U. S. Budget Bureau and its 12 
year-old Advisory Council on Federal R: 
ports are soliciting the squawks. In com 
plaining, businessmen are asked to give 
specific information on the apparent need 
versus burden on businessmen, and to 
comment on the content, coverage, fre 
quency, availability of information re 
quested in forms; possibility of changing 
forms; duplication among government re 
quests, and usefulness of information re 
quested 

The now-defunct Hoover Commission 
found that it costs government at least 
$2 million a year to collect statistics from 
businessmen—-some 4,700 different ques- 
tionnaires and reports are used. Savings 
possible by eliminating all duplication and 
waste could amount to as much as $255 
million a year for both government and 
business, the Hoover group says. For in 
stance, if the present Employers’ Quarterly 
Income Tax return were simplified and co- 
ordinated with similar reports requested 
by other agencies, business would be 
saved $22 million a year 

The government hopes it can cut down 
the cost of filing reports, and at the same 
time get better and more complete infor 
mation for use by both business and gov 
ernment. 

Complaints can be sent to the Council, 
1001 Connecticut Ave.. Washington 6, D 
(.. or to trade association executives 


Moves to New Office 


H. Sorin, diamond and watch importer, 
has moved his office from 576 Fifth 
Avenue, New York, to the Congress Build 
ing, Miami, Fla 
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St., Los Angeles, Calif., died on October 
2 in Los Angeles. He moved to the West 
Coast 10 years ago from New York, and 





Opportunity 





FOR JEWELRY 
SALESMEN!!! 


Represent a well established 
manufacturer with an outstand 
ing line of fine rhinestone 
jewelry. Our jewelry is not jus! 
another line of rhinestone 
jewelry but one you and the 
retailer can sell with complete 
confidence and profit. No ob 
jections to one non-conflicting 
line. Several desirable territo 
ries available. Must have fol 
lowing among better retail 
jewelers. Commission basis 
Please give full details in first 
letter, age, background, terri 
tory covered. 





GEORGE DOLIN 





david | 





was well known in the trade in both the 
hast and West. His widow, two daughters, 
a sister and brother survive 


basic 
trade 
advertising 


JEWELERS’ 


BUYERS 
GUIDE 





s USED ~—*For Daily Reference 


e USED —When the Buying Decisions are 


Made 
e USED —The Entire Year ‘round 


*Of 6.000 Germs curveyed, 84.6% etated they assed the 1.8.0. 


daily of at least ence « week. 





2508 VINE STREET 
CINCINNATI 19, O. 





USED BY 


* Retailers 
* Manufacturers 


* Wholesalers 


* Importers 


Insure your sell 
ing job to the 
Trade by placing 
your advertise- 
ment in the nex 
issue! 


ao) eae 


Write, Wire or Phone 


JEWELERS’ 
BUYERS 
GUIDE 


1475 Broadway, N.Y. 36 
OXford 5-515! 























































BIG TRAFFIC 


COST 10 YOU 
10¢ each, 


in lots of 


100 













ACTUAL i i 
SIZE =, Passed ci 
cN Raised 
oy inv 
Gold-plated % wooo Oe 


bronze. 
Newspaper mats furnished, Can 
be advertised for 49¢ engraved, 
or given tree with other pur- 
chase. Promotional possibilities 
unlimited! Terms: 10 days net to 
rated jewelers. Others, cash with 


order F O.B. Nashville. (3 Ibs. 





per C) 
GOLDNER ASSOCIATES 
P. ©. Box 2703, Nashville, Tennessee 








ANTIQUES WANTED 


Genuine Antiques and 


Antique Reproductions 





Silverware Gold and plated jewelry — old 
costume jewelry, Watches—movements—watch 
bends, any kind, any type, in any condition. 
Diamondse—any kind or size. Gem and semi- 
preciout stones. Gold Scrap—Piatinum—filled 
ond pleted scrap. No consignment too large 
or toe small, Our check sent immediately. Your 
consignment will be held intact for 10 days, 
subject to your approve! of our check 


References: Whitney Nationa! Bank. Morgen 
Branch, New Orleans, Lae.: Netiona! Jewelers 
foerd of Trade: Dun and bradstreet 


ANTIN'S 
114 BARONNE STREET, NEW ORLEANS 12, LA. 
Established 1916 














ALBERT S. SMYTH CO. 


DIAMONDS-WATCHES 
* JEWELRY ® 


5S HOPKINS PLACE, BALTIMORE, wo. 














RUSH T0 Edwi-rced 
«SS 


Prone 
WAthine 46427 


Prove for yourself how our jewelry 
thow card window service can hel 
OU make Mere sales! Ack tor 
AY FREE TRIAL. Phone, write or 
wire TOOAY — 
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> Kay's Jewelers has just completed the 
remodeling of ite store at 20 North Main 
St., Greenville, S. C, 


been doubled according to Stanley Kahn, 


Selling area has 


manager,, 


> Gordon's Quality Jewelers will open a 
new store at 130 Dexter Ave... Montgomery. 
Ala. The new unit, which will be com 
pletely air-conditioned, is the latest for 
the Gordon chain that operates stores in 
Mississippi, Arkansas, Louisiana and 
Texas. 

> Edgar O. Kline has been 
manager of the Duval Jewelry Co.'s new 
store at 219 Miracle Mile, Coral Gables, 


Fla. Since joining the firm in 1939 he has 


appointed 


served in stores at Jacksonville and Gaine 
ville, and more recently in the downtown 


Miami store 


> Berman's Jewelry Stores, Charleston, W 
Va., recently celebrated their 54th vear 
Currently the firm has 15 
outlets in Charleston, Beckley, Logan. 
Welch, Montgomery, Oak Hill, Clarksburg 
and Parkersburg. 

> William Kendrick Jewelers, Inc.., 
ville, Ky., has moved to 619 South Fourth 
St, Previously it was located at 330 Weeat 
(hestnut St 


took place on 


of business 


| tli» 


Formal opening ceremonies 

November 7 New store 
features a bride’s room where silver, china 
“pieture 


and glassware are displayed in 


like” wall frames. 

> Miller Bros. Jewelers has opened a store 
at 213 St. Paul St., in the Dallas Athletic 
Club Building, Dallas, Texas. 


> Plans for a Christmas party were made 
hy members of the Corpus Christi, Texas, 
Watchmakers Guild at a meeting held on 
October 10th at Tipp’s Cafe. Bill Brown 
presided 

> Arthur R. Threadgill, 88, pioneer Texas 
jeweler, died in Marlin, Texas, on Sep 
tember 30. A native of Wadesboro, N. C©.., 
he opened a jewelry store in Marlin in 


| BBE 


Southern Jewelry Salesmen 
Announce 1956 Show Dates 


George C. Hitt, Jr. Parker Pen Co., 
has announced that the Southern Jewelry 
Show, sponsored by the Southern Jewelry 
Travelers Association, will be held at the 
Dinkler-Plaza Hotel, Atlanta, Ga., from 
August 26-29 

John F 


dent of the association recently. has re 


Daly. eles ted were ond vice pies 


signed because he has been transferred to 
Meriden, Conn. by the International Sil 
vr Co. He has been replaced by Harold 
K. Bayley, 
president until the next membership meet 
ing in August, 1956. Murray Shure, presi- 
dent, has named Frank J. Russell, Anson, 
Inc., to fill the resulting vacancy on the 
hoard of directors. 


Lennox, Inc., as acting vice 
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Jewelry Men Make Plans 
For Atlanta Organization 


Recognizing that Atlanta, Ga., has be- 
come the jewelry center of the Southeast, 
a group of jewelry men there has made 
plans lor a new trade organization in the 
held, 

\ spokesman said the name has not 
been definitely decided upon, but it will 
be operated as a jewelers’ luncheon club. 
He said membership will be limited to 
men in the business who regularly make 
contacts with the wholesale, manufactu: 
ing or retail jewelry industry 

Frank J. Russell has been elected tem- 
porary chairman of the new group. Mr 
Russell is with Anderson, In 

Members of a committee named to help 
the chairman during the formative stage 
Armer, Armer Sales Com 
pany; Dan A. Pless, 
his own name, and Daniel Burke of A 
Cohen & Sons, 


Stated purpose of the 


are Louis ( 
who operates under 


proposed organi 
zation will be to promote a social and 
fraternal relationship among its members 
and to advance the traditional ideals and 
principal of the jewelry trade, according 
to Russell. It is felt aleo that the group 
\tlanta 


prominent position in the jewelry field 


would help further already 


Amity Leather Products 
Reports Sales Increase 


An increase of 24.8 per cent in sales 
this year has been announced by the 
Amity division of the Amity Leather Prod 
ucts Co.. West Bend, Wisconsin, makers 
of billfolds and other smal! leather prod 
ucts. 1955 marks the 40th anniversary of! 
the founding of Amity 

After concentrating entirely on the drug 
feild, until this year, Amity, ander the 
guidance of Robert T. Rolfs, vice president, 
decided to expand distribution to the in 
dependent jewelry held. At the same time 
the firm upped its profit margin for re 
tailers from 40 to 5O per cent and em 
barked on a more aggressive program of 
styling and merchandising 

In the sales department, Amity appointed 
Dick Bennett, previously with U. S. Time 
Corp., as sales manager. Special promo 
tions included the “Busy Susan,” a pre 
packed merchandise assortment and dis 
play; a sale during May and June; a pro- 
motion featuring the “Collectors Series” 
of billfolds; and finally a promotion fea 
turing the “6-Pack” billfolde 

Amity now has a total of 708 employees 
a 20 per cent increase over a year ago. In 
a recent move to spearhead a more aggres- 
sive advertising program, Gordon Best Co.., 
Chicago, was appointed Amity's advertis- 
ing agency. 
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Silver and Jewelry Makers 
Are Hosts to Mexican Team 


in il-man silver industry production 
team from Mexico City has completed a 
month-long tour of silver and jewelry man- 
this 


sponsored by the International Cooperation 


ufacturers in country. The tour was 


Administration, agency to the 


Foreign Operations Administration. 


successor 


% 


»? aj 


> 


Mexican silver industry productivity team 
observes die-cutting operation at William 
Kirk and Son plant in Baltimore, Md. 


lhe touring group, all engaged in silver 
manufacturing, visited the 


William Kirk & Sori 


following firms: 


Baltimore, Mad 


William Dicks, Newark, N. J |, Stern & 
(‘o.. Mount Vernon, N. ¥ Handy & Har 
man, Bridgeport, Conn.:; International Sil 
ver ¢ Meriden, Conn.; Anson, Ine.. 
Providence, R. | Oscar A. Hillman & 
Sons, North Attleboro, Mass.: Rhode Island 


Reed & 


ind Oneida. 


Providence : 


Vass 


School ot Design 


launton 


N. } 


Barton { orp 
Inve Oneida 


Washington Jewelers Stage 
Eighth Annual Banquet 

I hye eighth banquet of the 
Washington Retail (eso 


ciation was held November 4 at the Casino 


Roval Washington ID. ¢ 


annual 


(,realter Jewelers 


Donald Wolpe was banquet chairman 
and William Wright was in charge of 
gifts Sol Lynn seating and Mel Foer. 
tickets, Mr. and Mre. David Mann, Mr 
and Virs Mel Foe and Vii and Mire Art 
Sheinbaum were in charge of ree eption 

The dinner was prec eded by 4 cocktail 
party at 6:40 Entertainment was provided 


by Little lack 
Rouge Revue and 


Moulin 


Simpson and his 


Little and the 

Bob 
orchestra played music for dancing 
Mann 


the asec lation 


David 


Pentagon Jewelers, is president of 
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New England Gem Guild 
Hears Talk by DeYoung 


Members of the New England Guild, 
American Gem Society, met at the Boston 
Museum November 10 to 
hear a talk by Sydney DeYoung, of J. and 
DeYoung, Inc., diamond merchants, 
on his recent experiences in buying and 


His talk 


a laboratory aseasion. 


of Science on 
~~ &, 


selling diamonds and other gem» 
was followed by 
At the October session, Norman R. Har 


rison, of the Thomas Long Co., who was 


recently awarded the title of registered 
jeweler and certified gemologist, was 
named president for the coming year 


named vice pre “i 


Rob 


Ware was 
Ella Bird, 


a | retary . 


{, Ri hard 
Virs 


ert Swaneon. 


dent treasurer: and 
Arrangements were made to have future 
Museum of 
McCaffrey, retiring president, was 
gift, and Dr Hurlburt, 
of the Department of Mineralogy and Ge 
Harvard 
illustrated 


meetings at the science 


(Quentin 


presented a Lo o 


ology, | niversity pre sented a 
slides, of his re 


African 


lecture with 


cent trip through the diamond 


ites 


Name of Store Changes 


Ihe name of the Lords Jewelry Co., 
» Fast Oth St., Cincinnati, Ohio, has been 
Charles fF 
Richter has been named president of the 
Ben Richter will 


president and Robert |. Imbus as secretary 


changed to Lloyd lewelry Lo 


company serve as vice 
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Sterling 


FRAMES 





= 


| 
Raimond Sterling Frames 
Make Perfect Gifts 


Compare for quality 
finish. Priced right 


Send 





style and 


for 


illustrated Catalog and Price List 


Seld by leading Jewelers 
coast-to-coast 


RAIMOND, INC. 


MALDEN 48, MASS. 





rton M. Reid 


it is our pledge to you that we will continue 
to place the utmost emphasis on Service in 
1956 as we have during the last 43 years. 


Mast RTihl 


President 
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144 CROWNS 


Fit for @ Queen 
for @ King! 


ne 
These crowns will Gt 906% of the watches you repeir. 
And whet a fit' Each is exactiy the right mm size, 
earl) bas @ fperfeet thread. The extra fine finish is 
buffed to high polish Resy t© find, | te «a bottle 
with detailed chart 72 vyeilow, 36 white, 34 rose 


You ll save time working with these finer crowns and 
ineresse customer satisfaction Crown Gystem We. 
7 


ASK YOUR NEWALL JOoBBER 
THE WEWALL MFG. CO. Chicage 2, Winels 


ARRINGS 
. 


in 14K Gold | 


A NAME TO REMEMBER 
FOR QUALITY, STYLE, 
PRICE. 


SOLD THRU LEADING WHOLESALERS 


FACET JEWELRY CO. 
3 Coeetios Stip * Mew York, M. Y. 
Wh. 4-2629 


Jack T. Goldman & Co. 


29 East Madison Street, Chicage 2, Ilinols 
FOR THE LARGEST ASSORTMENT OF 


14K Diamond Earrings & Scarf Pins 


PRICES FROM $15.00 TO $300.00 


































































ee 


Our large stock of earring and 
scarf pin mountings also is 
available to rated jewelers. 
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We Welcome Memo Kequests 





WATCH DIALS 


REFINISHED 
4 DAYS SERVICE 


Complete Line Watch Cases and Diels 


MICHIGAN DIAL 
REFINISHING COMPANY 


463 Metropolitan Bidg., Detroit 24, Mich. 





































Our work costs no more 
than ordinary work 


BECKER-HECKMAN COMPANY | 
29 East Madison Street, Chicago 3,Mlinois | 
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> The regular monthly meeting of the 
Illinois Watchmakers Association was held 
on October 18 at the Blue Note. Following 
the dinner, the meeting was devoted to a 
discussion of the “Automatic Cleaning 
Machine” and “Ultrasonic Cleaning,” sub- 
jects which evoked considerable audience 
participation, 

> Mark Reznek, sales manager for Pakula 
& Co., 28 South Wabash Ave., is back on 
the job after a two-week sojourn in Miami. 
> Rudolph Loonsten, Son & Prins Co., 
55 East Washington St., was married on 
October 22. His bride is a native Chi- 
cagoan. The couple plan to combine their 
honeymoon with the holiday season, visit- 
ing New York and traveling through the 
East. 

> George Howard Matson, Jr., having 
been relieved of his duties in the U. 5S 
Army, is now an official member of Mat 
son's, Inc. organization at 55 E. Washing 
ton St. 

> Victor R. Morton, 60, treasurer of the 
F. H. Noble & Co., 559 W. 59th, where 
he had been employed for 33 years, died 
on Ocotber 18 in Little Company of Mary 
Hospital. Surviving are his widow, Jan- 
ette; two daughters, a son, and a stepson. 
> Bieler-Levine, 5 North Wabash Ave., re- 
ports that their new 120-page catalog is 
finally off the press and is available to 
all 1:etail jewelers upon request, The cata- 
log consists mainly of color photographs 
illustrating items of costume jewelry. 

> Mr. & Mrs. Vincent J. Newman, Jewel- 
ers Board of Trade, celebrated their 27th 
wedding anniversary on November 10 with 


a dinner ot Aligauer’s Restaurant. On 
hand were immediate members of the 
family, including their daughter and son. 


invaw, Mr. and Mrs. William Wilson: 
their son and daughter-in-law, Mr. and 
Mrs. Ronald V. Newman, and their grand- 
son, Dennis J. Newman. 

> Donald Rutkowski has joined the sales 
staff of the Don Juan Watch Band Co., 


29 FE. Madison St. 
> Fred G. Dahlin, 66, of 5668 Ridge Ave 
nue, a jewelry manufacturer, died on 


October 20 in Illinois Masonic Hospital. 
He had been in business at 32 W. Ran- 
dolph St. for 45 years. Survivors include 
his widow, Helen; a daughter and a 
sister. 

> T. Leonard Goodman, Lewy & 
man, 29 E. Madison St., was married to 
Mrs. Evelyn Ehrenreicht on October 16 at 
the Standard Club. A wedding dinner was 
served to members of the immediate 
family and a few personal friends. After 
a two-week honeymoon at their summer 
home in Wisconsin, the newlyweds are 
now back and settled in their new home. 
> To make things pleasanter and more 
convenient for their customers during the 
busy holiday season ahead, Stein & El. 
bogen plan to keep their showrooms open 
on Saturdays and Sundays during the 


Good- 


“4 CHICAGO 





month of December. Each Sunday during 
that month a delicious buffet luncheon 
will be served in the office. A well-stocked 
snack bar with hot coffee will be avail- 
able at all times throughout the other days 
of December. 

> On October 10, Richard G. Schimpf 
was named engineering manager of Elgin 
National Watch Company's ordnance re- 
search and engineering department. Mr. 
Schimpf, a member of Elgin’s industrial 
products engineering division since 1950, 
will supervise classified ordnance research 
in missile components and other govern- 
ment projects, 


Sports Editor Addresses 
Chicago Jewelers Group 


The season's monthly meeting 
of the Chicago Jewelers Association was 
held on November 17 at the Palmer House. 
Following the luncheon, an interesting talk 
was given by the guest speaker, John 
Carmichael, sports editor of the Chicago 
Daily News. 

Alvin Lauschke of Handy & Harmon, 
chairman of the social relations commit 
tee, reports that his committee is making 
preparations for the annual banquet of 
the CJA. It is the intention to make this 
season's banquet the most outstanding 
event in the history of the association. 

The Grand Ballroom of the Conrad 
Hilton Hotel has been reserved for the 
night of Saturday, January 7, 1956, and 
a dinner menu has been selected. An un- 
usual and extremely valuable souvenir of 


second 


been chosen. its exact 
which will be 


an inconveni 


the occasion has 
nature a secret, presented 
to each guest. To eliminate 
ence that has marred their 
the past, increased facilities and 
space have been provided for the cocktail 
party that precedes the banquet, thus in- 
suring the comfort of all the guests. Head. 
being hooked to as 


banquets in 
more 


line entertainers are 
sure the finest entertainment available. 
Acknowledged as the top social event 


of the season in the Chicago jewelry in 
dustry, the CJA banquet will continue its 
traditional formal aspect by requiring 


evening wear, 


J. A. Longheir is Honored 
After Half-Century at Job 


John A. Longheir, in charge of the re- 
pair department at the C. J. Duncan, Inc., 
jewelry store, Massillon, Ohio, celebrated 


his 50th vear of service with the store at 
a party in his honor on October 10 
Longheir (pronounced long-hire), now 
70, came to work at the 
1905 when he was 20. 
him with a $1,000 bond in honor of his 
long service 
Duncan, himeelf, 
58th vear in business in Massillon. 


Duncan store in 
Duncan presented 


recently celebrated his 


THe JeweLers’ CrmcuLAR-KEYSTONE 








Preceded by the customary lavish din- 
ner, the annual election of officers of the 
Golden Roosters of Chicago was held on 
November 10 at the Morrison Hotel. More 
than 
which 
George 


125 members attended the meeting 
was presided over by Chanticleer 

Engelhart. Elected to rule the 
roost for the coming year were: Chanti- 
cleer, A. C. “Doc” Wilson of Handy & 
Harmon; Keeper of Nestegg, Mel Gold- 
man; Scratcher, Sidney Geller of the Lasko 
Strap Co. 

A number of new candidates were initi 
ated into membership of the Golden Roos- 
ters: Austin Douglas, Elgin National 
Watch Co.; David Ellbogen, Stein & Ell. 
bogen; David Lash, Oneida, Ltd.; Charles 
Klein, Charles Klein & Co.: Merle Vedder, 




























New Officers Are Elected By Chicago Golden Roosters 


Milkening Manufacturing Co.; John Me- 
Intosh, Oneida, Ltd.; Leonard Crane, 
faker & Co.; John Marshall, C. & E. 
Marshall Co.; and Robert H. Green, Midas 
Manufacturing Co. 

During the meeting, the traditional col- 
of funds for the support of the 
Division St. Y.M.C.A.’s Camp Chaning, at 
Pullman, Mich., amounted to than 
2,000. A former guest of the camp en- 
tertained with accordion music. 


lection 


more 


The committee in charge of the annual 
Ladies Night reported that the event was 
for February 11, 1956. The 
dinner and dance will be held at the “on 
the 
will 


scheduled 


gress Hotel, and during the evening 
newly elected officers and candidates 
installed 


be officially 





RECENTLY HATCHED ROOSTERS: New candidates, who were initiated at the meeting 

were (I-r front row) John Mcintosh, David Elbogen, Austin Douglas and Merle Vedder. 

Seen in rear (I-r) are Robert H. Green, John Marshall, Leonard Crane, David Lash and 
Charlies Klein. 


Greater Chicago Jewelers 
Hold Annual Dinner-Dance 


The annual dinner-dance of the Jewelers’ 
Association of Greater Chicago was held 
on Novemebr 13 in the Palmer 
Mere than 600 members and 
the excellent 

The 


was 


House 
guests 
food 


were 
on hand and 
unusual decorative 
for the the 
Cherub” theme, a national publicity cam 
paign that scheduled for this 
year s holiday the sale 
of “gifts from jewelers.” 


to enjoy 


floor show. motif 


occasion “Operation 
has been 
season to promote 

The regular meeting of the association 
was held on Noveinber 30, preceded by a 
dinner at the Standard Club. At this meet 
ing, plans will be put into effect for “Oper 
ation Cherub.” Each 
be given a participation kit and intensive 
efforts will be made to place promotional 

all the 
president 


retail member will 


city 
Irving 


supplements in newspapers. 


Association (Chavykin. 


Armstrong's, Hammond, is the national 
chairman of the “Operation Cherub” cam 
paig:. for the retail jewelers, and in the 
Chicago area is assisted by co-chairmen 


Jerry Berger of Macy's Jewelers and Al 


Millman of L. G. Rogers Jewelers 


To Hold Regional Sessions 


The National Bridal Service, Inc., has 
announced that it will hold a regional 
meeting in Atlanta, Ga.. on January 16 


and 17 concurrently with the Southeastern 
China, Glass and Gift Show. 


FOR DECEMBER, 1955 


Arthur Sinkler Predicts 

Good Watch Year in 1956 
Arthur B. Sinkler. 

Hamilton Watch Co.. 


Watch Manufacturers Association, said on 
October 19 that 1956 would prove “a better 


the 


and of the American 


president of 


year for the domestic watch industry than 
1955, which shapes up as a good year.” 
Mr. Sinkler made the statement in New 
York where he was present to accept Dia 
mond U. S. A. Awards behalf of the 
Hamilton Watch Co 
He that he 
next year and 


said was optimistic about 
that 
in watch business will mirror an upswing 


1956 


declared improvement 


in the general economy in 


Harrington is Recommended 
As Internal Revenue Chief 


Kussell 
as 


by Treasury Secretary 


Chase Harrington. Providence. 
y 


accountant, is being recommended 
Humphrey as the 
new Commissioner of Internal Revenue. 

if approved by the President and con 
firmed by the Senate, Harrington will suc 


‘ eed T 


at the end of October to return to private 


Coleman Andrews, who resigned 
business, 

Mr. Harrington is a past-president of the 
Providence Chamber of Commerce and a 
partner in the accounting firm of Ernat & 
Ernet. 

The new tax chief will take office about 


December 1, subject to confirmation later 
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Magna 
ELECTRIC 
POCKET 
LIGHTER 
and 
FLASH 
LIGHT 





The year's greatest gift item! Nothing like 
it ever before. No click, flick or errors! 
Produces open flame with simple siide 
action. Uses tiny S-month wet-pock sealed 
battery and conventional fluid—no flint 
Beoutifully made with assorted engine 
turned designs. Rich chrome finish Guilt 
in flash light for elusive keyholes and pro- 
gram reading. Fully quaranteed. Retails 
for only $9.9 


Order No. 2186/4275. Net, each, $5.86 


JOSEPH HAGN 


COMPANY | 
325 WEST MADISON ©* CHICAGO 64, ILL. | 
Dept. K 




















WATCHWORK— STONE SETTING 
JEWELRY—ENGRAVING 
BRADLEY UNIVERSITY 
HOROLOGICAL DIVISION 


Dept. C Peoria, til. 
Students may enroll at any time of the yeer 














Fine Quality Tarnish Proof 


SILVERWARE CHESTS 


lined with Pacific Silver Cloth 
Tastefully styled Fully quoranteed 
Note important sew announcement 
regarding shipping charges: Freight 
paid on chest orders of $100.00 or 


more (wholesele). 


Eureka Mfg. Co., Inc. 


Taunton, Mass. 


Makers of rolls, bags, coses, ond chests for 
siiverwore since (926 
iestreted consumer leefiet and whelesale 


price-tict will be sent wpen request. 
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MERRY CHRISTMAS 
and a 
Happy and Prosperous 
NEW YEAR 


to all our friends in the Retail Trade 


HARRY GREENWOLD 
WALLENSTEIN-MAYER CO. 


31 £. Fourth Street, Cincinnati 2, Obie 
Write for our 1956 Red Book 














DIAMONDS 


LOOSE 
AND 
MOUNTED 


THE GERWE BROWN CO. 
CINCINNATI ° DALLAS 
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Sonce 1004 
the Howse of 


fine Craftsmanship 


Engraved Wedding Invitations 


prepared for those 


CUSTOMERS of the JEWELER 


whe want the 


FINEST in QUALITY 








here « additional money tor you, plus the 
| satistaction of dowg a complete job tor your 
most particular customers you wich to take 
of orders tor Wedding Invitations, Thank. you 
i Notes, etc send tor our distinctive order A 
{ taking Sample Book today 
J 4) 
rid WILL ECKER & CO. ‘wy 
yi 414 W. TWELFTH BLVD {ee | 
. i s¥ tous 1, MO f ui | 
) Ly 
K AK. t Pa pS) , 
= em in niall vy . sniasedaniaatilitensnesun 
AOC: 1? 





Time Tested 
ab 4 me) | BS 


Best for Watches and errant 


Never Let 
You Down! 

















MORE AND MORE 


people are asking for 
the Original Musterd 
Seed Remembrancer! 

Write for Catalog No. 21 


THE FLINTS © 210 W. Oth © Kansas City 5, Me. 
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¥ib CINCINNATI 


> Local manufacturers and wholesalers are 
anticipating that, when final figures have 
been compiled, it will be found that sales 


during the current holiday season will 
have ranked among the highest on recerd. 
Many ofices and showrooms were ke pl 
open evenings and weekends during No 
vember to accommodate retailers requiring 
considerable stock of fill-in merchandise 
While sufficient stocks of popular item 


were available, many manufacturers found 
it impossible lo complete all the Christ 
mas orders for especial items prior to th 
holiday. As a result of the booming «ales. 
it is anticipated that late winter and spring 
at a high level, he 


the 


business will continue 
cause of depleted retailers’ stocks and 
high employment level. 


> Frank Deprez, widely known and liked 


saleeman for the Gruen Watch Co., retired 
last month after 4] yeare with the firm. 
He started his employment as a youth 
in the packing and shipping department 
and had covered the mid-west area for 
many years, Mr. Deprez was a guest at 
a luncheon in the Hotel Alms, arranged 
by members of the Gruen sales staff and 
other friends, where he was presented with 


a diamond-studded watch by the 


the 


Company 


and a camera by salesmen. 
‘ In a story 
local newspaper, Mal D'Arcy, treasurer of 
4. Sauer & Co., 329 


Kast Kighth St., said that sales of emble- 


on the business page of a 


manufacturers at 


matic jewelry have shown a “significant 
increase” during recent months. D'Arcy 


listed items made of palladium or in two 


tone palladium and gold combinations as 


being especially populas 
> Windows of the retail store of Motch 
the Jeweler in suburban Covington, Ky 


first student Hallowe'en 


painting and decorating contest sponsored 


won prize in a 


by the Retail Merchants Association and 
(Chamber of Commerce of that city. The 
nine school boys and girls who did the 


decorating received prizes of $3 each. 
> kugene Swigart, president of FE. & J 
Swigart Co., supplies at 34 West 


Sixth St., and W. H, Ford, company sales 


jewelers’ 


convention 
at Indianapolis, Ind., in early November 
Mr. Swigart Washington, D 
C., and Pittsburgh, Pa., on business 


man, attended a watchmakers 


also Was if} 
> Appointment of a nominating committee 
to select candidates for new ofheers of the 
Cincinnati 24 Karat Club featured a lunch 
con meeting of the group on November 18 
will 


in the Cincinnati Club. The election 


highlight the annual club meeting in Janu 


ary 
PWally Miller, sales manager for Chic 
Leather Goods Co. at 817 Main St., con- 


ferred with company salesmen in the east 
during November, while Alvin Miller, pro 
recently the 
in Springfield, Mass. 


duction manager, inspected 


plant of Buxton, Ine., 


With iis recent the 


of Lords Jewelry Co., in a downtown loca 


incorporation, name 


lion for 15 years, has been changed to 
Lioyd Jewelry Co. Corporation officers are 
(Charles E. Richter, president; Ben Rich 
ler, vice president, and Robert J. Imbus, 
secretary. 


retailer 


> bLdward Hers hede. at Jd Keith 


building, has expanded his business with 


the opening of a large and attractive gift 


shop in two adjacent remodeled root 


Quality imported glass and silverware are 
featured im the extensive stocks. 

> Walter Bleska, salesman for the Gerwe 
brown Co., wholesalers at 817 Main St., 
was host for a number of his fellow em 
ployes at a VEFW dance at the Hartwell 
Country Club 

>» Mr. and Mre. Charles FE. Haberman, 


owners of Haberman Sales Co.. wholesalers 
at 3] bast Fourth , 


November from an eastern buying 


returned in early 


rip. 


Horological Institute Meets 
For First of Year's Sessions 

The board of the 
cal Institute of America held its first meet 


ing of the year October 15 


the Hotel Mi Alpin in New York City. Th 


directors ot Horologi- 


on and 16 at 


meeting was held in conjunction with the 
89th annual convention of the Horologica! 
Society of New York. 

Roy E. Conner, chairman of the certihea 
tion committee, said that the committee 
had streamlined test procedures so that 
applicants would receive a report within 
two or three weeks after it is received at 
the secretary « office (Lonnet said that 


undue delays in reporting the results of 
examinations had slowed the whole pro 
gram in the past, hut that the new pro 


cedures outlined would ensure applicants 
getting results sooner in the future 

Also the 
means of publicizing the watchmakers na 
The first of 


the roster, containing one-third more names 


discussed at meeting were 


tional roster public edition 
than the pre public ation copy, Was avail 
able at the meeting 


Beehler. 


committee. 


edu 
of 


starting a correspondence course to include 


chairman of the 


the 


Howard 


cation raised question 


bench work. lt was decided to try the 
course on a small scale as soon as material 
had been prepared. Also, a survey will 
be made to determine how many watch 


makers need this type of refresher course 


and how much they would be prepared to 


pay for it 

Ceorge Scheer, president of the New 
York State Watchmakers Association, pre 
sented a resolution stating that his asso 
ciation and the HIA should become more 


closely afhliated. The meeting ended with 


a banquet complete with door prizes 
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Executive Appointments 





Wallace ©. Leonard, has been elected 
to the board of directors of J. Herbert 
Hall, Pasadena, Calif., jewelers. Leonard, 
an aeronautical engineer, is president of 
Wallace O. Leonard, Inc., precision instru 
ment designers and manufacturers. 

Robert Scheffres has been appointed 
Chicago district manager of the Speidel 
Corp. He has been connected with the 
jewelry business for 30 years, and for the 
past 12 has managed his own wholesale 





ROBERT SCHEFFRES 


business. His territory will include Illinois. 
Wisconsin, Missouri, lowa and Nebraska. 

Michael Bizzari has been named sales 
Wiesen-Hart Ince. 


Cincinnati, Ohio. Prior to joining Wiesen. 


promotion manager 
Hart, he was connected with Steelcraft 
Manufacturing Co., Getz Jewelry Stores 
and was art director and production man 
ager of Rand-Ries Advertising In 


Edward Sullivan Named 
Connoisseur President 


Edward J. Sullivan, of Boston, known to 
many jewelers because of his knowledge 
of diamonds and fine gems, recently be 
came president of Connoisseurs Products 
Corp., 115 High St., Boston. 





He will supervise the jewelry division 


of the company which manufactures 


FoR DECEMBER, 1955 


Morton A. Lippman has been ap 
pointed merchandising director of the 





MORTON A. LIPPMAN 


Feature Ring Co. He has served Feature 
Ring for the past five years in the ca 
pacity of eastern sales representative. His 
new position has been created to develop 
an integrated program of merchandising 
and promotion for distributors, according 
to an announcement by Henry Peterson, 


president, 


J. L. Silverman has been named 
Canadian sales representative of the Ful 
ford Manufacturing Co., Providence, R. |! 
His office will be at 400 Atlantic Ave., 
Montreal, Que. 


Stephen W. Rich has been appointed 
district manager of the Atlanta, Ga., ter 
ritory for Lniversal electric housewares 
made by Landers, Frary and Clark. He 
succeeds Kobert Beatty who has resigned. 
Prior to joining Landers, Frary and Clark, 
he was with the McGraw Electric Co 


jewelry cleaner and silver polish. With 
the firm's removal to larger quarters, these 
products will be produced in greater quan 
tities, he said. 

Mr. Sullivan has also instituted a re 
search program in collaboration with a 
leading chemical manufacturer in an effort 
to find innovations in the cleaner field. In 
addition, an expansion program is being 
planned for next spring with territories 
being added in Chicago and on the West 


( oast, 


Huntington Park Group Meets 


Frank kb. Robinson, executive secretary 
of the California Retail Jewelers Associa 
tion, was the speaker at the October meet 
ing of the Southeast Retail Jewelers As 
sociation held at Cole's Cafeteria in 
Huntington Park 

Robinson described the current activi 
ties of the CRIA 

President H. W. Ostermier presided at 
the meeting. He named F. Herbert, Lyn- 
wood; F. May. Norwalk: and Jack Hahn, 
Florence: members of the committee that 
will nominate officers for the coming year. 





“Henor,” said a great author, “is like 
@ precious stone, the price of which 
is lessened by a single flaw.” 


AN AUCTION SERVICE 
FOR JEWELERS 
WHO CARE 


For the jeweler who wishes to eell 
out, we can tell as close as humanly 
ossible what his stock will realize. 
f he so desires, we will buy his en- 
tire business outright and conduct the 
liquidation sale on our own behalf. 








THOMAS J. FAUSSETT 





America’s Foremost Jewelry Auctioneer 


When you bow out of the final picture 
on your business-street by a Faussett 
auction, the glories of a lifetime do not 
just fade away. 


HISTORY OF AUCTION SALES THAT MADE 
AUCTION HISTORY THROUGHOUT AMERICA 
EMBRACING OVER THREE MILLION If 
ACTUAL OASGH-RESULTS FOR M JEWELERS, 
ALONG WITH THE FAUSSETT GROUP-BALE 
HELD FOR THE GIX LEADING JEWELERS 
OF ST. LOUIS, MO., 1902-3 FOUND IN OUR 
BOOKLET 


OUR SALE OF ONE OF CHATTA. 
NOOGA’'S PIONEER STORES BY 
PHONE IN FIVE MINUTES TO 
GORDON BROTHERS OF BOS 
TON, AMERICA’S LARGEST 
AND BEST KNOWN BUYER OF 
JEWELRY STORES, THE TALK 
OF THE TRADE IN THE STATE 
OF TENNESSEE. 

LATER IN OCTOBER WE LIOUL 
DATED THE FRANK KNOELL 
STOCKS OF CHINA, GLASS 
WARE, GOLD JEWELRY AND 
DIAMONDS AT MT. STERLING. 
KY. THIS SALE WAS AT 
TENDED BY PEOPLE FROM 
FAR & NEAR, MANY IN FACT 
DROVE MORE THAN ONE 
HUNDRED MILES FOR THIS 
AUCTION 


THOMAS J. FAUSSETT 
521 Fleming Street 
HOWELL MICHIGAN 
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2. Corrugation permits 
sizes, without raising 
3. Wrap arownd ends fit all width 
4. Corragation allows 
PRICE: 61.60 per dus 


#! 1.25 oer dow as 
LADIES: Ad f 50 per dow GENTS; a4 


ate quantity and eolor 
DIGTRIBUTORS—JoBbE Ens 


ALLURE 





Comteinge ne son 


wm ciothing 
DIP and ORY 





mount pspiay 


holds | doz, 25 packets 
end | deluxe $1.00 carton 





CHECK THESE SAFETY PEATURES: 


1. Corrugation prevents slipping or turning 
various reductions 


shank . 


ow other harmful 
Cdoriess and harmiess to hands 





View... CORRUGATED RING GUARD 


1/-12K GF 





in ring 


or sizes 
cushion effect for finger comfort 
(assorted sizes) mounted 
IMMEDIATE DELIVERY 
$1.75 per dos 
$2.00 per dot 
yellow white) 
inquiries tavited 


“MIRACLE ACTION’ JEWELRY CLEANING POWDER 


Precious and costume jewelry 
cleaned iike new in « 


jifty 


lye, evanide 
chemicals 


NO BRUSHING 
NO RINSING 


DISPLAY BOX $5.06 
contains | det. 
cortens, reteile $1.00 ec. 


delune 


HARBEE PRODUCTS MFG. CO. 
82 Bowery, 4H. Y. 13, HY. Tel. WAtker 5-0786 

















CROWN DUCAL Dinnerware 
MASON'S Irenstene Ware 





MADDOCK & MILLER, INC. 


FOLEY Bone Chine 
IRISH BELLEEK 
JOHN BESWICK, LTD. Ceramic Figures 


129 Fifth Avenue, New York 3, N. Y. 

















importers ef 
ENGLISH CHINA 


and 
EARTHENWARE 
ones hen t 


FOMDEVILLE x cO.. 


Sth Ave., New York 
AL. 4-010 


nC. 
N.Y. 











Trade-Mart WED@ WOOD 


24 Beet 84th Street 





WEDGWOOD 


Bese Chine Olinnerwore, Quees's Were 
Jasper ead Bicck Besait 


40S1AH WEDGWOOD & SONS, INC. 
New Yert City 
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2 She en 


January 

*9-—Miami Beach Gift and Jewelry 
Show, Roney Plaza Hotel, Miami Beach, 
Fla. 

74--Greater Miami Gift Show, Miami 
Beach Auditorium, Miami, Fla. 

8-ll--New Orleans Gift and Jewelry 
Show, Roosevelt Hotel, New Orleans. La 

8-ll—-Washington Gift Show, Hotel 
Willard, Washington, D. C. 


8-12--Accessories Show and “Boutique,” 
Park Sheraton Hotel, New York. 

10-17 House China, Glass and 
Gift Show, Carlton House, Pittsburgh, Pa. 

10-18-—Keystone China and Glass Show, 
Hotel Fort Pitt, Pittsburgh, Pa. 

11-18—Pitteburgh Glass and Pottery Ex 
hibit, Hotel William Penn, Pittsburgh, Pa. 

15-18-—-Southeastern China, Glass and 
Gift Show, Atlanta Municipal Auditorium, 
Atlanta, Ga. 

15-19--Parker House 
House, Mass. 

22-24-Carolina Gift 
ter, Charlotte, N. C 

22.27.-California Gift Show, Merchan 
dise Mart Building, Biltmore and Alexan- 
dria Hotels and individual showrooms, Los 
Angeles, Cal. 

22-27.-New York Home Furnishing Ac- 
cessories Show, New York Trade Show 
Building, New York. 

22.27.New York Lamp Show, Hotel 
New Yorker and New York Trade Show 
Building, New York. 


(arlton 


Gift Show. Parker 


Boston, 
Mart. Radio 


(en 


29.1..Buffalo Gift Show. Hotel Statler, 
Buffalo, N. Y, 
February 
5-8—China, Glass, Gift and Jewelry 


Show, Civic Auditorium, Sheraton Palace. 
St. Francis and St. Francis Drake Hotels. 
San Francisco, Cal. 


5-15-—Chieago Gift Show, LaSalle Hotel 
and Palmer House, Chicago, Ul. 

6-17-——-China, Glass and Gift Market, 
Merchandise Mart, Chicago, II. 

11-15-—China, Glass, Gift and Jewelry 
Show, Portland Public Auditorium and 
Plaza Hotel, Portland, Oregon. 

18-22.-China, Glass, Gift and Jewelry 
Show, New Washington and Olympic Ho 
tele and Civic Auditorium, Seattle, Wash- 
ington. 

19-22..Cleveland Gift Show, Hotel Stat- 
ler, Cleveland, Ohio. 

19-23.Allied Gift and Jewelry Show, 
Hotel Adolphus, Dallas, Texas. 


19-24 
Hotel, 
chandise Mart, 

26-28 —-China, 
Show, Davenport Hotel, 
ington. 

26-28—-Omaha Midwest Gift Show, Pax- 
ton Hotel, Omaha, Neb. 


Original Dallas Gift Show, Baker 
Santa Fe Building, Dallas Mer- 
Dallas, Texas. 

Glass, Gift and Jewelry 
Spokane, Wash- 






26-29-Ohio State Gift Show, Hotel 
Deshler-Hilton, Columbus, Ohio. 
26-2—-New York Gift Show, Hotel New 


Yorker and N. Y. 
New York. 


Trade Show Building, 


27-1—-Market Week, 225 Fifth Ave., New 

York. 
March 

4+-6—Pacific Northwest Retail Jewelers 
Convention, Multnomah Hotel, Portland, 
Oregon. 

4-7—Denver Gift and Jewelry Show, 
Hotel Albany, Denver, Col. 

+-7—Detroit Gift Show, Sheraton-Cadil- 
lac and Tuller Hotels, Detroit, Mich. 

+8—Parker House Cift Show, Parker 
House, Boston, Mass. 

5-9.-Boston Gift Show. Hotel Statler, 
Boston, Mass. 

11-13—-Heart of America Gift Show, 
Continental Hotel, Kansas City, Mo. 

18-21—Philadelphia Gift Show, Hotel 
Benjamin Franklin, Philadelphia, Pa. 

18-21.Northwest Gift, Art and House- 
wares Show, Radisson Hotel, Minneapolis, 
Minn. 

18-21 —Cincinnati Gift Show, Netherland 
Plaza Hotel, Cincinnati, Ohio. 

25-28—Indianapolis Gift Show, Hotel 


Claypool, Indianapolis, Indiana. 


Oe 


National Convention Dates 


NJA—July 29 - August 2, Conrad Hil- 
ton Hotel, Chicago. 

ANRJA—August 26 - 30, Waldorf-As- 
toria Hotel, New York. 


Shortage of Nickel Holds Up 
Deliveries to Stockpile 

officials, still concerned 
over the effects of the nickel 
shortage on business, are not going to take 
any of the metal for the stockpile through 
the 


C_overnment 
possible 


remainder of the year. 


Shipments totaling 4.1 million pounds 
were scheduled for delivery to the na- 
tional stockpile in both November and 
December, but the government decided to 
permit industry to buy the metal The 
diversion brings to almost 24 million 


pounds the amount of government nickel 


released to business this yea! 
At the same time, the 


pects a slight dip in demand for aluminum 


government ez- 


for military and atomic energy projects 
in the first three months of next year, 
which should ease tight supply-situation 


for producers of civilian goods. 


Kansas Retail Jewelers 
Elect Wetzel and Hoffman 


Jewelers Eugene P. Wetzel, 209 Sow! 
Broadway, Wichita, and W. J. Hoffmm 
607 Second Ave., Dodge City, were elected 
to the the Kansas 
Retail Jewelers meeting 
held October 9 at Baker in 
Hutchinson. 

It was announced at the meeting that 
the 50th annual convention of the KRJA 
will be held at the Allis Hotel, Wichita, 
on April 14, 15 and 16. 


directors of 
Association at a 
the Hotel 


hoard of 
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> Ernest Wiley, 


fornia Gift Show committee, 


chairman of the Cali 
has announced 
the names of members of a committee to 
be in charge of a buyers breakfast during 
the next show which held from 
January 22-27. They are Bob Greenberg, 
chairman, Edmund Altschul, Dave 
Murray Carr, George Cleminson, 
Friedland, Ruth Sloan, 
son and Felicie Vaughn. 

> The Santa Barbara Watchmakers and 
Jewelers Guild held their annual barbecue 


will be 


Caro, 
Harry 


George 5. Thomp- 


recently at Franceschi Park, Santa Bar- 
bara, with 50 members and their wives, 
children and friends in attendence. Ray 


and Richard M. 
for the event. 

> Announcement 
the formation of a organization —the 
Western Association of Jewelry Manufa 
turers Representatives, in Los Angeles. A 
social group, the 
enable its members to 
pitalization insurance 
for sickness for their families as 
themselves. Other aims of the 
tion are the establishment of ethical stand 
ards and the 


Kern were co-chairmen 


was recently made of 


new 


new organization will 


secure group hos- 


and compensation 
well as 
organiza 


prevention of pirating of 


lines. Officers for the initial term are Mike 
Mendelson, president; Harold |. Riley, 
vice-president; Theodore Kane, secretary, 


and Ira Smith, treasurer. 
> Robert Rosner, with 15 years of jewelry 


trade experience, has been appointed to 
represent Sam Haffner, Inc., wholesale 
jewelers at 315 West Fifth St.. Los An 


in northern and southern California 
> Arnett’s Jewelers recently opened in the 
Follett Building, Pixley, Cal. Gene Arnett 
is the owner. 


geles, 


> Nick Golovkin, diamond setter, has 
moved to new and larger quarters in Room 
940, Phelan Building, Market St., San 
Francisco. Previously he was located at 
657 Mission St. 

> Maurice Weinstein, 220 West Fifth St., 
Los Angeles, has announced that his 
brother, Charles Weinstein, has been in 


several months. 
29) West Fifth 
has issued its new 1955- 
56 catalog entitled: “The Jewelers Display 
” It lists rings, mountings, diamonds, 
pearls, earrings, lockets, and 
lighters among other items. 

> Vern 


owners of a jewelry store in Riverside, re 


Antwerp, Belgium, for 
> Friedman-Gessier Co., 


St., Los Angeles, 


(ase. 
watches 
Christensen and Luman Green, 
cently opened the Green and Christensen 
jewelry store at the corner of Florida Ave. 
and Harvard St.. in Hemet. Robert Park- 


hurst is the manager. 





Chatham Research Laboratories 
76—~i4th St. Sen Francisco 3, California 
Exclusive Growers of 


Chatham Emeralds 


REG. U.S. PAT. OFF. 
The Only Cultured Emeralds 
Available in the World 
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WEST COAST 


jewelry 
store 
Mastolier and his wife 
Mrs. 
will be 
which 


> Leslie Mastolier, of Leslie's 
Susanville, 
Anderson. Mr. 
will manage the 
Mastolier’s brother, 
in charge of 
the family 
years. 
> Mrs. Maude has reported that 
the Probate Court has approved her peti- 
tion to liquidate the Lovett Jewelry Store, 
1217 K St., Sacramento, which 
husband, J. Marion Dayley, 
death last July 3 as a 
automobile accident 


7 F. H Noble 


store, opened a second 


new unit, while 
Dale Hannah. 
the Susanville store. 


have operated for the past 40 


! day ley 


late 
operated until 


her 


his result of an 


and Co., Chicago, have 
opened a Pacific Coast branch office 
warehouse at 151 Mission St.. San 

The company’s 
phies will be handled. 
in charge. 

> Mrs. Gerda McClelland. 
the trade, is now office 
ard W. Kaye, diamond 
202, 657 Mission St., San Francisco. 

> A new jewelry store has been opened 
in the El Monte Shopping Center, Clayton 
Rd.. Coneord, by Mr Vrs. Mark 
Witherwax,. The new unit, known as 


Witherwax El Monte 


and 
bran 


CISCO. tro- 


entire line of 


Frank E 


(, ross ia 


known in 
Rich- 


Room 


well 
manager at 
importer, 


and 
to be 


Jewelers, is a branch 


of the family store on Telegraph Hill, 
Berkeley, operated by Larry Witherwax, 
Mark’s brother. Jewelry and watch re- 
pairs for both stores will be done in the 
Berkeley unit 

> Harold W. Morton, owner of H. Morton 
and Son Jewelers, 2210 Shattuck Ave., 
Berkeley, died October 13. He was 64. 


A native of San Jose, he had operated the 
store since his father’s death in 1934. He 
Helen R Vorton, 
a daughter, a sister and a brother. 

> Harry Leckey, who has been in the re. 
tail jewelry business for six years at 1515 
8th St., Bakersfield, Calif.. reeently 
opened a new store at 1803 H St. 
of the features 
and rose 
> Mrs Agans has been made mana 
ger and buyer of the silver department of 
S. and J. Gump Co., 250 Post St., 
Francisco, replacing L. Stanley Grohe, 
has retired, 

> Bullock Jewelers have moved into a new 
store at 1955 High St., Calif., 


is survived by his widow. 


Decor 
unit 
walls. 


new green carpeting 


Klene 
San 


who 


Selma, from 


the previous location at 2035 Second St. 
The new store is four times larger than 
the old one. 

> De Love N. Jensen, who previously 
operated a jewelry concession in a Stock 
ton, Calif., department store, has moved 
into his own store at 4 North California 


St.. Stockton. Martin L. Peck is in charge 
of watch repairing 


> J. M. Foreman, Jr.. 


the House of Clocks has moved to a new 


has announced that 


address at 411 West 7th St.. Suite 406, 
Los Angeles. Previously, the firm occu 
pied quarters at 607 South Olive St., same 


city. 








Tired of profitless cleaning time to 
end tarnish on silver and metal 
stock, end fingermarks on silver and 
showcases” 


WORLD FAMOUS 


NEW 
LUSTER 


TRADE MARK 








“SMOOTH AS SATIN" 


euts your time and effort. Cleans 
the toughest tarnish . . . retards oxi- 
dation (wiping with clean cloth re- 
news original luster) cleans, 
makes glass and metals resist finger- 
marks. Use New Luster throughout 
your store. 


Looking for added sales? New 
Lustex will please your customers 
and bring you extra — Fast- 
turnover, attractive 5 &, package 
retaile at $1.50, Stock it new! 


A full size of New Lusrea will be 
mailed to any retailer or wholesaler 
on receipt of one dollar. 


EARL L. SMIT 


National Distributor 
315 W. Sth $¢., Los Angeles 13, Calif. 

















WANTED - SALESMEN 
MIOWEST & PACIFIC COAST 


A 25-year-old manufacturing company, 
ot hundreds of active accounts in the 
Midwest and on the Pacific Coast, de- 
sires two experienced salesmen, who 
have a following, to sell a quality line 
of gold and piatinum ring mountings 
and watch attachments. No objection 
to non-conflicting lines. This is a good 
proposition for the right men. Write 
in confidence to: 


Box "D., 1581" 


core Jewelers’ Circular-Keystone 
Chestnut & Séth Sts., Phila. 39, Pa. 














GEORGE C. HOUSTON 


National Distributer of 


“LINDE” STAR 
Man-Made 


SAPPHIRES and RUBIES 


Wide selection in stock for 
Manufacturing jewelers by 


GEORGE C. HOUSTON 


444 5. Hi SF. Les Aageles 13, Call. 








147 















































































WHERE CAN | GET—? 


? 
eY~ 





 Papeenger WORK-—Can you quote prices on any books 

4 you offer on the subject of cloisonne enamel work? 
Or, tell where | could consult such works? (Question 
No, 6535) 5. A. 


Answer-—-Among the books now on the market on 
jewelry-trade subjects, we know of none that treats the 
subject of cloisonne enamel work with sufficient thorough- 
ness to be used as a treatise or practical manual on 
doing that kind of decorative work. Some of the large 
public libraries, like the New York Public Library at 
Fifth Avenue and 42nd Street, New York City; or one 
of the special libraries such as the John Crerar Library 
of Chicago, Illinois, or that of the Rhode Island School 
of Design, Providence, R. L., would no doubt help you 
search their files for books on your subject, from which 
you might collect data that would include all that you 
want, Generally, libraries are very co-operative with 
persons who need help in making serious studies of 


special subjects. 


ALANCE STAFES-—-How hard, what temper, should 
steel be made, for making balance staffs of, for 
good grade pocket watches 7 (Question No, 6536) B. H. 


Answer The proper compromise between soft 
enough to turn readily, and hard enough to permit mak- 
ing pivots of good strength and polish, can be had by 
tempering the steel, after hardening, to a full rich blue 
color, Harder than this, which would be a purple shade 
of blue, would make pivots so hard that they might 
break easily; softer, a very light shade of blue, would 
make pivots apt to bend, and not take a high polish. 


( LD WATCH—1 bought an old watch, for junk gold. 
The movement is English, chain wind, with a 
peculiar escapement, lever type, but the fork has no 


148 


WORKSHOP 
QUESTIONS 
AND 
ANSWERS 


horns. This makes me wonder why modern levers have 
horns, if this old one does not need them. (Question 


No. 6537) N. S. 


Answer—lf{ you will examine the fork-and-rolle: 
action of your old watch you will see that there is some 
other device for doing same duty as the fork-horns do in 
modern lever escapements, which is to provide “safety” 
or “guard” action during passage of roller jewel across 
line-of-centers. In some hornless lever escapements, this 
was taken care of by an extra roller on the staff of 
smaller diameter than the roller that carries the impulse- 
jewel or roller-jewel. 


" Pyecaye CLOCKS—lIs there a good book on setting 
4 up and adjusting chime clocks, both gong chimes 
and tubular chimes like in hall clocks? (Question No. 


6538) J. G. 


Answer—About setting up and adjusting tubular 
chime clocks, the best book that has been published 
which includes chapters on this subject is “The Modern 
Clock” by W. L. Goodrich, which was published by 
Hazlitt and Walker, Chicago, Ill, about 40 years ago. 
The publishers have been out of business for many years 
and to obtain a copy of the book, you would perhaps 
have to advertise for a used copy which could be done 
through our classified columns, 

Another suggestion is that you write to the Herschede 
Clock Co., Cincinnati, Ohio, asking for instruction sheets 
on setting up chime clocks of their make. Some years 
ago this company published such instructions and it is 
possible they may still have these to distribute to the 


trade. 


ANDS AT 8:20—Lincoln’s birthday brought up an 
argument with a customer who claims our watch- 
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KEYNOTE FOR 56 


PROFIT ¢ 


Watch repairing is the third 
greatest revenue producer in the | 
jewelry business. It is the great- | 
est traffic producer of jewelry | 
sales. If, in watch repairing, you 
can save time, do better work, 
eliminate come-backs, secure 
customer confidence, you have [7 
the foundation for greater profit. | 
For 1956, thas s means a— 













SIZE, ONLY 81/4," 213" 
WEIGHT, 17 POUNDS 
ODD-.BEAT GEAR SHIFT 

REMOVABLE MICROPHONE 
TESTS UNCASED WATCHES 
HAIRSPRING VIBRATOR Now, more than ever belore 


more WatchMasters are being 
EARPHONES INCLUDED sold than all other watch+timing 


SHARP RECORDS FOR machines combined. There must 
DEPENDABLE ANALYSIS be a reason, There is! 
MANY OTHER FEATURES i7’'S THE BEST 


MAIL THE COUPON 


American Time Products, Inc., 
580 Fifth Ave., New York 36 


Gentlemen: 


Name... 


Store 


Sure, | would like to see and try pudrens 
the new WatchMaster at our bench. 








Please arrange a demonstration, | City 


incur no obligation, of course. 
9 EES a ee Ra 
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sign hands, standing at 8:20, mean the time that Lincoln 
died, We deny this, but would like to have a statement 
from you, to refer to, in any such arguments hereafter. 
( (uestion No. 6539) R. A. 


Answer—The idea held by your customer is rather 
prevalent; it turns up often during any of the Lincoln 
anniversaries; but the story is clearly untrue. Lincoln 
died at 7 A.M., April 15, 1865. Probably the makers of 
watch and clock dial signs, usually painted the hands 
at about 6:20 simply because they look well that way; 
besides leaving a clear space for painting a name on the 
dial below the 12, if desired. 


BY RENCH CLOCKS—-How can we make repairs to 

cases of French clocks, made of marble, onyx, slate, 
etc., in which slabs of the stone material have come 
apart’ (Question No, 6540) L. K., 


Answer-—The cement used by makers of stone cases 
of French clocks for fastening parts together, is plaster- 
ol-paris, mixed with water enough to form a thick paste 
or “mush.” But usually the heavier parts, on which 
there may be considerable strain in holding them to- 
gether, are first connected to each other by heavy wires, 
of brass or steel, with bent ends fitted into holes in the 
stone parts; or by metal bars screwed or bolted to the 
stone, The plaster-of-paris cement is applied in a thin 
layer between surfaces of the stone that fit together; and 
is also piled in thickly, out of sight behind the fitted 
joints, to fill in and brace the interior corners. The 
cement will dry out and harden in about 48 hours. After 
stone slabs have been laid together with cement between 
their joints, these should be bound together with heavy, 


firm twine. until the cement has been hardened. 


oy OREN THREADS-Where can | get made up or 
““ buy ready-made the attachments for the W. W. 
lathe for cutting screw threads, and turning, with power 
feed on slide rest? (Question No, 6541) J. H. 


Answer-—Since you say that your lathe is “W. W.” 
(Webster-Whitcomb), the best thing would be to obtain 
a screw cutting attachment for it from the manufacturer 
who is the successor to the Webster-Whitcomb firm, the 
lb, W. Derbyshire Co., of Waltham, Mass. We believe 
this firm could furnish either a complete attachment, 
or any desired parts of it, for your lathe; and would 
be in position to quote prices on whatever you have in 


mind. 


(, RANDFATHER CLOCK-—What is the rule about 

¥ knowing the correct weight to hang on each side 
of a striking grandfather clock? (Question No, 6542) 
P. G, 


Answer-—-Practically all of these clocks, in which the 
weights are not equally heavy, are designed to use the 


heavier weight on the striking side. 
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ALUE OF HEIRLOOM-—I am writing to you about 
an old watch that has been in our family for some- 
thing over 100 years, hoping that you might be able to 
give a history of the watch and some idea of its value as 


a collection piece, although it is not for sale. It is a thin 
chime watch which strikes the hours and quarter hours 
and on the inside back cover are the following inscrip- 
tions and engravings; “Echappement A. Cylindre, 
Trempie, Roui, Aiguilles, No. 1962, Quatre Trous en 
Rubis.” The watch was sent over to my grandfather 
from Germany in about 1860, after his father had died, 
it having been his father’s watch for a considerable 


length of time prior to that. ( Question No. 6543) C. M. 


Answer—-The engraved inscriptions quoted are all 
technical descriptive matter; they state that the watch 
has a cylinder escapement with hardened wheel, four 
pivot-holes jeweled, serial number of watch No. 1962; 
and the remaining word is French for “Hands,” indicat- 
ing a hole where key is to be applied for setting the 
watch to time. In all of this there is no name of a maker 
of the watch, hence nothing by which we could identify 
it, to know if made by some noted maker whose name 
would give it value above a commercial-grade watch of 
its type and period. The watch seems to have been made 
either in France or Switzerland, judging by the descrip- 
tion you give but the only comment we can make on 
the question of its value is that a collector would prefer 
a watch with a noted maker’s name on it, and we believe 
that the sentimental value you place on this heirloom 
must be considered its value to you, which, of course, 
does not exist for one not in your relationship. 


( VER-VALUED—One of our customers wants to sell 

~ an old clock and asked our opinion about its value. 
It is in a case of some kind of black stone, engraved 
along the corners and gilded in the engraving. The dial 
has no name, but on the back plate is stamped Vincenti 
& Cie and Medaille d’ Argent. The owner says it is a 
rare clock and thinks it is worth about $500. What do 
you think? (Question No. 6544) J. B. 


Answer—Vincenti & Cie, clockmakers, were in busi- 
ness at Montbeliard, Doubs, France, between 1832 and 
1860. The other stamp on the plate, “Medaille d’ Argent,”’ 
indicates that at some exposition of trade-products the 
maker was awarded a silver medal for his clocks ex- 
hibited there. Evidently this clock is of “commercial” 
quality, rather than a rare clock made by some eminent 
maker, so it would not be classifiable as a rare clock, 
for which collectors would pay a high price as a speci- 
men for a collection of fine antique pieces. Its value 
would rather be what someone would be willing to pay 
for a clock for use, rather than for a collection of rare 
clocks. This would have to be determined by offering 
it for sale, and “feeling out’ possible buyers to get the 
best possible bid for it. Certainly, however, the owner's 
idea of $500 is far above the price that it would be rea- 


sonable to expect, 
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_ UNIFORM GOLD PLATING FOR SMALL FINDINGS 


You get heavier, MORE UNI- 
FORM gold plate with our 
Spectralloy Process*. This proc- 
ess, which is unique with our 
plant, permits the deposit of four 
metals in alloy with gold. The re- 
sult is longer wearing, richer look- 
ing plate for your findings. Our 
modern, automatic equipment 
makes this better plating pos- 
sible at greater economy. Our 
plant is equipped with the latest 
type barrel plating machinery to 
also handle nickel, rhodium, an- 
tique gold, and other types of 
plating for small findings. 





ESTABLISHED 1936 


Write for free catalogue, ‘The Science of Gold Plating” 
* Pat. Pend. 


SPECTRANOME PLATING CO., INC. 


336 W. 13th St. © WN. Y.14,N. Y. © AL 5-8677 


















Serve Your Trade With The 
Best Findings Possible - 


rey 





SINCE 1887 


BOWMAN TECHNICAL SCHOOL! 


A very fine new book of facts about B.T-S. 
and its work: Your Future and Our Scheol, 
tells how you can benefit supremely by a 
B.T.S. course, and will be mailed you, free: f 
write for it. 





FINDINGS: = 


W.R.C. Findings will make 
~. your repair department an 
outstanding attraction and 





Courses in Watchmaking, Engraving and 
Jewelry Repairing. 
Bowman graduates pase the Certified Master 





oe . 
Watchmaker tests of H. I. of A., or any State | will increase your store traffic. | 
Board examinations. | 
Highest authorities say, “B. T. S. is the best | Order Through Your Material Jobber ! 

P he b job eB | 
ecco nt ‘ee bet bobs net Bowmen =| |W. R. COBB COMPANY! 
Write for free book “Your Future and Our | sor Sable St. — Providence, R. I. ay | 
School” which shows how many finest jewelry New York Office Chicago Office ) 
9762 971 


businesses have been built on thorough Bow- 
man Training. 


to BOWMAN TECHNICAL SCHOOL 
Bowman Building, | 
Lancaster, Pa. b | 
- PrP 12 13 16 


320 Fifth Avenue 29 East Madison Street 








Courses Approved for Korean and Other Veterans 
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Keepsake Display Features 
A Bride and Six Ring Sets 


Keepsake is currently highlighting ites 


pre-Christmas point-ol-sale promotion with 





a new Keepsake Bride and Changing Mes 
sage display 
The display shown in the photo, pore 


sents four Kee peake 


Letop wheel, each benefit 


benefite: by means 
ol a revolving 
is individually highlighted in a carved 
“window.” <A miniature bride, agamet a 
background of black and pink velvet, ob 
serves the action and the six Keepsake 


rings sets displayed 


Gruen's Christmas Centerpiece 
Highlights Three New Watches 


Gruen Watch Co, is currently offering 


dealers a coloriul new centerpiece for 





Christmas windows which highlights three 
new Gruen watches 

The display, shown in the photo, fea 
tures a “Continental” and two “Cosmo 
politan” models. Background of the unit 
is a gold-colored, perforated metal Christ 
mas tree. Rich red and gold foil are used 
for the starburst and tree ornaments 
152 


OP hn 


Eigin Offers Free Display 
For Valentine Day Promotion 


ln an eflort to help jewelers tie in with 
the national Valentine Day promotion, 
kigin National Watch Co. is offering a 
lree motion display with its Valentine Day 
package of eight watches. The watches, 
mens and ladies’, range from $39.75 to 
$71.50, retail. 

The display, shown in the photo, fea 
tures two life-like love birds which rock to 
and {ro in a metal cage. Cage and birds 
stand out againet a large Valentine heart 
with lace edges. Two display trays are 
located on each side of the unit, giving 
maximum visibility to the watches. 

The display will be tied-in with the 





Kdward RK. Murrow “Person to Person” TV 
show. Newspaper mats and radio spots 
will be supplied free with the Valentine 


Day package. 


Robeson Cutlery Offers New 
6-Piece Stainless Steak Set 


Robeson Cutlery Co., Inc. 30 Main St.. 
Perry, New York, is currently introducing 
a new 6-piece stainless steel steak knife 
set in the “Saturn” pattern. 

The set, shown in the photo, retails for 
$9.95. The Texas 


forged grille-shaped 





blade of the knife has an extra wide point 
with scalloped edge for extra sharpness. 


Jacoby-Bender Introduces 
‘Enchantress’ Ladies’ Band 


Jacoby - Bender, Inc., 62-10 Northern 
Bivd., Woodside, New York, is introducing 
a new ladies’ watch band, “The Enchan- 
tress,” with genuine alligator insets avail 
able in five colors 

Photo shows the 3-dimensional display 
featuring six Enchantress bands which is 





being offered free to dealers with the pur 
chase of six bands. The new watch band, 
with either gold filled or stainless steel 
endpieces, conforms to the curve of the 
wrist. It has a flexible expansion center 
for greater comfort. 

J-B is also supplying dealers, at a rea 
sonable cost, with full-color lithographed 


post cards for mailing to customers. 


International Silver Launches 
Special Christmas Promotion 


International Silver Co. has launched a 
holiday merchandising program which 
for the first time in the company’s history 

presents its sterling, stainless, plated 
flatware and hollowware as “The best 
Christmas presents of ail. . 

The novel promotion is being featured 
in a two-page ad in Better Homes & Gar. 
dens for December. Beneath a headline 
reading, “Beautiful useful .. . and 
everlasting!” are 16 items representing 
each of the firm's three divisions: Interna 
tional Sterling, Webster Wilcox and In 
ternational Stainless Deluxe 

“There are gifts from International for 
everyone on your Christmas list... at 
any price you want to pay.” reads the 
copy. 

The merchandise shown in the ad in- 
cludes flatware, punch set, ash trays, tea 
and coffee service. multiple serving dish, 
beverage pitcher. ete The prices cover @ 
wide range—-from $5.50 to $350 


THE JEWELERS’ CIRCULAR-KEYSTONE 


Wyler Watch Offers Unusual 
Window Display & Clock Unit 


A combination revolving clock and 


window display unit is now being offered 
dealers by Wyler Watch Corp 
The display, shown in the photo, fea 





tures a group of Wyler watches on one 
side and a revolving Rotor Clock on the 
other The clock is finished in polished 
brass and mahogany enamel The dealer 
can choose any two tines of copy to be 


placed ‘fl a panel bye nels thie clo k 


A. Cohen & Sons Introduces 
"Norgate’ Stainless Flatware 


\. Cohen and Sons Corp. is currently 
introducing a new pattern, the “Norgate,” 
im the ‘hverbrite line of stainless steel 
flatware 


The new pattern shown if} the photo, 





retails at $5.95 tor a 24 piece set, and 
upward tor larger sete 
highlights of the other 

Homestead,” 


Volume produs hon 


proportionately 
It features the 
kverbrite patterns “Favor 
ite’ and “Salutation. 


- under way 


Oneida's ‘Twilight’ Pattern 
Selected for NBC-TV Show 


Oneicas “Twilight” pattern in Commu 
nity silverplate has been selected as the 
oft ial pattern by the Kraft 


presentation shown weekly 


Theatre. a 
live dramati 
over the NI TY 


will he used exclusively both on the Com 


network “Twilight” 


mercial food demonstration« and on the 


dramat if produc tions 


FOR DECEMBER, 1955 


Karian & Bleicher Introduces 
New ‘Spectaculight’ Setting 
Karlan & Bleicher. Inc.. 136 W. 52nd 


St., New York, has introduced a new dia 
mond setting, the “Spectaculight,” which 
is said to create the illusion of greater 
size and brilliance of center diamonds, 
The new setting, shown in the photo, 
employs from 10 to 12 melee to accomplish 
this illusion. The center diamond is held 
by center prongs, made especially un 
obtrusive, and the surrounding melee are 





channel set——with no metal actually inte 
fering with the unbroken display of stones 
\ccording to the firm, the melee surround 
ing the center diamond make it appea 
four times its actual weight and twice i 


-pread, 


Ronson Offers Shaver Display 
And Lighter Repair Guide 


Ronson is currently offering dealers an 
electric shaver display plattorm which | 
suitable for either counter or windew di 
play 

The platlorm shows, im the photo tana 


about one foot high lt has a gold-colores 
vacuum formed plastic base with a red 
gold and black tekwood back pane! 
Ronson is also offering a new Lighter 
Repair Guide 


the purchase of il Ronson balances 


which is ineluded tree witl 
ment repair parts kit. or for 2o@ im cash 


' 
~ 


, 


Clestric Shaver 






hater, 





al 





7) 


boy ate - 


. | a = 





lhe guide is a plastic “slide rule” devices 
which indicates the parts that ht eam h 
model, interchangeability of parte and in 


structions on how to diagnose service needs 


New Toastmaster Waffle Baker 
Features Thermostatic Control 


\ new watlile baker teaturing an exclu 
sive “therme-grid temperature control has 
been introduced by the loastmastet Prod 
ucts division of MeGraw Electric Co it 
retails tor $21.95 

Ihe new baker, shown in the photo, 
ensures a constant baking heat at all times 
This is made possible by the “thermo 
grid,” the supersensitive thermostatic con 
trol, whi h opens of closes the circuit as 
it becomes hotter or cooler The new unit 


features extra heavy, cast aluminum grids 





espe ially treated to prevent sticking it 
is plated with chromium and has heat re 


istant handle : 


Syracuse Ornamental Offers 
immediate Delivery This Month 


syracuse Ornamental Co... Ine... Swracuse 


New York, is offering immediate delivery 





all through December for Christmas “home 


gift’ and January promotions on all 


Syroco decorative accessories 

The offer includes wall clocks, barome 
Photo 
shows one of the barometers in the firm's 
line, No, 3053 
with either Metalgold or white with goid 
finish Wholesale price ie $27.50 


ters, plaques, mirrore and sconces 


hinpire it is 35 in, high 





Unique ‘Toasting’ Machine 
Promotes Camfield Toasters 


(ambeld Manulacturing Co. is currently 
featuring “The Thing,” a highly-compli 
cated mechaniom which makes toast, in its 
advertising on the Steve Allen network TV 
show, “Tonight.” 

“The Thing,” shown in the photo with 
(ene Rayburn and Steve Allen looking on, 
ie being used in Camfield’s Happy-Holly 
Days promotion which is expected to reach 
12 million people per day until the holi 


days. The unique machine is used to illus 





trate the “hard way” to make toast each 
morning as a for Camfield’s 
*Toast-Maid” toaster. Also featured on the 
show are Camfield’s stainless steel “Coffee- 


Maid” and ite “Electri-Fri-Pan.’ 


promotion 


New Marvin ‘Seawolf’ Watch 

is Automatic, Water-Resistant 
Ihe Hollandia Co., Inc... 630 Fifth Ave 

New York, is now offering a new stainless 


Marvin watch. the “Sea 
woll io retail for S420) 


_ 
steel automatt 


lhe new watch, shown im the photo, is 

ubmarine, Sea 
sleek, streamlined 
black dial, black 


water-resistant and 


named alter the atom 
wolf because of it 

design. It features a 
padded suede strap, i 


has a sweep second hand. The Seawoll’s 





hour-markers are cut in reverse into the 
dial, instead of being applied or embossed 
lt aleo has Marvin's exclusive Unilux dots 


and lines for easy night reading 


Arien Trophy Acquires More 
Manufacturing & Office Space 


Arlen Trophy Co.. Ine.. 0 Cold St 
Brooklyn, New York. 


trophies and awards, has acquired 15,000 


manufacturer ofl 


square feet of additional general ofhee 
space at 53-61 Bridge 
2000 equare feet of additional manufactur 


Brooklyn 


Hrookivn, and 


ing space at 110 Gold St 
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1847 Rogers Bros.’ Fall Ads 
Feature Unusual Photography 


Tie fall advertising campaign of 1847 
Rogers Bros. features dificult and unusual 
color photography in full-page, four-color 
ads in five national women’s-interest maga- 
zines. Ads will appear in Ladies Home 
Journal, McCalls, Better Homes & Gar- 
dens, True Story and True Confessions 
which have a combined total circulation 
of nearly 45 million 

The unusual photographic techniques 
show the silver patterns in eye-catching 


Many 


previous attempts have shown the silver 


table settings in attractive roome 


so small that it was worthless as a pattern 
illustration. The new ads will present the 
silver in dominant size, with the pattern 
in clear detail. “Flair” and “Heritage” 
patterns are featured, though others are 


shown. 





Shown above is the attractive new cata 


log, featuring Toga cultured pearls, re 
cently issued by Maurice Goldman & Sons, 
10 West 47th St.. New York. Included 
in the 9-page catalog are complete lines 
of earrings, bracelets, brooches, chokers 
and necklaces, All pieces are photographed 
in actual size. Included with the catalog 
are a price list and an order blank. The 
catalog is free upon request 


‘Full View’ Mounting Called 
Major Advance in Ring Design 


The new “Full diamond ring 
mounting from Tessler & Weiss, Inc., 2389 
Vaux Hall Rd.. Union, N 3 is “one of 


the major advances in the history of ring 


View” 


design,” saye Ben Teasler of the firm. 

The newly developed mounting is said 
to increase the brilliance of diamonds with 
out artificial devices, yet retain full secur 
ity of each stone. 

“As a stimulator of trade-in and remount 
diamond ring business, as well as a builder 
of wedding and engagement ring sales, 
we believe the potentialities of the ‘Full 
View’ mounting are unlimited,” declares 


sales manager Al Jaflee 






























































Chicago Printed String Co. 
Offers New Bow-Making Device 


Chicago Printed String Co., 2300 Logan 
Bivd., Chicago, manufacturer of gift wrap 





ping materials, has introduced a new bow 
machine that makes possible a variety of 
diflerent bows for decorative gift packag: : 
It is being sold for $19.50. 

The new machine, shown in the photo, 
is the “Beau-Mor” multi-bow maker. It 
produces more than 10 differ’ at bows, in 
cluding two-color effects. It weighs only 
transported 


4% pounds and is easily 


Operation of the machine is simple and 
ine x pe rienced help can become expert bow 
makers quickly, according to the firm. All 
sizes are possible, from tiny ones to eight 


inch king sizes for large boxes 


Craftsman Billfolds Plans 
To Double Its Sales Force 


kd Chandler. 
for “Crafteman” 


national sales manager 
hillfolds, announces that 
Craftsman is now in the process of 
doubling its sales force in view of a sub 
stantial increase in volume and number 
of accounts for 1955 and indications of a 


greater increase for 1956 


Artcarved Offers Colorful 
Light-and-Motion Display 


Artcearved is currently offering dealers 
its colorful “Starlight Fantasy” light-and 
motion display 

The display, shown in the photo, is de 
signed in contrasting shades of blue vel 
vet, with a spray of pink leaves on one 
side and fluffy white clouds on the other 


In action, an elaborately dressed aprite re 


volves to touch each ring box with her 





wand tour hes ear hy box a 
Lhe fe 


is a blue velvet curved ramp at one side 


wand. As the 
cloud lights up to a brilliant glow 
lisplay 


for additional rina 
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Kaspar & Esh Announces New 
‘Swirl’ Bridal Set Pattern 
Kasper and Esh, 126 West 46th 5t., 


New York, has introduced a new pattern, 
“Swirl,” in its “Star of Love” bridal set 
series. 

The new set, shown in the photo, is 
available in 14K or 18K white gold, 2-tone 
gold or platinum. The design is derived 
from the French and, in addition to being 
makes the diamonds appear 


graceful, 





larger and more brilliant Newspaper ad 
mats and other dealer ads are available 


free of charge. 


Seventeen To Feature 2-Page 
Ad on Sterling Fiatware 


To promote sterling silver as a Christ- 
mas gift item among girls under 20, the 
December issue of Seventeen magazine 
will feature a double page color ad on 
sterling silver flatware. 

The spread suggests sterling silver as 
Twelve manu 
facturers are included: Wallace, Steiff, 
Gorham, Heirloom, Towle, International, 
Tuttle, Alvin, Lunt, Smith, Reed & Barton 
and Kirk 


a “present with a future.” 


Anniversary Introduces New 
Packaging for Pearl Lines 


Anniversary Pearl Co., 48 W. 48th St 
New York, has introduced new packaging 
for both its genuine pearl necklaces and 
its pearls for additions 

The new packages, shown in the photo 


feature a Valentine heart. The pearls are 








strung on I4K gold chains. Various sizes 


are available as “starter” necklaces and 
matched pearls can be purchased to add 
to the necklaces on special gift-giving o« 
Necklaces range from $6.50 to 
$250 and additional pearls from $4 to 
$350 


Ccasions 
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Ebeling & Reuss To Distribute 
Kosta Swedish Crystal Lines 


Ebeling & Reuss Co., 707 Chestnut St., 
Philadelphia, importer of giftware, china, 
glass and pottery, has been appointed dis- 
tributor of Kosta Swedish Crystal lines. 

The Philadelphia firm will handie Kosta 
stemware lines, bar glassware, art glass 
line as well as decorative and utility items 
of artistic merit. 

Kosta Glass works was founded in 1742 
by two Anders 
Koskull and Georg Bogislaus Stael von 
Holstein, who first met at the battle of 
Narva in 1700 when Charles XII of Sweden 
defeated Peter the Great's Russian armies. 
The first syllables of their family names. 
KO and STA were used to form the com 


Swedish army officers, 


pany name. 

Since then Kosta glass has been deliv 
ered to Indian Maharajahs, Czar Nicholas 
of Russia and the Royal Palace in Stock 
holm. Some pieces are in the Nordi 
museum in Stockholm and more recent 
pieces are in the Metropolitan Museum of 


Art in New York. 





The all-palladium jewelry shown above 


illustrates how the metal’s light weight 


makes it particularly appropriate for 


“heavy” designs. The pieces include a 
pin topped by three birds set in diamonds 
pearls and sapphires; a diamond and 
pearl bracelet; and two fancy rings in 
pearis and sapphires--all designed by 
Lucien Piccard. The diamond leaf eat 


rings are by Robert Barre 


Welmaid Moves Its Production 
Facilities to New Quarters 
Welmaid 


of “Pro-Tex-Sil,” recently moved its pro 


Manufacturing Corp., makes 


duction facilities to new quarters at 2954 
N. Lineoln Ave.. 


is under the supervision of Roy Hansen 


Chicago. The new plant 

The new location will make possible 
more efhcient production and is in line 
with Welmaid’s efforts to make the best 
possible products at the lowest prices 
according to an announcement from the 
firm. All business details, including checks 
invoices and correspondence, are handled 
at the office, located at 41 Pineapple Ave., 
P. O. Box 3776, Sarasota, Florida 








U. S. Steel Offers Counter 
Easel for Stainless Flatware 


U. S. Steel is currently offering dealers 
a counter easel card for use in its stain- 
less steel flatware promotion 

The card, shown in the photo, holds 


a place setting against a dramatic and 





colorful background. The firm is also 
furnishing dealers with a sheet of selling 
points to help hoost stainless steel table 
ware sales. The sheet, which lists eight 
selling points, can be attached to the back 
of the card for easy reference by sales 


people 


J.M.S. Manufacturing Co. 
Opens New Import Division 


J. M. S. Jewelry Manufacturing Co., 
Bloomfield, New Jersey. has opened a new 
division, to be known officially as “J.M.S 
Imports,” which marks a recent trend in 
the firm to diversify ite line and furnish 
retailers with a wider selection of earring 
styles 

The firm's saleamen will be carrying a 
new group of imported earrings in De 
cember The imports ill pierced, are de 
signed exclusively for J.H.S. Imports. They 
will all be made up in IOK gold wire and 
gold filled styles 


‘Clock of Tomorrow’ Display 
Features Light and Motion 


Westclox, La Salle, Illinois, is now offer 
ing dealers a “Clock of Tomorrow” light 
and-motion display to promote its new 
spring-driven alarm clock 


[he display, shown in the photo, fea 





tures a revolving lampshade, carrying the 


selling message, which spotlights two 
clocks 


and two black { lock of lomorrow models 
which cost the dealer 331.44 


The display is free with two white 
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Special Notices 


*Sitestion Wanted’ ——HReguler type only, $2.00 


first 25 words: additional words, 10 cents per 


word Heavy type 87.40; additions! words 25 
conte per werd 
“Help Wanted — "lines Bented” and “Side 


Lines ~—-regular type 64.00 fire 25 words. Ad- 
ditional words 15 conte per word. Heavy type 
87.00 fret 25 words; additional words 25 cents 
per werd 

All other headingse-reauler type 884.00 fret 
25 werds: additional words 25 cents per word, 
Heavy type 812.00 fieet 25 additional 


werds 30 conte per 


words 


word 


Name addAre>- inttialy, end abbreviations 
count ae words, and are charged ter as part of 
the advertiooment if anewerse are tae he feor- 
warded, 20) conte extra ta cover postage must 


he enclosed Hemibttanee with order 


Not subject te ageney commission 


Advertising matter addressed ta classified ad- 


vertioers will net tbe delivered 


“pee jal netics torm Cleese l0th of the pre- 


ceding menth 


foe aveid unnecessary correspondence men- 


tien vour teeation in the advertisement 


directed Jewelers 


unlees 


fii anewers will te rare 


Circular hevetane Otherwise tnetructed 


jn anewerling ads, da neat enclose origina 


letters af recammendations 


Jewelers’ Circular-Keystone 


fhesttnat & Sth Ste Philadelphia 439 








Situations Wanted 


WATCHMAKEHK experienced and reliable 
mechant eek feady job in fine retail 
BtoTrs in? rrikiwe ' Scladre .. j o7, 


¥ 
care ' ‘ hy 


WANT EMEVILAIYMI T in (Chieago; ex 


leer ried erat if mrihinwifis ana ohtting at parts 
iid) Menern f erhauling and cleaning of 
; rig Acheine : pa rnre J i hs 


around experience 


jie ine t i ihe nnection with good 
concern a buyer or ivvilleay Addre 
i) } iyf enre } f } 

DIAMOND HUYEER expert in loose and 
mounted diamonds firet ciase refel 
ence good reputation Lddres ws 
16 care x hy 

DIAMOUNT imeorter Alesman young 
rea iriaeie cre graduate seeks 
position With a reputathie firm: excellent 


Addre ‘A, 102 


rerteretics 


WATCH CLOCK light jewelry repairer 
experion eal tr hy nowt pn and calen 
‘mt en perience tate of 
riorida preferred Lddre \ 1 Us 
nl ; f hn 

VCitattl ivi iiesman with retail follow 
tit i Witeatie ind herwelry ale ires 
hicarigee manufacturer line onty me 
tropoittan New Yori ind lone teland 
Aadare ‘() bos’ care | CH} 


WATCHMAKEIRN high grade workman: 
uve! Yeure ea DePriencs eeke position 


with ; Tatelimties C'cotTiccerii airy wT 
perce (aie naire ' reference Ad 
ine | ‘ care J ¢ iy 

a LMGINT? AlU} MAN Lop ‘ ei if) 


tenneified retail experience L% 


after (Christma Yew york City or any 
TiPeact bor Vitnin rt) PHllie Acide a. 
| , cite <- j 

MAL IMAM ASD hieh calibre travelling’ ne 
tropotlitar ‘ow York and enatern tates 
for mat ent iiiing on wholesaler 
are chain excellent following Ad 
ilress i? itt care JI (eK 

(ChE DIT department manager available 
hligtiy respected tore handiing hetter 
cla irade top analytical ability: im 
menesuratiec additional faculties : awe 4% 
Address lool care J (C-K 

ENGRAVER wiehe fo make a change 
4% yori ez perience prefer (iulf Btate 
area retail store only family man top 
reference Aaclare Ss 144 care J 
(+h 

BOOKKEEPER expert credits corre. 
spondence, production and every phase 


of the jewelry business: top record with 
leading concerns Adar 2982. 
care J (eK 
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OUTSRHTANUING salesman doing well over 
100,000 covering New York and vicinity 
wante change from present line; leading 
line only Address “G O17, care J 
(’-K 


M A NAGER middle Axe 
geared every attribute 


highest calibre 


successful retail 


credit operation available next year 
contract tbaelsa only confidential! Ad 
dress Ss. 1524 care J CK 


ENGRAVER, 25 years’ experience, highly 
efficient in ail branches of engraving 
iret quality workmanship only Dest 
reference Ampies on request. Address 
& Cnre J ('-K 


WikLiL KNOWN manufacturing represen 


tative travelling midwest territory overt 
if yer top following among whol 
ale? jovbdbers, chains open for 
tablisiied line Address it 1Hug Care 
J Ck 


MANAGICH Alesman know 


ness A to Z@ young, personabl out 
standing rypiae keround if mManwnke! j 
year with top chain eek futur 

creative asset to any agere ive frn 


Address “K., 157%, care J (*-K 


YOUNG LADY thoroughly experienced 
handiing diamonds, mel industrial 
jewelry extensive experiences if, Friel 
chandise and inventory control of size 


abie volume top reference! Address 
"110." care J C-K 

WATCHMAKER age 27, single reliable 
and experienced on plain and com 
plicated also ring sizer; aAlary of 
percentage; available in January 195 


Los Angeles or vicinity. Address “M., 

1548.” care J (*.K 
BALEBRBMAN covering south and doing 
large volume with jewelry department 
and speciality stores; experienced in fine 
jewelry and coeturne seeking new 
Address 


affiliation with top house only 
“G., 1616," care J C-K 


DIAMOND and ring buyer; successful 
history of making fast turning mer- 
chandise; an unusual talent with a 
responsible background; highest 
references, Address, “107.” care 


of J C-RK. 


CLAICKMAKER retired experienced in r 


pairing 400 days and electric clock 
ete can do little repairing on gents 
itches willing to purchase materia! 
for the trade; down or midtown Man 
hattan preferred Address “I L611 
care J (C-K 
WATCHMAKER jeweler 25 yet e> 
perience on fine watches and jewelry 
exceptionally fine workman on late! 


International, et parts du 
n.R. inspection southern loca 


Vacheron, 
plication 


tion with fine estore $125.00 per week 
Address ““E., 1591," eare J C-RK 

WEST COAST representative well known 
now travelling: many fine contacts with 
the best retail trade: desirous of sup 
plementing my present fine line with 
negressive tine of Bridal mounting set 
wedding rings or a fine tine of gold 
jewelry Addres m., 14562 care J (+h 

FAST credit jewelry salesman desire te 
relocate after Ama with a growing 
organization where opportunith are 
unlimited thie muaet be in North or 


, 


South Carolina age 27 
years experience in the jewelry 
Addresa “L, 1550 care J (-K 


married and 
field 


CERTIFIED gemologisat 
eler American gem soctety Ag a4; 
thorough know ledge of diamonds col 
ored stones sliver and (fine liners of 
jewelry buying, grading, gem teating 
identification and appraisal: will re 
locate anywhere \ddrese H., 1666 


registered yew 


GENERAL SALES MANAGER; one of 
America’s most successful chains; 
minimum requirements $4,000,- 
000.00 annual volume, 31 credit 
rating, and interested in expansion; 
salary 10% of gross increase. Ad- 
dress, “M.. 1590.” care J C-R. 



















































































































WATCHMAKER thoroughly experienced 
formerly employed with nationaily 
Known import re has also jeweiry store 
and trade shop experience ; wishes a 
position to make himself generally use- 
ful and work only part time at the 
bench; New York City or Miami area 
preterred. Address “112.” care J (-K 


DIAMOND « Apert, experienced in 
up BySstems of assorted goode in 
full and fancy cut diamonds. 


setting 
single 
BeeKs por 


tion with organization that can use a 
man who can take charge of diamond 
department, help buy pick for mount- 


iTiggs, fill order excellent reTterences 
Address “R.. 95 care J (-K 
‘SALESMAN; covered New England past 
eleven year with fine stone ring. dia 
mona and mounting line excellent 
roOliowlns result guaranteed intel 
eated if representing an Outstandinez 
above mentioned or top watch tins will 
be available after january lst finest 
reference Addre lL, bet Cnre 


J & hy 


WATCHMAKER want 
tion with 
Lore ionge Atl 


permanernit pPosi- 
ignest type Cash iL 

or unusual experi 
pecially on Patek Phil 
Lippe la ‘(oultre and all other finer 
erade excelient reference customer 
contacts not desired 
riinimiuiny 

(’-K. 


SLPERVISOR or 


with one 


ence CApAtii« ‘ 


Saiary S125 Weel 


,daares y £880 cure 


manager |I5 years 
organization; built one 
store from $150,000 to $750,000 
yearly; recognized as outstanding 
in credit jewelry field; presently 
has several stores under supervi- 
sion; will be available in March, 
1956 if satisfactory arrangements 
can be made. Address, “P., 114,” 


care J C-K. 


RETAIL EXECUTIVE seeking an im 
mediate change and interested in joining 
an appreciative and progressive retail 


iewelry chain or individual 


organization 


seeking a top flight mas have directed 
the sales promotions proper training and 
tupervision oF Sales personne ior two 
leweilry chain each doing over two 
million annually am 37 ver! of 


nue 
with 19 vears thorough jewelry 
installment experience with a proven 
record of accomplishment showing the 
ability to get volume at a profit: prefer 
eaatern location but may consider other 
iocation oniy if proposition | good 
tarting salary $12,500 plus bonus and 
commission Adare Vi 1554 care 
} (*~K 


married 








Lines Wanted 


AILISMAN f eringa Florida territo. 
desire manufacturers speciaity tin of 
ieweilry and gift store Adare (; 
Poo eare J (-K 
SALESMA N southern strate now Call 
ing on fine jewele!l gift hop mad ‘ 


‘ry 
partment tore vant to add 


lished line Addre 

THOROUGHLY experienced iome dia 
mond salesman with larwe following on 
Pacific (‘onset and south to manutface 


turer? and wholesalers desir conne 
tion. Address “A Lo69 eare J (-Kh 

PACIFIC COAST representative ws 
tablished with Law Anweles ehow roorm 
desires yvotume iine ot teriirea ana 
silver plated hollowwar-e Adare H 
1546 care , C+ 

EXPERIENCED ilver salesman with 


urrounding 
established 


eweiens 


following in Hoston and 
territory wants top quatity 
plate (i ware iine to meil t© rood 
and other volume user! Address vi 
1563,” eare J (C-K 


MANUFACTURER'S 
fen years experience 
line with real merit; strong jobber f 
low ing Washington, Db © faltirmnore 
Philadelphia residence in territory 
Address “W., 1575." care J C-K 


representative over 
desires established 
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SALESMAN with a non-conflicting line 
to represent a manufacturing jeweler 
with wedding rings, mountings, emblems 
et State territory and experience 
strictly commission write in 
detail: Address “S.. 1585 care J C-K 


basis 


WANTED for oston and 
territory established jewelry line by 
experienced salesman with following 
among good jeweler and other volumeé 

top quality line considered 
1562," care J C-k 


urrounding 


use! ony 


Address “M 


REVRESENTATIVE, better following 
travel New York (Connecticut, wants 
manufacturers, importers outstanding 
line jewelry novelties, surmme! 
jeweiry : intensive, active coverage Ad 
dress ““G 78 care J (-K 


costume, 


EXPERIENCED esaleslady traveling with 
husband well established in jewell 
trade for thirty years desires small con 
pact line of jewelry for fine retail jewel! 
ry stores; eleven western states; com- 
mission basis; references furnished. Ad- 
dre “R., 1613," care J C-K. 

T\.« aggressive young salesmen forming 
manufacturers agency covering retail 
and wholesale trade excellent conne: 
tion with leading jewelry and depart 


ment stores ini eastern and western 
(‘anada interested in exclusive lire 
Address “ht 1b>10." care J C’-K 


PACIFIC COAST salesman, presently re 
pre entingz top advertised Wate con 


pany ly yea! experienc diamond 
watches excellent tollowing ; Year 
yYouneR incense ambitiow energweth 
finest reference Address lL) lon} 
Cate | C.K 

WANTED by experienced niesman with 
following in boston and urroundine 
territory top established line L4K jew 
elry pear! and related items ells 
Vorutite ike l i well a rood je weilers 
Dest trade reference furnished Ad 
dr M Lot care J (-K 


WANTED by experienced Boston, a N. FE 


Aliesinan top mounting line preter es 
tablished ling with ome Dusiness t 
build on mould he top puality and we 
priced bhoth for remular ewelry trade 
anda CoLuairye ‘ Lddre M bos 
care ‘ hy 
SALESMAN evVverTral Veu! experien 

hig? calibre now covering our estali 


lished Weet-C‘entral territory. calling or: 
retail jeweler in lowa NANSAS Mi 

ourl, desire Additional non-confiletin 

bine ha 7 Chain Co Lie (‘hesetnut 
Street, Providence 3, Rhode Island 


SALESMAN established following key 


cities midwest, desires small strong 


line ring mountings particularly 
fancies; must have quality and 
price for volume accounts; com- 
mission basis only. Address, “C.. 
1531.” eare J C-K. 

ATT! N'TIOON reputatl houses respon 
tile HiesxrmnaAn frorne oOrowine cove 
ink ‘ew York area 10 years ready to 
make change beginning of Venu}! rye 
i ured of honest and conscientiou 
coverage iti aleo travel ri nearby, 
urrounding area Vaadre Pau care 
} «*.K 

YOUNG aggressive, manufacturer's 


representative seeking two, strong, 
direct lines; territory is Chicago 
including 300 mile radius of same: 
16 year personal following is com- 
posed of chain and department 
stores, wholesalers and large credit 
jewelers. Address Circular #319, 
Room 1420, Heyworth Bldg., Chi- 


cago 2. 


SALESMAN, well known, over 25 years 

experience with a very large established 
llernitele ii thie eleven Ae tern) mtnte 

can offer a tubstantial volume to a 


manufacturer of ladies’ and men's solid 
gold jewelry and fancy watches also 
io a manufacturer of hetter costume 


jewelry in steriing and gold filled: lines 
must be tope in their field: please give 
complete details. Address “H 1614 
care J (RK 


POR DECEMBER, 1955 








SALESMAN, 20 years’ experience, repre- 


sentative in metropolitan New York and 
middie Atlantic States for past eleven 
years of leading manufacturer of dia- 
mond mounted merchandise and gold 
wedding rings: interested in connection 
with established jewelry manufacturers 
preferably in New York area, but may 
consider limited amount of travel: first 
Address “S., 111." car 


class references 


J C-K 
EXPERIENCED salesman with good 
following and excellent § connec- 


DO YO 


tions, in Michigan and Ohio; selling 
to retail and wholesale jewelry 
trade; is open for a top manufac- 
turer or importer in jewelry, dia- 
monds, watches, or outstanding pro- 


motions: must be able to make 
$15,000 or better, that’s if vou 
want a salesman. Address “W.., 


1582.” care J C-RK. 
REQUIRE a topnotch sales 


representative in or about the Phila- 
delphia area; am now covering the 
Eastern seaboard for one of the 
prestige houses in the industry but 
desire to discontinue extensive 
travel; integrity, personality, intelli- 
genee, education and experience; 
well liked by the trade and accus- 
tomed to substantial earnings; avail- 
able January |, 1956. Address “S.., 


1558,” care J C-K, 


fraveled extenaiv: 


L\LESMAN, who ha 


fe , Wem (with one house? in bh 
citie of \iicdiweast and Southern stil 
wit! iver Pp ited ware tine na thhe re 


pect and confidence 


of the depart ryt 
ind jewelry store buyer: ts 


Know now 


merchandise line has knowledge whut 
ifemsa to make has averaged over $150 
Hoo olume every yeatl is open for two 
ifie piated and teriing ware nave 
niwinhy heen considered the “Top 

the industry can finance myself at u 
limes will consider repli rreor repu 
table manufacturers only KniOW how 
to handle salesrnetl and will travel 
fenasl is open for interviewRr ifter 
December tat Adare \ : cnt 
p (°-] 





SALESMEN 


Side Lines 


(Miki ff; fT ate tie for sey ; rh ' | 
eiity ? i rieyvil lett nn ; at pre eervit 
ecarrvil na ivie f 4 a trace ' 


Leclair if 144 care } (*-kK 


with jobber following. 
watch straps, different; 15% com- 
mission: some territories open. Ad- 


dress “C.. 2675." care J C-R. 
AVAILABLE fo inmere ive Siew meat 
it? following cyt better atore " 
mimtile ied line of diamond et watcn 
ime ana attactiment Commission 
nas) Adare a," bieat care . 4 by 
rns T (LASBE mais goid mthe. rine itt 
ivalilable ft Weaet Coast jobbet econd 
ify lite permissanht« COMMission-ofr 
men if gquatification Adare "y 
Ho care J («K 


LI_ISMAN calling on jobber and cata 


of house (‘hicago and miidie weat 
trone mail tine of esteriing and gold 
filed friendship and 


guard ring e 
fateli hed accounts good repent }’ ‘) 
2 _ 


bio bib, W oodside 44 


,\LESMEN wanted for established west 
err territory New lersey greater? NCU 
York and ‘urroundings ail kind of 
novelty and gift ttemse, smokers artic! 

garnet jewelry, eteriing. gwoldfilied, 1L4kt 
Lddre {j 1608 eare J ('«K 


A\LESMEN experienced with following 
among better retail jewelers and depart 
ment store watch straps unusually 
different and attractive 1bh% commis 
chon several territories open Address 
Hi L0G care J (-K 


Silt LINE salesman for 
well atVied enameisa on 
exciusive territories availabl plean« 
advise exact arena overed and lines 
carried Mareha Least 27; WF ith, Los 
Angeles 14, California 


ompiet ithe ¢€ [ 
‘ oppet many 


t 


ALESMAN 
feature 


with 
compiete religious 


retail following, to 
jewelry line 


At competitive price izZ“™% straight 
COTM salon territort pen midwest, 
northwest, southwest ind New York 
State Address “I, 152% ire J (+h 


Slik LINE: experienced salesman wanted 
by old established manufacturer for thre 
Pacific Const and south manufacturers 
of platinum racelet watch cmme 


necklaces attachment earrings aise 


white gotd Attach nts Ommisesion 
Dass Address Ht ty are J (’-K 
SALESMAN with no: nflicting line sell 
ing the retail jewel ore represent 
manufacture! of fire waten attacn 
ments fast selling tine y comm 
sion state experiences territory traveled 
\ddresa > 


are line Yori rierw ari 
1534 care J ('-K 


(sibk LINES salesman wanted manu 
facturer i line L4h if jewelry cul 
tured pear coiored Mm@enuline ones. 
bracelets char rine earrings 
priced right caemnmi heel VARs aii 
territories open \ddress N.. Lo2g, 
eare J CK 

SALESMAN with retail jewelry and 


department store following; to carry 
a compact, 10 half tray line of 
stone rings, zircon rings and wed.- 
ding rings; fine opportunity with 
future; commission and bonus. Ad- 


dress, a 1572,” care J ch. 
ALES MIECN witl non nflicting lines 
wanted to represent pua@lity lithe of 
teriing liver hollowware fer iit year 
old Company protected territories now 
opening comm ! Dial vrite ts 
King BSilvel Compan iri (formerty 
The HKichard Linvw ‘‘ompany ) is 
Street. South Lioston 2 Viasesachusett 
‘ALESMAN witli i wing for in out 
tanding promotiona ne of Ll4h. white 
wold diamond yutel bme Peo reiarrie 
brand movement watcl iftachment 
al » complet dintnond ataty Sithh out 
owt or name brand Vethient Monn 
omimiseion Achaly 1,4 care 
} (+K 


THE watch that goes everywhere; 
earn big money now; build future 
selling new exclusive novelty watch 
for every beady ; nationally advertised 


$24.75 to 835: account openers, 
awards, gifts; mate supplied; sam- 
ple free plan. 5. Rodman Sons, 


580 Fifth Ave., Dept. A, New York. 


SALESBMEN wanted one for the midweet 
and one fae bPacitie f nm ry ; Wianti 
facturet of er’ otltatanding ine sf 
ring mounting rritaet nave foiowing 
Armone@aet jonvtert W Tidile tiet ind chain 
atore liberal omni f yondertul 
opportunity fev grit man fev an 
eventual partneretiip Adare i 
lo42Z care J €’«hK 

SALEBRMEN wanted for iti sthweet 
middle Atlanth tate nad entral 
states fe represent manufacturer of 
bette goid-filled ima feriine silver? 
nicely packaged hii ewelr if 
you have i follow if noe the thettes 
morer thi | : ‘} fie feo? verti 
liberal corm»milsehs nia ine Hert 
Vark f ompany W aehingteoi treet 


l’rovidence Pthieocle i ina 


SEVERAL openings available for 
salesman in the midwest, west coast, 
and southeast areas calling on re- 
tail outlets; men desiring additional 
incomes: earn 15% commission 
selling proven line of fast moving 
quality leather watch straps; fall 
protection and follow up of all sales 
with advertising. The Harold Com- 
pany, 128 8S, Sth Street, Phila. 6, 
Pa. 


if ena ined ‘spn pad 














































































































(Continued from page 157) 


SIDE LINES——< ontinued 


WONDERFUL opportunity for man 
covering retail jewelers and de- 
partment stores with non-conflict- 
ing line; will represent a well es- 
tablished manufacturer of fine 


quality; priced to sell; ladies and 


gents stone rings, cultured pearl 
rings, zireon rings and wedding 
rings; liberal commission plus 
bonus; state experience, territory 


covered and line now carried. Ad- 


dress “R., 1571.” eare J CR. 


AMAZING 
line with 


new vari-cem gold stone ring 

interchangeabie birthstones 
and onyx stones retail jeweler himeelf, 
in hie own estore, can sewiten and set 
stones in a vari-gem ring in 60 seconds; 
retailera want vari-grem because it cute 
their inventory 90% Lynamic money- 
making compact line; jewelry salesmen 
with retail following wanted for: Texaa, 
Oklahoma, Loulsiana, Minnesota, Wis 
consin, Michigan, Ohio, Weat Virginia, 
Penneyivania ‘(excluding Metropolitan 
Vhiladeiphia), New Jersey, New York 
City, and New England area; excellent 
commission; supply references and ex- 
perience, Confidential DD. Pfeffer Co., 
Inc.. 106 Fulton Street, New York, New 
York 








Help Wanted 


(00D jeweler also capable of 
stones, g@ive full information in 
letter. Address "S., 1584," care J C- 


watchmakers 


Address ‘"T 


two A | 
baeia only 


WANTED 
centage 
care J ¢ 


WATCHMAKEH halif retired wanted: no 


emoking Leo Hoffer, 626 Dade Com- 
monwealith Hullding, Miami %2, Florida 
WANTED: A-l jeweler, who can repair 
and set astones Addres: V 1461." eare 


(*-K 


TWO jewelry store managers for Colorado 


State muet be capable and have excel- 
lent reference Address "“W 1573," 
care J CK 

EKAMVERIENCED aseorter New York; 
singles and fulle. estate qualifications. 


references salary expected, et Ad. 
dress “M.. 18." enre J CK 


WATCH MATERIAL clerk: experienced 
g00d proposition | excellent working con 
ditions; all replies confidential Acme 
Jewelers Supply (“o., 1111 Metropolitan 
Hidg.. Detroit 26, Michigan 


WANTED jeweler-engravet by one of 
South's oldest and most reliable firme: 
permanent; «ive detailea in letter of 
application Address ' 1623," care 
1 cK 

OPPORTUNITY for pleasant and ambiti- 
ous credit jewelry store salesman: cen- 
tral Ohio; give age and experience in 
letter opening for January Address 

K.. 1660." care J C-K 


SALEAMAN with retail following, to 
carry popular price costume jewelr 
complete or side line liberal commis 
sion: all territories open. Addresa “C., 
2946 care J CK 


ASSISTANT to owner large credit jeweiry 


store in large midwest city; a real op- 
portunity for a lifetime future: send 
your full hietory and state salary 


530 care J C 


Address “T.. 


LOOKING for the best southern dia- 


mond saleaman available; replies 
confidential; HH. Hamburger Com- 
pany, Inc., 22 West 48th Street, 


New York 36, New York. 





SALESMAN for established southwestern 
territory : represent exclusively nation- 


ally known prestige watch manufac- 
turer; estate full particulars; Keplies 
1610,” care 


confidential. Address “H., 
J C-K 


DIAMOND ring house seeks experienced 
man with executive ability to manage 
business during absence of owners. 
state experience; your application will 
be held astrictiy confidential! Address 
“H., 1692," care J C-K 


SALESMAN; experienced midwest and 
south to represent well established New 
York manufacturer of a complete line 
of ladies mountings; non-confilicting 
lines acceptable. Address “G., 1537,” 
care J C-K 


WANTED: by old established store; 


jewelry repair man, preferably man 
able to do some watch and clock repair- 
ing; small city in northeastern New 
York State. Address “A., 1614,” care 
JI CK 

JEWELER: a very fine mechanic with 
business ability and capable of taking 


charge of a small shop ; age from thirty- 
five to fifty; a very fine opportunity for 


a capable mechanic; write in detail. 
Address “S., 1583," care J C-K 

SALESMAN for established mountain 
states and midwest territories , represent 
exclusively nationally known prestige 
watch manufacturer; state full par- 
ticulars; replies confidential Address 
“H., 1616," care J C-K 


WATCHMAKER: permanent position for 


experienced man; must be sober; well 
recommended finest working condli- 
tions; leading store in college town: 


commission and salary; ernet Jewelers, 
Since 1893, Huntsville, Texas 


WATCHMAKER, experienced, all phases 
watch repairing ; must be highly skilled, 
efficient and top notch; juniors please 
do not apply; excellent opportunity, top 
wages , permanent. Reply Colony Jewel. 
ers, 4986 Monroe Street, Toledo, Ohio 


WE have an opening for an aggressive 
salesman to cover Midweat territory: 
liberal commission and liberal drawing 
account; our men know of this ad; all 
information will be kept in strict con- 
fidence. Address “H., 44," care J ©C-K 


WATCHMAKER, expertenced, all phases 
watch repairing ; must be highly skilled, 
efficient and top notch; juniors please 
do not apply; excellent opportunity, top 
wages ; permanent. Reply Colony Jewel. 
ere, 3986 Monroe Street, Toledo, Ohio 


WATCHMAKER, experienced; five day 


week; ideal working conditions in 
Northern Ohio city; permanent job; 
state age, experience, salary expected, 


in first letter. Address ‘“H., 21656," care 
JI CK 


SALESMEN for south Atlantic States, 
calling on retail jewelers to carry 
manufacturer's line of diamond and 
stone rings: give complete informa- 
tion first letter. Address, “N1578,” 
eare J C-K. 


SALESMAN wanted; manufacturer of 
sterling silver hollowware, baby goods 
and gift items for jobbers, department 
stores, jewelers and gift shops; openings 
in south and middle west; also states, 
commission basis; side line acceptable 
Address “L., 1609," care J C-K 


and Gulf 
represent 


for Bouth Atlantic 
States who has following to 
nationally known ring house: delivery 
line of nent od an colored stones; 
established territory; drawing account ; 
reply in confidence. Address “S., 1526," 
care J C-K 


SALESMAN 


SALESMAN to carry an established man- 
ufacture line of fine hand-set rhinestone 
and pearl jewelry; with following in 
better jewelry, speciality and aqpartmens 
store: territories open, New ork and 
vicinity and California and vicinity. Ad- 
dreas “FE... 1561," care J C-K 





SALESMAN with following among better 
jewelry and department stores, to carry 
Charm Craft Corporation line; excellent 
territories available; furnish full par- 
ticulars first letter; catalogue on re- 
quest. Charm Craft Corporation, 198 
Broadway, New York 38, N. Y 

WATCH AND CLOCK salesmen with 

following among retailers; wanted by 

importers of low priced 17 jewel Swiss 
watch line and imported clock line 

(alarm, desk, musical cuckoo, 400 day) 

for Texas and Middle West. Address 

“B., 1692," care J C-K. 


MANUFACTURERS representative with 
following among retailers, wanted for 
popular-priced sterling hollowware line 
openings in Midwest, South, Southwest 
and Mountain States; prefer man cover- 
ing one or two states; liberal commis- 
sion. Address “H., 1509," care J C-K 


EXCEPTIONAL opportunity with excel- 
lent future for alert young watchmaker 
with managerial potential ; leading 
jewelry store in town of 12,000: to be- 
gin after Christmas; give full particu- 
lars in first letter; all replies confiden- 
tial. Address “T., 1563," care J C-K 

WATCH salesmen territories open for 

men with sales experience and good 

following amongst retail jewelers ; draw- 
ing against commission; all replies will 
be held in strictest confidence. Croton 

Watch Co., 404 Fourth Ave., New York 

i6, N. ¥ 


SALESMEN ; The Bartek Company, man- 
ufacturers of tailored jewelry, now has 


open the entire Midwest and Southeast 
territories to men of proven ability, 
with strong department and specialty 
store following; commission 15%. 2366 
Fifth Ave., New York City 
SALESMAN for Illinois, Wisconsin 
and tributary states to represent 


long established ring house; dia- 
monds and colored stones, etc. Re- 
ply in confidence. M. H. Shiman 
& Co., Ine., 48 West 48th St., New 
York 36, N. Y. 


SALESMEN one for southeast and one 
for southwest; best known and most 
comprehensive line of scarab jewel- 
ry, dise jewelry, identification brace- 
lets and money clips; drawing 
account. Admark, 714 Sansom 
Street, Philadelphia 6, Penna. 


WATCHMAKER; permanent position 
for experienced man; ideal work- 
ing conditions with full employee 
benefits; must come well recom- 


mended. Wire or write Hillman’s, 
612 Wabash Ave., Terre Haute, 
Ind. 

SENIOR diamond salesman: we have a 


most interesting job opportunity for a 
thoroughly experienced retail diamond 
salesman who must be over 40; he must 
be capable of originating sales, of han- 
orders 


diing any size sale and special 
alone: write Mr. Welch at 1615 Main, 
Dallas, Texas 

ESTABLISHED retail jewelry store, 
offers to lease to qualified watchmaker 
or watchmaker-jeweler; watch and 
jewelry repair department with guar- 


income or will consider offering 
watchmaker-diamond set- 


anteed 
a position to 


ter upper New York State Address 
“N 1519." care J C- 
TWO SALESMEN wanted muet have 


very high earning potential and exper'i- 
ence, to represent an old established, 
very competitive firm manufacturers 
of diamond rings, selling mainiy to 
credit stores; 1——-Rocky Mountain terri- 
tory: 2-——-Southeastern states. Address 
“A. 1587," care J C-K 

STORE MANAGER; permanent position, 
for credit jewelry store; annual con- 
tract and bonus; excellent earnings 
suburbe of Detroit: age 25 to 40; state 
history last 10 years; your earnings 
last year, and esalary desired: replies 
strictly confidential. Address “R., 1522," 
care J C-K. 


THe JEWELERS’ CIRCULAR-KEYSTONE 
















ESTABLISHED manufacturer of dia- 


mond and stone rings expanding 
business; needs experienced sales- 
men to cover retail jewelers and 
chain stores; State territory now 
covering; excellent opportunity for 
the right men. Address “N., 1577,” 
care J C-K. 


WE OPERATE a chain of 25 stores 


EXPERIENCED salesman 


4 
>. 


> 


ALESMAN 


from Virginia to Florida and are 
looking for 6 ambitious men to 
train as manager for new stores 
we are planning to open; give de- 
tails im first letter to Stanley K. 
Friedman's Jewelers, 37 Peachtree 
Street, Atlanta, Georgia. 


with fol- 
lowing to cover the southeast with 
a quality line of gold and platinum 
mountings and watch attachments; 
company is well established with 
some active accounts in the terri- 
tory; no objection to other line. 


Address, “M., 1589. care J C-K. 


(hicago resident covering 
midwest territory extensively depart 
ment jewelry stores, jobbers, catalogue 
houses; high type aggressive represen- 
tative with many years successful! sales 
background desire connection estab- 
lished rated manufacturer on exclusive 
territory basis. Addres l,, 1606,” care 
J (-K 


\LESMAN with over 25 years experti- 
ence calling on retail jewelers through 
Pennsylvania, Connecticut, Massachu 
etts, New Jersey, New York, Metro- 
politan New York is open for a reputable 
line; have a thorough knowledge of 
loose and mounted diamonds, watches, 
rings and a general line of jewelry 
Address ““R., 1600 care J C-K 


SALESMEN; wanted with non-conflicting 


line for the middie west, aiso salesmen 


for West, Southeast to carry ladies’ 
and men’s sterling silver rings to the 
better retall stores on commission basis 


we want men who are aggressive and 

have a good retail following replies 

confidential Address “S., 1595 care 
("-K 


SALICSMEN : with following among jewel 


= 


. 


J 


ers, department stores and catalogue 
houses to represent a top iine promo- 
tional sterling silver hollowware : estab 
lixhed territories greater New York, 
Long Isiand, New Jersey, southern 
states, midwest, Pacific (oast replies 
confidential ; commission Address ‘<< 
1538," care J C-K 


ANUPFACTURER established ove}! 30 
years; popular priced sterling hollow 
ware, Wishes to expand present sales 
torce good «opportunity for the right 
rman commission basis; give complete 
details of territory covered, experience 
and present lines; applications will be 
held in strict confidence Address “A., 
1601." care J (-K 


ALESMAN for popular price line sterling 


silver baby goods and novelties for far 
weet territories: this is a growing line 
and should make an excellent side line 
for salesmen making the large and 
small cities calling on jewelers, depart. 
ment stores and wholesalers Commis 
sion basis Address Cue «6D care 
J (-K 


EWELEAY BUYER experienced in dia- 


monds, watches and general jeweiry for 
retail credit chain for suburbe of 
ireater Detroit, Michigan permanent 
position, annual contract, top salary and 


veariy bonu State age, history iaet 
eight years and present salary ail re 
plies held strictly confidential! Address 
i 521," care J C-K 


SALESMAN for nationally known New 


FOR DECEMBER, 1955 


York ring concern with following; 
southwest including Kentucky and 
Tennessee; house has large follow- 
ing: line consists of diamond and 
colored stones for delivery and is 
comprehensive ; drawing against 
commission; reply confidentially. 
Address, “S., 1527."' care J C-K. 


SALESMAN: 


SALESMAN with established connec- 


tions to department stores, jewelers 
and gift shops; wanted to represent 
large manufacturing firm of silver 
plated hollowware for Texas, Ar- 
kansas, Oklahoma and Louisiana; 
one non-conflicting line acceptable ; 
state full particulars, Address 


“A... 103,” care J C-K. 


SALESMAN with established connec- 


tions to department stores, jewelers 
and gift shops; wanted to repre- 
sent large manufacturing firm of 
silver plated hollowware for Cali- 
fornia, Oregon, and Washington; 
one non-conflicting line acceptable; 
state full particulars. Address 
“B., 104.” care J C-RK. 


SALESMAN to represent Preisner Sil- 


ver Company sterling and Art Sil- 
ver Company plated hollowware in 
Texas, Oklahoma, Arkansas, New 
Mexico and Kansas; no objection 
to non-conflicting side line; reply 
to Preisner Silver Company, P. O. 
Box 398, Wallingford, Connecticut; 
all replies held confidential. 


South and Southwest; 
outstanding ring manufacturer has 
opening for experienced salesman 
with following among better retail 
jewelers; opportunity for ambitious 
salesman; state confidentially ex- 
perience in territory and full details 
when replying. Address “N., 20,” 
care J C-K. 


COSTUME jewelry salesmen; a 20 year 


old leading eastern wholesale costume 
jewelry firm with established accounts 
has a porition open for two expertene ed 
salesmen with following. one for the 
state of Texas and one for the Mid- 
western States, starting January tat 
liberal commission no objection to non 
conflicting side line. Address “B.. 1636,” 
care J C-K 


MANUFACTURER of gold and plati- 


num ring mountings and watch at- 
tachments, established 25 years 
and with hundreds of active ae- 
counts, desires experienced sales- 
men with good active accounts to 
represent them in the midwest and 
Pacifie Coast; No objection to non- 
conflicting line. Address, “M., 
1588,” care J C-K. 


WANTED experienced watchmaker; 


must be highly skilled and efficient; 
excellent opportunity; air-condi- 
tioned store; immediate opening 
in Florence, Alabama on the beau- 
tiful Muscle Shoals Lakes; sate 
experience and give references; 
write to LeGrand-Elebash Jewelry 
Stores, executive office, ILLIO 
Broadway, Columbus, Georgia. 


SALESMAN Pacific Coast East to Colo- 


rado; carry manufacturers’ line of 
semi mounted and complete bridal 
sets for delivery, and men’s sample 
mountings; non-conflicting side 
line satisfactory: state territory, 
experience and drawing. S. Reiman 
& Sons, Inc... 64 West 48th Street, 
New York 36. New York, eatab- 
lished 1911. 


SALESMAN with established connee- 


tions to department stores, jewel- 
ers and gift shops, wanted to rep- 
resent large manufacturing firm of 
silver plated hollowware for North 
and South Carolinas, Ceorgia, 
Florida and Alabama; one non- 
conflicting line acceptable; state 
full particulars, Address, “C., 105,” 
care J C-K. 





SALESMEN (2): midwest and south- 


southwest territories open for ag- 
gressive, experienced residents, to 
represent manufacturers of out- 
standing nationally advertised line 
of men’s and ladies’ [4K jewelry 
and distinctive gold watches; one 
non-conflicting line considered; 
commission. Address, “C., 1533,” 
care J CR. 


SALESMAN wanted for established metre: 


politan territory a fine opportunity for 
right man with following amrong re 
tallers in New York, New Jersey, (‘on 
nectlcut Pennsylvania, Massachusetts 
to carry a manufacturers line of dia 
mond rings, ladies and genta rings 
wedding rings, fraternal merchandia 


drawing give reference and back 
ground all replies confidential \d 
aress ly 1615," emre. ‘KK 


NALEIESMEN with established connection 


calling on jewelry, perfumery, depar't 
mental and epeciaity stores to carry 
well established brand of English made 
quality compacta and matching acc: 
sories , on gowd commilssion basis. most 
territories open, please state with ap 
plication details of present Activities 
and experience; satialactory references 
will be required Address “L., 1605 
care J ('-K 


SALICRSMAN travel from New York thru 


Kaet (Coast salary and commission 
permanent job and excellent opportu 
nity : extensively advertised line mount 
ings and stone rings of well known 
mantutacturers to the wholesale trades 
want an ambitious, neat appearing 
young man resident of metropolitan 
area give full details, salary and ex 
perience Address “K 1694," care 
J CK 


SALESMEN for Midwest, West Coast 


and South Atlantic States, to rep- 
resent prominent manufacturer of 
silver plated and chrome hollow. 
ware and giftware in 1956; must 
have established following with 
jewelers, department stores, gift 
shops, etc.; commission basis, non- 
conflicting side line acceptable; 
state full pari‘eulars. Address “™M., 
2869.” care J CR. 


ANTE) ealeemen “(for midwest and 
pacific conmsat a 26 year old company 
with hundrede of active accounts in the 
midwest and on the pacifie coaat, de 
aires two ex periern ed salesmen, w rie 
have a following to sell a quality line 
of gold and platinum ring mountings 
and watch attachments no objection 
to non-econflicting lines thie #@ & good 
proposition for the right men write in 
confidence to Address “LD 1581 eare 
J «’-K 


WATCH SALESMEN experienced hav- 


ing called on fine jeweler with watch 
or kindred line; have superior qual. 
ity watch made in our own Swiss 
factory, distributed under unique 
plan accepted with enthusiasm by 
class jeweler; substantial drawing 
against liberal commission; opper- 
tunity to grow with progressive ex- 
panding organization; replies con- 
fidential; our men aware of this ad. 


Address, “¥., 115." eare J CR. 


ONE OF THE FINEST gold lines in 


the jewelry industry is looking for 
a top-notch man for the middle 
and southwest territory; the line 
consists of highly styled charms, 
bracelets, pins and earrings, and 
rings, containing cultured arls 
and genuine stones; we will con- 
sider only experienced man with 
entry into better retailers and de 
partment stores, Address, “L.., 
1547.” eare J CR. 


(f'ountinued on pade 160) 




































































































(Continued from page 159) 
HELP WANTED ontinued 


WATCH salesmen wanted, excellent 
opportunity with leading manufac- 
turer of quality watches having ex- 
elusive features; complete line of 
men's and ladies’ waterproof auto- 
matic watches; sold through jewel- 
ere only; draw against commission: 
interested in live wire, conscientious 
men: Middle Atlantic, Ohio and 
Southern area: give complete de- 
taile; all applications confidential. 
Address “¥., 86." eare J CK, 

SALESMAN; for southeast, Virginias 
to Florida and Alabama; carry 
manufacturers line of diamond 
bridal sets, Princess rings, fancies 
total weight pairs, men’s diamond 
rings, all for delivery; all price 
ranges; must have experience and 
following; rare opportunity to take 
over our 150 active customers to 
add to your own; state draw and 
background; non-conflicting side 
line satisfactory; SS. Reiman & 
Sons, Inc.. 64 West 48th St.. New 
York 436, New York: Eat. 1911. 


RILVER salesmen unusual opportunity 
for wales representative who hae follow 
ing with jewelry, slliverware and gift 
shops, for manufacturer line of ster 
ling eslivel erving pieces, hollowware 
and Mngliieh imports: we want only men 
who are experienced in the eiiver field 
and have established accounts among 


jobber department storer or retail 
jewelry wift shope: excellent salary and 
irawine ARM ifiet COMM ineio+ne repiy 


giving full particulars territories co% 
ered and reference Ambassador Curt 
lery Mig. ¢’o ‘ok Bouth Bt... Newark 5, 
NJ 

DIAMOND ring salesman: due to the 
desire of our Vice-President to eur- 
tail his traveling and the flexibility 
of our own sales force, we invite in- 
quiry from qualified applicants 
having «a proven record of earn- 
ings in any but the Eastern terri- 
tory: this is an opportunity for a 
capable diamond ring salesman to 
affiliate himeelf with a reputable 
firm of long standing: write fall 
particulars; all correspondence held 
in eonfidence if desired, Unter- 
mever Robbins & Co., 136 W. 52nd 
Bie Me Be G 


SALESMAN for Midwest: well known 
manufacturer of ladies’ diamond 
mountings and engraved wedding 
rings extensively backed by dealer 
aids and promotional material has 
opening for experienced man sell- 
ing to wholesalers and chains; line 
is now sold in the territory; this 
is an opportunity to make a per- 
manent and profitable connection 
with an established and expanding 
concern if you meet our require- 
ments; all replies held in strictest 
confidence. Address “F., 10.” care 
JC-R. 

RALEBMAN WANTED: manufacturer of 
nationally known diamond ring tine, 
has opening for experienced and aggres 
wive ehiewman with tlarwe eatablished 
following, to cover the following south 


ern estates riorida (jeorgta North 
f‘arolina, Mouth Carolina, Alabama and 
M inaliaeippt we have very targe and 


well extablished trade for over 85 years 
among the retail jewelers in this te 
ritery affording an excellent opportu 
nity for the right man: one who te ae 
customed only to high earnings: liberal 
drawing account Againet cComminsionsa 
give full details of experience and back 
ground in firet tetter: all inquiries held 
confidential Address "M too care 
5; CK 
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DIAMOND ring salesman; we have an 
opportunity for three top-notch 
men with experience and following 
in their respective territories, draw- 
ing account against commission; in 
addition to our powerful diamond 
ring line, we have just added a lock 
set manufactured exclusively by us; 
to the right man, willing to work, 
this is an exeeptional opportunity ; 
all replies held confidential; our 
men know that some rearrangement 
of territories, including the South. 
is under consideration. Address all 
replies to W. F, Sebel Co., 315 W. 
Fifth St.. 10th Floor, Los Angeles. 
Calif., attention of W. F. Sebel per- 
sonally. 


SALESMAN, our lucrative Southwest 
territory open for man capable of 
catering to or present following; 
must have selling experience and 
reside in area; ours is an important 
line of diamond jewelry and mount- 
ings, complete and semi-mounted 
ring sets in platinum; a substantial 
line of gold and diamond complete 
rings, semi-mounted rings and ring 
sets; diamond watches and attach- 
ments in platinum and gold and 
other diversified items: we will ad- 
vance substantial drawing against 
commission; a good future with a 
high income is assured for the right 
man; all replies kept in strict confi- 
dence, Seidman & Company, 31 
W. 47th St., New York 36, N. Y. 


For Sale 


Sieres, Stocks and Businesses 





JEWELEAY STORE modern frookiyn e&x 
cellent location: opportunity for watch 
maker Niness, sacrifice Address “B., 
1580." care J CK 


FULLY equipped shop, over 30 years in 
business in enver (‘olorado reason 
for selling: I'm retiring: best offer buy: 
if Address "“C., 1540." eare J C-K 


FOR SALE: jewelry store, due to old age 
same location in 24 years: western part 
of Lose Angeles Knud Weirum, 7104 
Reverly Bivd., Lose Angeles 26, Calif 


FOR SALE loan office and jewelry tore 
in large Penneylivania city: no competi 


tien wieh to retire no dealers need 
apply small amount of capital needed 
Addrees ‘S.. 1649," eare 


cash onts 


J kK 


IMWELEY STORE: heart of large tran 
ium field, ol] town, Utah wonderful 
future fully equipped shop leading 
lines excellent for watchmaker ap 
proximately $11,000 cash Addreas “PP 
1628." care J C-K 

RITIRING after 45 years in New York 
(“ity good accounts, city and out of 
town : repairing, refinishing, setting and 
enpecial order wor excellent reputa 
tion; good for 2 jewelers Address “A 
1686."' care J C-K 


MODERN jewelry estore in northeastern 
(‘olorado : excellent location, clean eto« 
good lines, and modern fixtures through 
out inventory $25,000 town of 25.000 
with large rural drawing area. Address 
“” 74." care J C-K 

BEAUTIFUL jewelry store, with great 
potential, in one of the fastest 
growing cities of the nation; ideal 
climate; rare opportunity; good 
reason for selling. Address “D.., 
75.” care J C-K. 

PrAWNSHOP with large following lo- 
cated midtown Detroit is now writing 
1600 good ioans per month; legal rate 
3% per month: also has large retail 
sales volume: is priced attractively for 
eariy sale. Write to Jack Il. Greenberg, 
8964 Wyoming Avenue, Detroit 25 





FOR SACRIFICE due to death: a well 
located jewelry and giftware busin 
with a fine reputation and with a large 
city and out of town gift and fraternal! 

mail order following established over 

35 year: Address “L., 15142, care J 

pes 


rOR SALE esemall town jewelry stor 


central [illinois serving large rich 
farming area: leading lines: clean mer- 
chandine large repair department ;: 


modern fixtures. excellent business loca- 
tion, priced to sell, Address “G., 1612, 
care J ('-K 


FOR SALE watchmaking department: in- 
cludes staff, stem, mainspring, crysta! 
auto, cabinets, ets Aliso one or two 
benches with lathes and chucks. watch 
master auto cleaning machine, all new 
or nearly new department to remain 
in store special room Addresa ‘“« 
1641.” care J C-K 


ESTABLISHED, retail, jewelry store for 
sale finest iocation obtainable. in heart 
of downtown Portland, Oregon high 
type merchandise, all fresh stock includ 
ing diamonds, watches, fine gem jew: 
ry, ete owner leaving city for furthe 
details contact Mr. Duane Vergeer c/o 
Vortiand Trust Hide 19 SW Wa 
ington St Vortiand, Ore 


OWNER wishes to retire from one of 
New tng@liand’s finest cash stores, « 
tablished over 60 years and enjoying 
finest reputation in area: carries every 
major line including seterling 
stemware yearly olume in six fig 
ures $80.00 investment covers inven 
tory, receivables, fixtures and bank bal 
ance thi | not for auctioneer or 
sharn operators Address C.. we Cane 


J CK 


MOK SALE in booming Dallas. old eatalh 
lished retail jewelry and camera store 
beet location in heart of wealthy se 


tien widow unable to handle the buetl 
nese this would be a wonderful stor: 
for watchmaker and his familys com 
plete in every detall iir conditioned 
good stock of nationally advertised mer 
chandine good toch of materia! 


erystals et priced at $7,500 with 
$5,000 casi balance in two years, pay 

able by the month: quick action Is es 

ential, holiday busine is always very 
good ee) take advantage reply tt? 
Swenson's Jewelers 1226 Knox Street 
Dalia Texas 








For Sale 


feels, Equipments 


FOR SALE: complete modern and up to 
date jewelry fixture: write Ik. BSinowas 
S West State Street. Sharon, Pa 

(SED tools, benches, lathes, cleaning ma- 


chines, staking tools, et RnR. P. Gallien 
220 W. Fifth Bt Angeles |} (“alif 








Business Opportunities 


EVERY EFFORT tia made bu The Jewel 
ere’ Circular-Keysatone to keep ite ad 
vpertisaing columnar clean Advertiaers 
under Business Opportunities, etc., must 
furniah frade Announce 
menta muat passa the atrict censorship 
requirements of The Jewelers’ Circulai 
Kevatone 


GORDON BROTHERS, oldest § and 
largest cash buyers of complete 
jewelry stores and surplus stock in 
the country; established in 1903; 
for details see our advertisement on 
page 35, 


rerervencea 


TEXAS jewelry wholesaler in New York 
December 28 will see all manufacture! 
contact Flkron, Watdorf-Astoria Hotel 


See Page 145, Thomas J. Faussett 
Auctioneer, 521 Fleming St.. How- 


ell, Mich. 


ANTHONY J. GREGORY, Auctioneer. 
6748 No. Ashland. Br. 4-7303, Chi- 
cago 26, Ill. 
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$55,000 TO INVEST in a profitable manu- 
facturing business as an active partner, 
have 30 years of gold manufacturing 
experience Address m., 318236 care 
J (-K 


ION KF. KNAPI Specializing in a digni- 
fled and Auction service for 
jewelers. Write or wire. Don EF Knapp, 
istv4 Willow (‘ircle, (‘olorado Springs, 


{ ow 


RAISE cash immediately through a 
dignified auction sale. Colmes & 
Brilk auctioneers and appraisers, 
45 W. 45th St... New York: see our 
display ad page 28. 


DISTRIBUTORS wanted; all terri- 
teries; for new clock featuring fine 
art work to be distributed through- 
out country; Frank Feinstein, 234 
Kast 33rd Street, New York, N. Y. 


CASH for your store, regardless of 
amount; if you really want to sell 
now and get the highest dollar write. 
wire or phone R. A. Zanone & Co., 
81 Madison Bldg.. Suite 701-2-3, 
Memphis, Tenn, Phone 5-0660. 


COLMES BROS... cash buyers and 
liquidators of jewelry stores; inter- 
view arranged at our expense; best 
bank and trade references, Write 
Max Colmes, Room 333, 18 Tre- 


mont St... Boston, Mass. 


APPLIANCE and jewelry wholesale buat 


ness started anywhere from $250 to 


as high as $50M: opening branches for 
you be our distributor or representa 
tive catalog ue available discount 
houses, et write J B Robinson Co., 


R123 Schofield Bide (Cleveland 15, Ohto 


SAMUEL GANSBURG will buy your sur- 


pilus or entire stock and fixtures or 
estates for cash my direct outlet en 
ables me to pay you higher prices; bank 
and trade reference of the higheat 


Write 15-17 Maiden Lane 
‘Telephone liector Zen 925 


character 


New York 


MANUFACTURER of diamond cases and 
attachments would like to associate 
with wholesaler in New England and 
midwest to promote and sell diamond 
set, watch cases and attachments to the 
retail trade no investment required 
nor the necessity of carrying inventory 
or accounts. Address “W., 1574." care 
_K 


J 


WHOLESALE jewelry and appliance 
business established many years, for 
sale Cleveland also Akron store, fine 
discount fast business we start you 
anywhere in the United States print 
your catalogue; show you how ermal! 
capital or large enterprise: good prof- 


its Write or contact J. B. Robinson 
Co S13 Sehofield Bidg., Cleveland, 
Ohio: catalogue on request 


ACT QUICKLY chance of a lifetime for 
one who wants to go into business 
established credit jewelry store for sale 
in major city of New Hampshir: has 
hest reputation, carries standard brands, 
and is a@ money maker if you are seri 
ously interested and have $25,000 in 
cash write for appointment to visit 
store; you may bring your accountant 
or lawyer along if you so desire. Address 
“RR 1535,” care J C-K 


1 AM ready to pay you cash, dollar 
for dollar, for your stock, providing 
you have been an established cash 
jeweler for a period of vears and 
enjoy a good reputation; I will take 
stock over as a going or going-out- 
of-business; not interested in any 
eredit stores: I have bought and sold 
over 100 stores in my 40 years of 
business; all correspondence held in 
strict confidence. Herman Kimmel, 
31 W. 47th St.. Suite 901, New 
York, N. Y. 


POR DECEMBER, 1955 


DO you need cash’ Examine our 
guarantee sales method of obtain- 
ing at least 10% above $ for $ for 
your surplus stock, after all sales 
expenses; we have accomplished 
this amazing result for over 200 
jewelers in the last two years alone; 
their thankful letters are in our 


files for your inspection. Wire, 
write or telephone. Manny Silver- 
man, of Silverman Sales Enter- 


prises, 580 Fifth Ave., New York 
19, N. Y. Telephone PL 7-4693; 
See page 83 for additional details. 


THINKING about a sale to closeout, 
liquidate, retire, raise cash; our 
quality services have been used and 
endorsed by over 1500 retail jewel- 
ers in the last 36 years; we are 
recommended by salesmen, whole- 
salers and the top manufacturers in 
the trade; you owe it to yourself 
and to your customers to investi- 
gate our background and reputation 
before selecting a reliable firm; 
for particulars write, wire or phone 
Wilson Sales System, 420 Madison 
Ave., New York City. Telephone 
Plaza 8-2110; also, we buy stores 
for cash. 








Wanted to Purchase 


(‘ASH for used watchmakers’ and jewel 

lathes, cieaning machine: 

(jallien 220 
(“alit 


eres tools 
staking tools ete ht }’ 
Fifth St lu he Ange les 13 


SMALI, BUSINESS doing over $12,000 
gross per year must have good repair 
department, if possible within 500 miles 
of New York City Address “K., 1505, 
care J C-K 


WANTED to purchase, retail jewelry 
tore located in lowa, Bouth lakota 
outhern Minnesota or! Nebraska, in 
city of 15.000 to 20,000 Address “A., 
24 cure J © hy 

STERLING allver flatwear and standard 
brand watches: tmmediate payment or 
estimate by return mall references 
Jewelers foard of Trade or Dun & 
bradstreet London Watch Co... 15 W 
i4th Street, New York City 

$33 WE pay cash for watches, dia- 
monds, silverware, rings and small 
appliances, any quantity, excess 
stocks, or complete stocks; also 
serap gold, silver and platinum; 
check by return mail, References; 
Dun & Bradstreet, Inc., Houston 
National Bank. Leo Frank Jewelry 
Co.. 6078-9 Chronicle Bldg., Hous- 
ton, Texas, 


WE pay cash; send us your surplus 
jewelry stock; we will pay the 
highest possible cash dollar for dia- 
monds, watches, silverware, scrap 
gold, or any other jewelry; acknow!l- 
edgment of your shipment same 
day by phone; our check to you 
within 24 hours. KR. A. Zanone Co., 
81 Madison Bidg., Suite 701-2-3. 
Memphis, Tenn. References; Union 
Planters Bank, Memphis, Tenn. 


CASH in; send us your watch move- 
ments, watches, diamonds, old «pec- 
tacle frames; gold filled scrap, sil- 
ver, gold and any other precious 
metals and jewels for highest 
prices; we send you a check at once 
and hold shipment intact for your 
approval; references; National Bank 
of Commerce, Memphis, Tenn.; 
Jewelers’ Board of Trade, Dun & 
Bradstreet. Weinman’s, Dept. K, 
108 Beale Ave., Memphis, Tenn. 


ATTENTION jewelers read this; why 
can pay more for your surplus 
old jewelry, diamonds, rings, old 
gold, silver, stick pins, antiques, 
odd stones precious or semi-preci- 
ous or anything you have around 
your store; | have a retail store, 


a good outlet for same here; will 
advise you by phone or letter same 
day your shipment arrives how 
much your check will be; if not 
satisfied will return same prepaid; 
small or large quantities; transac- 
tions confidential; references Flor- 
ida National Bank, Jewelers Board 
of Trade, Dun & Bradstreet. Brom. 
ley’s, 486 First Avenue North 
(Bromley Building), St. Peters- 
burg, Fla. 








Watch Work, etc., for 
the Trade 


COMPLICATED and plain watch repatir- 
ing chronograph cleaning, $8 watches 
timed on Watchmaster, one week's ser- 
Vie Felder’s, 1172 S2nd &t., hirookiyn 
19. N. ¥. Gedney 6-5200 


BOSTON, Mase 
watch repairing 


expert and guaranteed 
Watchmaster texted 
prompt service prices on request; matil 
orders invited David Migdal & Co 
109-H} Summer St.. Tel. Hu 2-9547 


EAPERT watch repairing for the trade 
Watchmaster timed; work guaranteed, 
reasonable prices, quick service on all 
type watches irwin Farber, 6620 
(‘adillae Ave., Baltimore 7, Md 

OUALITY watch repairing is our spe- 
cialty; rated concerns find our ser- 
vice most satisfactory; we weleome 
your inquiries. Osear Aron, 62 W., 
47th St... New York, N. Y. 


Special Order Work and 
Repairs for the Trade 


° 


ENCRUSTING, engraving, drilling pre- 
clous, semi-precious stones furnished an: 
eut: fraternal embiema encrusted: seals 
engraved : especial orders. Harry Iraun 
feild, 108 Fulton &t.. New York City 


Lost and Found 


ONE OF OUR employees found in the 
vicinity of Sth and Banesom, Philadel 
phiin | envelopes containing diamond 
jewelry Apply Hiouse of Milner, 72% 

Sansom, Philadelphia, I’a 


To Let 


SHOW KOOMS-bench space carpeted, good 
lighting 24 hour anaewerting service, 
Hiotel Piymouth, 1443 Weet 49th Street 
New york New York ch 7 4100 








Schools 


“TRUCTIONS In Jewelry eiiverware 
and plastics engraving. A. P. Hemers- 
bach Oa r'ifth AY enue. Ne@w yor. i6 


. 


Miscellaneous 


WATCHMAKERS JOUNUNAL contains 
valuable information for watchmakers 
and studenta $i year sarmmple copy 
20¢ Dean €o., Box 43218-K, Daytona 
teach, Fla 


161 














News of Personnel 








i McHugh has been named sales 
representative in the St. Louis territory for 
Toastmaster Products division of MeGraw 
bKictrie Co. Elgin, Ulinois. Mr. McHugh 
will handle the complete line of automat 
Nebraska, 


appliances iti Missouri lowa 


Kaneas and southern Illinois 


hy Huge Bosca (a tO8C A Park, 
Springheld, Ohio, announces the appoint 
ment of Clinton Levings as sales repre. 
sentative for Oregon, Washington and 
Idalwo Mr 
Northwest, having served as sales agent 
there for a number of eastern firme 


Levings is well known in the 


Meury Ash, vice president in charge of 
marketing, Gruen Watch Co., announces 
the appointments of Mike Cohen and 
Wally Sache as sales representatives 

Mr. Cohen will represent Gruen in In 
diana and eastern Illinois, Mr. Sachs will 
repreeent the firm in Georgia and eastern 


Alabama 





MIKE COHEN 


leruen 


WALLY SACHS 


Longines-Wittnauer Highlights 
Campaign With New TV Series 


The most comprehensive fall and Christ 
mas national ad campaign ever conducted 
by Longines-Wittnauer is now creating 
watch sales for its authorized jewelers 
everywhere, according to an announcement 
from the firm 

In addition to week-after-week ads in 
national magazines and a heavy daily 
schedule of national radio shows, the firm 
is now sponsoring a series of hour-long 
productions entitled “Conquest.” The first 
program depicted.—with rare vintage filme 

man's “hight to fly” from before the his 
lori flight in Kitty Hawk down to to 
day's jet-propelled rockets 

The second edition of “t onquest Was 
presented on November 19. On Thanks 
giving Day, for the seventh consecutive 
presented its 


Music, 


year, Longines Wittnauer 
Thanksgiving Festival Hour of 
Song and Dance 
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Charles Lavan has been named sales 
representative for Quadra-Flex watch 
bracelets made by Apex Accessories Co 
Inc., Greenwich, Conn, He will represent 
the firm in the New England states, with 
the exception of Connecticut. Mr. Lavan 


is a former minor league baseball player 


and was for many vears associated with 


A. Frisch & Co., 


Boston. 


CHARLES LAVAN 
Ape» 


e 





George C. Holt, vice president in charge 
of sales, Waterman Pen Co., announces 
the appointment of four new sales repre 
sentatives: Ralph G. Much, Vincent G. 
Brady, Robert S. Brown, Jr., and 
Dewey O. Navey. 

Mr. Much will handle the Kansas City 
territory; Mr. Vincent, the St. Louis terri- 
tory; Mr. Brown, the Mississippi territory, 
and Mr. Navey, the Virginia territory. 


L. C. Page has been named eastern 
sales representative for L. 5, Peterson Co., 
North Attleboro, Mass. He also serves as 
assistant to Henry Peterson, president of 
the firm. Mr. Page was formerly associated 
with Bugbee and Niles Co., North Attle- 


boro 


Apex Accessories Co. Names 
Canadian Firm as Distributor 


Apex Accessories Co., Ine., Greenwich, 


Conn., manufacturers of “Quadra-Flex” 
watch bracelets, has announced that H 
JZinestag Ltd., 410 St. Peter Street, Mon 
treal, Canada, is now their exclusive Ca- 


nadian distributor 


Marine Corps League Presents 
Americanism Award to Elgin 


Elgin National Watch Co. has been 
awarded the first citation ever presented 
an industry by the U. S. Marine Corps 
League. Elgin, an important producer of 
military timing devices and ammunition 
components, was cited for “its contribu 
tions to the nation and excellent example 
of Americanism.” The presentation was 
made to Harold FE. Corr, vice president and 
assistant to the president of the watch 


firm 





Kem Playing Cards Introduces 
New ‘Polo’ Design for Men 


Kem Plastic Playing Cards, Inc., 595 
Madison Ave., New York, is now offering 
dealers new “Polo” design playing cards 
as a Christmas gift item for men. 

The new design, shown in the photo, 





shows an early polo player in the garb 
of his time, and a contemporary polo 
player as we know him today. Kem is 
offering a free display, suitable for countes 


or window, to promote the new cards 


Heller-Tara Ads Feature 
‘Glamour of Gold’ Theme 
Heller-Tara Inc... 411 Fifth Ave. New 


York, is currently featuring the low cost 
and guaranteed Everlasting Finish of Tara 
jewelry in its national advertising cam 
paign 


Photo shows a full-page, color ad which 











appeared in Motion Picture magazine as 
part of the firm’s “Glamour of Gold” pro 
motion. Similar ads will appear in the 29 
American Weekly \ocal Sunday newspaper 
supplements. Tara jewelry is also being 
promoted on the CBS-TV show, “The Big 
Payoff.” 


play cards are available upon request 


Newspaper mats and TV dis 
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AN APPRAISAL OF IDEALISM 

We are pretty jealous of this page. When we have a 
message, we feel that we perhaps are best able to convey 
tim our own way 


rather than call upon the worl ds of 


others 


This month shall be an exception. For, the other day 
we received a letter from the outstanding magazine coun- 
sellor of the country, one Koy Lastman, with a message 
so timely —that we shall use 


that was ringing so true 


it here 


jecause the message is designed to reassure those who 
occasionally regret their inability to live by gimmicks 
(those who secretly envy the boys who can make a fast 


buck) we found the piece inspiring 


To you everyday jewelers out there, you who are 
craltemen, who do an honest job, who are idealists we 
say-—be of good faith—-and continue to travel in the 
company and the ways of people like Mr. kastman, who 


says of his organization: 
“We are Idealists. 
“We make no secret of it, no apologies for it, 


“In fact. we are pretty well convineed that the only 
worthwhile, enduring thing in the world today is Ideal. 
iam. And the most prac tical. for it Is about the only 


thing that can't be taken away by war, death or taxes. 


‘Being Idealists, we are peculiarly fortunate in the 
vocation we have chosen. for through it we inevitably 


cast our lot with other Idealist« 


“Your Idealist is a perfectionist, He is never satisfied 
to let well enough alone. He is not content with any- 
thing short of perfection And as perfection is neve! 


attained. he is never content 


“He is also a visionary, He envisions a goal he knows 
he will never reach, but he will die struggling toward it 
And when he dies he will leave behind him on the trail 
the dry bones of the realists who could not see so far 


ahead, 


“There was a time when the honor and glory of a 


house lay in its pride of craftsmanship. Success was 
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measured by degree of skill or quality of product rather 


than by sales or dividends. It isn’t a bad standard. 


“The publishers who employ our services are all 
Idealists. They have to be, for their only possible in- 
centive is an urge to do a better job. True, if they 
do a better job for their readers it usually follows that 
they sell more advertising and make more money. But 


that has seldom if ever been the immediate objective. 
Indeed, as most of our clients have been leaders in their 


respective fields, there has been no overwhelming need 


for greater sales, 


“In our work for publishers we have just one com- 
modity to sell-—Vision. Broader vision, clearer vision, of 
the job to be done today and the still bigger job to be 


done tomorrow, 


“Years back. while | knew | was a Visionary and 
there was no help for it, | was a bit ashamed of it. f 
envied the hard-headed, stony-eyed practical man—the 
man who could make, and keep, a lot of money. If I 


ever had that faculty it became atrophied in early vouth. 


“Then one day | heard an executive of one of the 
greatest industrial companies make a remark about a 
less successful contemporary, “The trouble with them, 


he said. ‘is that thev lack visionaries.’ 


“And | also observed that many of the visionaries did 
make money——sometimes scads of it. And those that 
didn't make money for themselves usually made plenty 
of it for other people, had more fun in the process and 


leas to worry about. 


“No truly great thing has ever been accomplished in 


this world without Idealism and Vision.” 


And so, a good Christmas—-and a year full of 


visions fulfilled——to each and every one of you 
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THe JEweELERS’ CIRCULAR-KEYSTONE 


Gift sales “naturals” in the gift season! 
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ALL ABOARD ! 
Treasured Gifts 
ff Childnem. 





This ““Choo Choo’’ window display delivers the sales to YOU! 


Almost 4 million new babies this year! And t/is season 
babies in your area can mean “I1S84/° gitt sak lore! 
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‘1847 Representative or Approved Whol 
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SALES-RIGHT THROUGH THE VEAR! 
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starts January 5 


Here’s a sales pickup to prevent any post-holiday 





slump! Ten beloved Community* patterns (no 
longer active) will be available for a limited 
time (January 5 to February 29). These 


patterns have made sales history since 1910. 





By popular demand, this sale answers the needs 

of many of your customers. They want to add 
missing pieces, buy extra pieces, more place settings. 
This special event is their opportunity (and yours 

to make easy sales)! All you do is take orders 

for early fall shipment. No stock needed. Prices 


range from $1.10 for teaspoons to $3.85 for the 





largest serving pieces. (Full profit for you, of course!) 


To alert women all over the country about this 
sale—national magazine advertising will appear in 
February. Capitalize on this by ordering free window 
display, window banner, newspaper mats and 


envelope stuffers. Just mail postcard sent with 


—e 


———— sett broadside to your store on December |. 
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For further information, contact your wholesaler, 


your Oneida representative, or write NOW to... 


re sOe MAES OF OFETDA LTO. ONEIDA. #. ¥ 








